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SALES TRAIN 





How do you rate r. 
On your appearance? 


Answer true or false to the following er 
statements...and be honest! D | sft 
TRUE FALSE = a 


People don’t notice how I look it’s my per- [] a 4 | pl 


sonality that counts. 
Naty t coun bd tra 


Things like shined shoes aren’t important [ L | ee 
rec 


who looks at my feet anyway? 





ere 
No need to look extra nice when calling on [| [| aw 
customers let them see me as I am. ev} 
If you answered true to all or any of these statements, Re 
maybe you don’t realize that people’s first impressions of ¢ 
you have a way of lasting no matter how charming your = vse 
personality. Nine times out of ten, the man who is a 3 | put 
success is the one who looks successiul. kee 
tur 
How do you rate on product information about me 
‘ ex 
Webster MultiKopy Durametric Carbon Paper? me 
oF y 
Answer true or false to the He the 
. TRUE FALSE a ; 
following statements: in 
Webster makes the only carbon papers with [] [ ] Co. 
the Microme tric edge ° tor 
MultiKopy Durametric resists curling ¢ ven in [] a mai 
the most extreme temperatures. pric 
MultiKopy Dura meir Cc uncoated scale edge [ ] [ ] I 
means clean, quick carbon removal. qua 
MultiKopy Durametric assures neater, better [| [ 008 
has 
space d letters. 
tow 
If you answered true to these four statements, you really and 
know your product. If you didn’t, maybe you can improve thar 
your sales by knowing more about Webster’s MultiKopy. 
It stands to reason that you can’t be convincing to a cus- F 
—— sal oat Pre: 
tomer if you aren’t sure of the facts yourself. 
; fou 
nua! 
Webster MultiKopy Durametric 000 
has the edge over competition veal 
as | 
the 
to t 
half 
won 
Exp 
| four 
thin, 
ge pens 


3 use 





F. S. Webster Co., 13 Amherst St. Cambridge 42, Mass. 


Webster warehouses in New York + Chicago « adelphie «+ Pittsburgh « SanFrancisco « Cambridge 
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Random Notes 
The furor caused by mixed apprehen- IN THIS ISSUE 
sion and indignation when it was an- 


nounced that business expenses were to Best Relative Outlook Seen for Office Machines. Future sales 
be recorded in income tax returns cov- potential for 1958 shows general increase of 6% over 1957 for 
ering 1957 has died down. The Depart- machines surveyed by Board of Analysts for OA. A 5-star rat- 
ment of Internal Revenue has retreated ing is given the office machine industry Ree 


from its initial position and has released 
a ruling to the effect that line 6(a) 

form 1040 need not be used by em- 
ployees who have been reimbursed for 
travel or other business expenses. The 
excuse that announcement of the new 
requirement came ten months after cov- 
ered employees should have been made 
aware of the need to obtain and keep 


Go Electric. Conquer your mechanics’ and customers’ fears and 
you will sell electric typewriters, declares Robert Randazzo of 
Kansas City, Mo. His enthusiasm promises to be contagious 24 





Sell Instead of Rent. No down payment weekly plan is clinching 
sales argument at Becker's Typewriter Service, Audubon, N.J. 28 


evidence of expense payments was ac- Close That Sale, says Ed Brueggemann, sales training supervisor 
cepted as valid by the Commissioner of of Victor Adding Machine Co. He tells how to do it ...... aay 
Revenue. 

Take thought now about 1958 returns. Back to School. NSOEA Management Seminar proves profitable 
Line 6(a) cannot be ignored, when com- experience for industry dealers at University of Georgia 30 
puting next year’s tax. Employees should 
keep accurate records of their expendi- 11 Hints on Preparing that Loan Application. Advice to dealers 
tures and reimbursements in 1958 so on what the bank requires in way of information 35 


that they will be in a position to supply 
expense account information. 
. 


Remodeling Costs Need Not be High. Such was the experience 
of Hugh Reeves, Jacquin & Co., Peoria, Ill. 36 


A member of our editorial staff saw 
these lines posted on a bulletin board 
in the offices of the John A. Marshall 
Co., Kansas City, Mo., one of the na- DEPARTMENTS 


tion’s leading office furniture firms: 








= YE ae « 
, " - ao . 2s Rr 5 Accessories of the Month . 40 News Notes 
mains long after the sweetness of cheaj Advertising Clinic 172 Canada 189 
price is forgotten.”—Smolen. Appointments 166 New England 110 
Here in terse form is the essence of Dates to Remember 158 a ~ 
} quality vs. price. Fortunately, the sta- Deaths 148 . sotviet ... 
tA a aad porte. ny el Editorial 18 Sixth District 122 
ti nery anc OITICe equipf en industry Swverrers Seventh District 126 
has made great strides in past years Financial Notes 154 Eighth District . 128 
toward selling what the product will do Guest Book 180 Ninth District . 135 
and what the office will look like rather Here and There 14 Eleventh District 136 
than merchandising on price alone Industry Awards 1 Vaan Bites - 
:, imran . price azune. Industry Meetings 72 Golden State Travelers 140 
: ; Industry News 82 NOMDA News . . 68 
Ball point pens, according to a United OA's Press Time Bulletins . § 
, In Other Lands 70 Offi : 
Press release, now outsell conventional Letters 12 Office a eo 
| fountain pens four to one, and the an- Lost Sales Quiz 104 trent 5 eet tn 146 
nual sales volume of ball points is 200,- Men on the Move 168 Sales Stimulators _ 62 
000,000 units Simple arithmetic re- New Catalogs .. 66 State of the Industry 16 
veals the number of fountain pens sold New Products 46... Wedding Bells 180 
as 50,000,000. The total figure brings 
tl rriting in: nt 2 al sales 
re ink wri ing instrument annual sales nn Editer end Publisher: John A. Gilbert 
to the point where there is one and a g %. 
- es 
| half such instruments for each man, ‘Gii): Editorial Director: Art Director: 
woman and child in the United States. —_- Walter S. Lennartson Leonard Schimek 
Export business takes quite a number of 
| fountain pens, but it is still a fortunate Managing Editor: Service Bureau Manager: 
thing for manufacturers and dealers that Smet Clarence O. Schlaver Richard G. Johnson 
re rp > 12 @ 7 
| pe ns get lost, eo or —- from r Assistant Editor: Eastern Editorial Rep.: 
i use in some other way eac year. *Fece®® Robert Minor John L. Gallup 
- , 
Lab Ba C Rowena BOR Change of Address—Please send new address (together with wrapper carrying old address) to Sub- 
de scription Dept., Office Appliances, 600 W. Jackson Bivd., Chicago 6, Ill. Receipt cf changes by 
Editorial Director | the 10th of the month will assure correct addressing of next issue. 
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SERVICE BUREAU 


The Service Bureau of Office Appliances 
is maintained for the exclusive use of sub- 
scribers and advertisers. It answers in 
quiries pertaining io the field, furnishes 
names of manufacturers of office supplies 
and equipment, and aids dealers in secur- 


ing lines, without charge. 











In This Issue 


.., don't miss 


‘Best relative outlook''—a five 
star rating—has been desig 





| " f- i ' 
nated for the office supply and 


kk kk equipment industry by the 
Board of Analysts of Future 

, Sales Rating. This has been 

translated for OFFICE APPLI 


— als. ANCES by Peter B.B. Andrew 


economist and market develor 
ment counselor heacing _ the 
Board, into a sales potent 
1958 of 6% general increase over 1957 for those office 
machines surveyed by the Board. Electric typewriters 
with an estimated 36° upward change, and copying 


machines with 19%, have the largest potentials tor 1958 
the analysts declare. This is information which the dealer: 
of this industry cannot ignore. The Board points out ne 
for aggressive promotion in 1958 to crystallize on 
ales potentials which exist. Pages 20-23. 

‘Go Electric" is the advice by 


General Typewriter Co... Kan 
sas City, Mo., where the Ran 
dazzo brothers—Robert, Vit 
and Frank—have staked their 
future on electric typewriters. 
Here is an ottice machine 
dealer operation which OFFICE 
APPLIANCES has _ inspected 
first-hand for the benefit of 
other dealers who can profit by 
the experiences of the Kansas City firm. We do so witt 
electric typewriters have an intri 





Tne know ecae 
industry. For a report on the Rar 
tails of NOMDA and IBM 


training program see pages 24 


guing potentia 
| re 
agazzo Ttirm and Tor 1e 
operation in mecha 


27. 


Next Nionth... 


Ignoring the Christmas rush, and neglecting their own 
gift shopping, OFF 

going places and doing things in the closing week 
1957. Out of i te acquaintance with the industr 
field trips, and old-fashioned reporting have come the 
articles which provide an "office supplie 


February issue. Read how dealers are, and can, capitalize 
y = 


on the supplies today's new fast-selling office equit 
. Read, too, how one of the oldest 


e supplies, the lead pencil, can be 


ment copying machin 
taple articles in 
better merchandized for the varied new use 
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CE APPLIANCES’ editors have been 





ies 


OA 


OA’‘s Press-Time Bulletins 





ROBERT W. 


W. HECK of the Eaton Paper Corp. 
will be the chairman of the annual 
NSOEA convention and exhibit next 
September 27=-October 1 in Chicago. 
NSOEA also announces that serving with 
him as co-chairman will be John E. 
Fellowes of Bankers Box Co. 





EBERHARD FABER PENCIL CO. has created a 





marketing division. 
John D. Horne, vice- 
president in charge 
of sales has been 
elevated to vice- 
president in charge 
of marketing and will 
direct the new divi- 
Sion. The move is in- 
tended to accommodate 
the needs of future 
growth, President Louis M. Brown ex- 
plained, and will co-ordinate the 
functions of selling, merchandising, 
advertising, promotion and research. 
Mr. Horne, a native of New England, 
joined the Eberhard Faber sales staff 
20 years ago, in 1937. 


ae 


=, 








John D. Horne 


THE ELECTRIC TYPEWRITER division of Inter- 





national Business Machines Corp. has 
announced the appointment of Bart M. 
Stevens as sales manager, and Gordon 
M. Moodie as assistant general manager 
of the division. Mr. Stevens joined 
IBM in 1946 in Los Angeles and subse- 
quently served in various sales posts, 
including those of field manager and 
district manager. 


JIMMIE'S TYPEWRITER HOSPITAL in Texarkana, 





Tex.-Ark. held an open house on Satur- 
day, December 7. The occasion marked 
the public viewing of newly refur- 












bished quarters for this office ma- 
chines firm. 

LEFEBURE CORP., manufacturers of custom 

es Kindy designed bank and of- 

oo fice equipment and 

; suppliers of business 

Systems and equip- 

ment, has named Don 


Lundberg as general 
sales manager of the 
company. Mr. lLund- 
berg, a native of 

: Chicago, comes to the 
Don Lundberg LeFebure Corp. from 
the Old Town Corp., where he was gen- 
eral sales manager. 
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Late and Important News for Our Readers 


We 





Donald E. Renken is 
joining the _ sales 
force and will cover 
the states of Mis- 
souri, Kansas, Ne- 
braska, the Dakotas, 
Colorado and Montana. 
He succeeds John L. 
Conrad, who has been 
brought to the home 
offices in Wayland, 
N.Y. Mr. Renken has had considerable 
experience in the industry and is well 
acquainted with dealers in a good por- 
tion of the territory he will cover. 
He makes his home at Hickman Mills, 
Mo. 


H. GUNLOCKE CHAIR CO. announces that 








D. E. Renken 


PURCHASE OF THE assets of the Inserting & 


Mail-Machine Co. of Phillipsburg, 
N.J. by Bell & Howell Co. of Chicago 
was announced December 10. Charles H. 
Percy, president of Bell & Howell, 
pointed out that the acquisition fur- 
thers the company's program of diver- 
sification into related fields. Bell 
& Howell now sells many of its motion 
picture and slide projectors for busi- 
ness use and makes microfilm and mi- 
crofilm equipment that is marketed by 
Burroughs Corp. He said that the com- 
pany will be operated as a subsidiary 
under the name, Bell & Howell Phil- 
lipsburg Co. 


B. M. JEFFRIS, president of the Parker Pen 


Co., and T. J. Welsh, executive vice- 
president of Eversharp, Inc., on De- 
cember 5 confirmed for OFFICE APPLI- 
ANCES the fact that their two firms 
have been long engaged in discussion 
looking toward the sale to Parker of 
Eversharp's writing instrument opera- 
tions. They jointly expected that a 
final decision would be reached short- 
ly. Sale of the pen and pencil division 
would leave Eversharp solely in the 
safety razor and blade business. 


ARTHUR GRAYSTON, 78, president of Thomas 


& Grayston Co., retail stationers of 
Minneapolis, died December 8. He was 
long known and respected in the indus- 
try. 


SMEAD MFG. CO. in recognition of expending 





contacts at Chicago offices and ware- 
house, 208 S. Jefferson, has installed 
new trunk phone system with numbers 
STate 2-9413-4-5. 
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Want Ads 





Deadline 10th of month preceding issue date. The rate for classified 
advertisements is twenty-two cents a word, minimum charge $4.00 
payable with order. Add six words if box address is used. 





EXECUTIVE AVAILABLE 





ALES AND MANAGEMENT EXECUTIVE plans to return to office 
ance field after brief absence in related line. Twenty year 
ad r as salesman, branch manager, tield ad 
nage sles training, director of personnel. Thoroughly 
marketing training, management. Well qualified to direct 
product development or management for me important 
pment or supply manufacturer. Best of references. Will consider 
pport ch presents suitable earning potential. Write 

e App Box A-163, Chicago 6. 





SALESMEN WANTED 





MANUFACTURER! REPRESENTATIVES — Strong line FIBER EX 
PANDING ENVELOPES has several MID-WESTERN states open for 
tablished representatives carrying non-conflicting lines. 100° 





ale 7000 mmissions protected territories. Write fully 

ry ve 3 and lines carried. All replies ntidential. Inter 

arranged. NATIONAL FIBERSTOK ENVELOPE CO., Phila 

A MAN MACHINES exclusively mplete office 

eed n rapidly expanding central Illinoi ty of over 60,000 
Write Office Appliance Box N-173, Ch cago 6 





TEEL OFFICE FURNITURE SALESMAN 





ed ful manufacturer has exce pportunity for 
t and future for salesman to dealers and national accounts 
- ffice. Starting income commensurate with 
experience and ability. Advise age and deta Write Office Ap 
Box N-174, Chicago 6 
WHOLESALE SALESMAN must be experienced in all phases 
mmercial Stationery and Equipment. Position will require muct 
1g. T » salary job — No comm n involved. Op 
ty to align yourself with the fastest growing Wholesale Sta 
ry Company ir country. 


UTILITY WHOLESALE STATIONERS 
641 W. Lake Street, Chicago 6 





SALES REPRESENTATIVES WANTED 














MANUFACTURER'S REPRESENTATIVE — A new product in tax 
1 to be 1 to drug stores, stationers, department stores, chair 
and t K Tore Big commission. Territories available 
rt Give details. Write Office Appliances, Box 
‘ Chice 

WANTEL distributors in Tennessee, North Carolina, Sout! 
, s, Alabama and Mississipp for office machine ne. Provide 
Write Office Appliances, Box N-162, Chicag 

REPRESENTATIVES WANTED by !ong established manufacturer 
net ture hairs for Middle Atlantic and Rocky Mountair 
Jquarters at or near Philadelphia and Denver 
mation including lines sold. Correspondence in strict 

fidence. Write Office Appliances, Box N-169, Chicago 6. 

NUSUAL OPPORTUNITY — Nationally known manufacturer 
ding chairs and card table sets is separating the two lines and 
appoint presentatives for institutional folding chairs and 
Office Furniture and General Institutional Trades. Only 
tablished representatives willing to service existing accounts and 


p additional w be considered. Write Office Appliance 





MANUFACTURERS REPRESENTATIVES WANTED to sell unique 


rd filing units. Nothing like 


w cost visible 4 n the market. 
t Box 3334, Columbus | 1, Oh 
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REPRESENTATIVES TO SELL OFFICE EQUIPMENT SPECIALTY 
ITEM. Good dealer acceptance. Liberal commission, Protected ter 
ritory to established reps. Scott Plastics Co., 423 Tenth Ave., Pal 
metto, Florida. 





SALES REPRESENTATIVES AVAILABLE 





MY THIRD YEAR AS MFGRS. REP. IN THE 5TH DISTRICT. After 
showing increases varying from 13%, to 48% for 3 mfgs of: |. Steel 
accessories; 2. Desk & chair —— side lighting; 3. Marking devices; 
the same intelligence and hard work are NOW available to YOU 
as a 4th line. Write Box 55107, Indianapolis 5, Ind. 





ADDITIONAL LINES OF FURNITURE OR EQUIPMENT WANTED 
— California and West Coast agent. Aggressive sales. Warehouse 
optional — Steel or wood. Write Wholesale Distributors, 618 So. 
Figuroa, Los Angeles 17, Calif. 





AGGRESSIVE SALESMAN DESIRES OFFICE FURNITURE LINE to 
sell to dealers in Southern California. Write Office Appliances, Box 
N-164, Chicago 6. 





WE CONCENTRATE IN MICHIGAN, OHIO and INDIANA - 
consequently our manufacturers get results. Can handle one or two 
additional high grade lines in office equipment field. Write Office 
Appliances, Box A-165, Chicago 6. 





CUBAN MANUFACTURERS’ REPRESENTATIVE handling leading 
manufacturers of filing cabinets, chairs and staplers, could handle 
additional high grade lines of non-competitive items sold through 
dealers and stationers. Top references. Gregorio Martin, P. O. Box 
3516, Havana, Cuba. 





MANUFACTURER'S REPRESENTATIVE selling Stationers, Depart- 
ment Stores, College Bookstores top line of scrapbooks, related 
specialties for one manufacturer can give major attention to one 
more quality line in Illinois, Indiana, Wisconsin. Write Office Ap- 
pliances, Box A-166, Chicago 6. 





MANUFACTURERS' REPRESENTATIVE working dealers in Min- 
nesota, Wisconsin, lowa and northern Illinois, wants a good furni- 
ture line for schools and industry. Write Office Appliances, Box 
A-167, Chicago 6. 





EXPORTS 





OFFICE EQUIPMENT AND SUPPLIES MANUFACTURERS: We are 
nterested in handling several additional selected lines. Opportu- 
nity to expand your foreign sales at minimum cost to you with maxi 
mum attention given your product. Write Marketing International, 


Inc., 1113 Tri-State Bldg., Cincinnati 2, Ohio. 





POSITION AVAILABLE 





ARE YOU SATISFIED 

Milwaukee manufacturer with national distribution offers a rare 
sales opportunity to a man who will assume responsibility for plan- 
ning and executing sales development of a new line of office equip- 
ment. Also to assist in sales management of highly successful prod- 
uct in building construction. College graduate, mechanical back 
ground helpful. Sales and research experience required. Must be 
aggressive and expect limited travel. Locate in Milwaukee, Age 25- 
35. Furnish complete details about yourself and experience for sub- 
sequent interview. Our employees know of this ad. Write Office 
Appliances, Box N-158, Chicago 6. 





MANAGERS WANTED 





SALES MANAGER 

Steel Office Furniture 
Prominent steel office furniture manufacturer seeks experienced 
Manager of Dealer Sales. Position is one of top management. Sal- 
ary plus incentive to right man. Write in confidence for appoint- 
ment. Write Office Appliances, Box N-164, Chicago 6. 


WANT ADS, Continued on page 8 











WANT ADS, Continued from page 7 





SALES MANAGERS AVAILABLE 





SALES MANAGER-MERCHANI 
perience at your disposa 

time available to take on addit 
veloping new items, packaging 
sales force. Located Met 
Appliances, Box N-165 





OFFICE MACHINE MECHANICS WANTED 





OFFICE MACHINE MECHAN 
capable of taking charge of st 
right man. Harrisburg is an id 

giving full details, all rep 


| 


Equipment Co., 2nd and | 





EXCELLENT OPENING FOR 
typewriter and adding machir 
strand) prefer family man nt 
228 Plum Street, Red Wing, Mir 





EXCELLENT OPPORTUNITY 
Typewriter mechanic, Salary 
of machines. Write Office Apr 





EXPERIENCED TYPEWRITER Al! 
CHANIC WANTED by Under 
of doing both sales and 


Sparks Office Supply, 110 S 





OFFICE MACHINE MECHANICS AVAILABLE 





SERVICEMAN AVAILABLE 

on commission. No salary requi: 
writers and most adding machi: 
Sixteen years experience and f 
College education and family 
Will consider any location. W 
Chicago 6. 





DEALERS WANTED 





DEALERS WANTED 
Machine. Immediate ds 
clusive franchise reply: ADDRI 
Harwood, Dallas, Texas. 


Ti 





BUSINESS OPPORTUNITY 





FIRM MANUFACTURING AN 
PLY ITEM with tremend ’ 
tal . . . substantial interest 


Appliances, Box N-157, Chicag 





RETAIL BUSINESS FOR SALE 





OFFICE SUPPLIES-FURN.-MA 
gross and growing ebout 50° 
at inv. approx. $20,090 req 
Doctor tells me to slow dow 


considered. Write Office Apr 





CENTRAL FLORIDA OFFICE MA 
— no local competition. $60,0% 
machine typewriter and cast} 
tunity for expansion to include 
sitate selling. Approximately $! 
N-163, Chicago 6. 





COMMERCIAL STATIONERY 
SALE as one unit or w é t 
Located in new shopping 
business $185,000. with tr r 
partnership. Write Office Apr 
New York 1!7. 





LONG ESTABLISHED OFF 
in the Ruhr Valley of Amer 
large industrial plants. Cr 
equipment franchises. Retiring 


170, Chicago 6. 
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: and best price. AMERICAN BUSINESS MA 
CHINES 573 Broadway, New Y 
ELLIOTT-FISHER MACHINES, Ca 
equipment, bought } 1. W 
708 No. Water St., M 
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10 0) tuhat PROTECTALL is doing now... 
MODERN STYLED 





SAFES. 53 


Protectali Safes offer you a decorator-designed line to blend 
in gracefully with the smartest looking office furniture. 


Protectall Safes dealers now have an added sales plus when 
designing complete office installations or interior moderniza- 
tion projects. 


10 insulated record safes for every need. Interior filing units 
available to meet your customers’ individual requirements. 





A line of fast-moving money safes for installation in floor, 
wall, counter or record safe assures positive protection from 


CHALLENGER 





















31” high, 19” wide burglary. Why not have our representative show you how you 
24-9/16" deep outside can increase your profits with Protectall Safes. 
PROTECTALL SAFES 320 Fitth avenue, New York 1, N. ¥. 
FACTORY: Hamilton, Ohio DISTRIBUTORS: New York City Chicago Los Angeles Tacoma : 
eZ TT we ee a 
| PROTECTALL SAFES _ 220 Fitth Avenue, New York 3, N. ¥. A | 
PROTECTALL SAFES | [J J want more information on Protectall Safes. ! 
| (J J am interested in a FREE FLOOR DISPLAY. ! 
= I ! 
t ] NAME | 
ml | ! 
| COMPANY NAME " 
a division of The Mosler Safe Company | sveset apoesse i 
THE GREATEST NAME IN SAFES ] | 
] CITY ZONE STATE | 
: iaee a ooo eee ae 
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Index of feature articles in OFFICE 


J] > 


> 


a? 


CT) > 


N this and the opposite page are listed the special feature material pub- 
lished in OFFICE APPLIANCES during the second half of 1957. Arti- 

cles are classified by subject to permit easy and convenient reference. 
Limited numbers of tearsheets or reprints are available. Write for the ones 
that interest you or check the boxes, tear out these pages and mail them, with 
your name and address, to Editorial Department, OFFICE APPLIANCES, 600 


W. Jackson Bly d , Chicago 6, Ill. 


| Advertising and Promotion 


Promotion Activities, General 

Advertising — the Everlasting Challenge by Arthur P 
Sowacc, September, page 17 

Get a Larger Share of the Christmas Gift Dollar by 
Donald Pechman, Denver Staty. Co., Denver, Colo. (Some 
ideas for more seasonal profit.) November, pages 28-29 
OA Survey Reveals: Planned Promotion Pays Off in 
Christmas Gift Business (So say dealers queried about 
the success of their holiday season selling efforts in '56.) 
August, pages 30-32 


. Techniques 


Business Gift Selling Starts with Display (Dealers tell 
importance, too, of decorations, advertising, gift wrap 


ping and services.) August, pages 20-23 


Display Windows and Fashion Show Spark Office Furni- 
ture Gift Promotion by Clarence O. Schlaver (Business 
Furniture Co., Indianapolis, Ind., color plays important 
role in firm’s three-way approach to extra sales.) August 
pages 24-27. 

Mr. Dealer: Your Sign Is Showing! by Douglas Fair 
weather (The store front has a vital position in the chain 
of selling. Is it an afterthought in your business or a 
definite aid to successful handising?) July, pages 
28-29. 


OA Offers Your Co-ordinated Christmas Merchandising 
Program (The 1957 OA mer 
you need to successfully sell 
ness People.) August, pages 28-29; September, page 34 
Old Safe Helps Sell New Safes (Novel display idea used 
by The Howard Co. in Midland, Tex. and potent mes 
sages in The Desk Sheet create big sales.) October, pages 
50-51. 


handising kit includes all 
Business Gifts for Busi- 


li Customer Relations 
Methods 
Get a Larger Share of the Christmas Gift Dollar by 
Donald Pechman, Denver Staty. Co. Denver, Colo 
(Some ideas for more seasonal profit.) November, pages 
28-29. 
Take Your Store to Your Customer by J. Herrschaft, 
president of J. Herrschaft Office Supply, Inc. (Mobile 
selling has a convert in this eastern dealer.) November 
pages 20-23. 
Upgrade Your Sales by Giving by D. A. (Dan) Mac 
Dougall (Emphasizes knowledge of product application 
to serve a customer's needs.) July, page 34 

lll Dealer Services 

Gift Wrapping 
Business Gift Selling Starts with Display (Dealers tell 
importance, too, of decorations, advertising, gift wrap 
ping and services.) August, pages 
Get a Larger Share of the Christmas Gift Dollar by 
Donald Pechman, Denver Staty. Co., Denver, Colo 
(Some ideas for more seasonal profit.) November, pages 
28-29. 


IV Management of Business 


. Operation of the Business 


Dealers Must Avoid Financial Pitfalls by Edward O 
Kallman, August, page 34 


Take Your Store to Your Customer by J. 


Do I Know How to Run My Business? by Kenneth 
Brown (Explains why it is necessary to operate on a 
budget.) September, pages 28-30 

Mind Your Own Business and Make Money Doing It by 
Victor N. Vetromile, December, pages 178-182. 

New Dimensions in Wholesaling (Address delivered by 
Mortimer H. Chute, president of Wholesale Stationers 
Assn. and president of Bainbridge, Kimpton & Haupt 
Inc., at the NSOEA meetings of Region 2 and Region 3.) 
October, pages 274-294. 

Herrschaft, 
president of J. Herrschaft Office Supply, Inc. (Mobile 
selling has a convert in this eastern dealer.) November, 
pages 20 23 

Today’s Best Buy — Office Machines by Clarence O. 
Schlaver (OA research shows machine prices advance 
less than consumer goods in 1939-57 period.) July, pages 
20-25 


Policies 
Age Bias in Industry by Milton Stone, past president of 
Metro} olitan Travelers Club, New York City, October, 
pages 242-250 
Cenducting Sales Meetings for a Small Staff by George 
Dodson (Can a dealer with a small organization conduct 
a successful sales meeting? Yes if he can keep it in- 
teresting and informative. Here are some ideas worth 
considering.) December, page 43 
Front Office Courtesy Pays by Gerald D. Grosner (Re- 
tail consultant and former owner, Grosner of Washing- 
ton Men's Store, Washington, D. C. Written for Small 
Business Administration.) November, pages 200-206. 
Frustration Replaced! (An address delivered by John E. 
Carr of ZCMI, Salt Lake City, at 1957 District 10 Re- 
gional.) October, pages 32-33 and 130-138. 
More for Your Storeroom Dollar (Written by Erich M. 
Hauer, management consultant of New York City, for 
Small 


Business Administration publication as manage- 


ment aid for small manufacturers. Because many sta- 
dealers have storeroom problems the advice giv- 


pages 158-162 


tionery 
en here may be timely.) October, 
The Bonus Question (Here’s timely information regard- 
ing year-end compensation.) November, page 39 

These Cost-Control Ideas Worked 
overhead costs means additional profit for Dameron-Pier- 


(Cutting away at 


son Co. of New Orleans, La.) November, pages 26-27 
Well-paid Salesmen Sell More (OA interviews a success- 
ful dealer to study his methods of keeping a loyal sales 
staff.) July, pages 30-31. 

Why Rent Typewriters at Below Profitable Figures? by 
Jim Ward, September, page 39. 

You. . .Executive Calibre? by Lloyd M. 
ident of Dictaphone Corp., October 


Powell presi 


pages 228-232 


Record Keeping and Stock Control 

Automation Comes to the Office Supply Dealer (A story 
Harold B. Speicher, president of Gregory & 
Leonard Office Equip. Co., Detroit, Mich., has pio- 
neered the application of automation techniques to the 
office operations of his firm with startling results.) Oc- 
tober, pages 20-31. 


of how 
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OA 


APPLIANCES July—December 1957 


A. 
] Office Planning: (A guide to layout, design and furnish 


V Product Merchandising 
Methods 


ings for the modern office.) A case history — Forrer 


adding machines in helping parolees get jobs.) October, 
pages 44-45. 

Small Business and the Federal Trade Commission by 
David R. Reel, chief of Small Business Div., Federal 
Trade Commission, Washington, D. C., November, pages 


Equip. Co., Milwaukee, Wis., July, pages 35-38. 
: ; 216-220 
Office Planning: A case history Storey-Kenworthy : 
Co., Des Moines, lowa, August, pages 35-38. B. Community Relations 
Office Planning: A case history Gregory, Mayer & -] A Worthy Prize by Fred Smart, secretary-manager of 
Thom, Detroit, Mich., September, pages 35-38. Stationery & Office Equip. Guild of Canada, Inc. (Ad- 
] Office Planning: A case history Inland Printing Co., dress delivered at Region 3 NSOEA meeting in Atlantic 
Springfield, Mo., October, pages 35-38 City.) October, pages 258-268. 
Office Planning: Case histories R. A. Kelly, Inc., 
Hempstead, “wf Island, N. Y.; Angus L. Gordon Co., Vil The Retail Store 
New York, N. Y., November, pages 35-38 A. Appearance 
] Office Planning: A case history Mead & Wheeler, () Mr. Dealer: Your Sign Is Showing! by Douglas Fair- 
Chicago, Ill., December, pages 25-42 weather (The store front has a vital position in the 
PBSW Furniture Fits in Arizona Motif (Pictures and chain of Selling. Is it an afterthought in eee business 
text give details about Valley National Bank installation or a definite aid to successful merchandising?) July, 
that is different.) September, page 31 pages 28-29. 
[] Take Your Store to Your Customer by J. Herrschaft, B. Layouts and Displays 
president of J. Herrschaft Office Supply, Inc. (Mobile |] Custom-built Fixtures Sell Office Machines (Joseph 
selling has a convert in this eastern dealer.) November, Santangelo, Santangelo Typewriter Co., Denver, Colo., 
pages 20-23 invested $500 and many hours of spare-time labor to 
] The Value of Imprinted Catalogs by Alfred Wolfe (A build his own store fixtures. . .because he wanted them 
wholesaler’s view that dealers who obtain and use these to “fit the job.”) December, pages 28-29. 
catalogs are employing permanent, silent salesmen on >. Operation 


their staff.) August, page 39. 


L 


Diversify and Expand (Dan Calderone’s formula for 





B. Specialized Selling success is to offer a variety of merchandise. . .to be open 

] Accessories of the Month: Selected for OFFICE APPLI- 17 hours a day. . .seven days a week. His store averages 
ANCES by Eugene Barnes (Mr. Barnes combs the mar- 1,000 customers a day.) November, pages 24-25. 
ket for exciting new furnishings wanted by dealer.) July, [) Take Your Store to Your Customer by J. Herrschaft, 
pages 32-33; August, pages 40-41; September, pages 32- president of J. Herrschaft Office Supply, Inc. (Mobile 
33; October, pages 48-49; November, pages 30-31; De- selling has a convert in this eastern dealer.) November, 
cember, pages 32-33 pages 20-23. 

] Colorado Office Supply Dealer Defends Custom Furni- 
ture, October, page 180. Vill Sales Management and Salesmenship 
Fit the Need by Offering a Full Line (Service policies A. Problems of Salesmen and Sales Managers 
free trials, trade-ins, and a variety of stock push dictat- (] Well-paid Salesmen Sell More (OA interviews a success- 
ing machine sales to a new high.) October, pages 46-47 ful dealer to study his methods of keeping a loyal sales 

] Office Machine Dealers Can't Stand Still by Clarence O staff.) July, pages 30-31. 

Schlaver (Display and selling technique keep pace at B. Techniques 
Fort Pitt Typewriter Co.) September, pages 20-21. 

] Old Safe Helps Sell New Safes (Novel display idea used L) Conducting Seles Mestings foc 0 Small Seal Oy Siserge 
be The Meweed Ga. io Billie. Tex. ond eee Dodson (Can a dealer with a small organization conduct 
sages in The Desk Sheet create big sales.) October a successful sales meeting? Yes. . .if he can keep it in- 
pages $0-51 ‘ “ teresting and informative. Here are some ideas worth 
Coast ae ed Office by H DK ' considering.) December, page 43. 

Steel in the Modern ice DY enry awesch, as- ~~ . . : . 
err , ‘ain ‘sess “aa () Custom-built Fixtures Sell Office Machines (Joseph 
sistant to the president of Art Steel Co., Inc.. New York Sent lo. Ss A, Wiel C Pein Col 
City (An address delivered at the NOFA Metropolitan ra Se. a4 ED See, Oy SNS, See 
Area Conference in New York City.) Octabes, panes invested $500 and many hours of spare-time labor to 
198.318 j , build his own store fixtures. . .because he wanted them 
~ o- i or ol 
ne 3 to “fit the job."") December, pages 28-29. 
Today’s Best Buy — Office Machines by Clarence O. ee s , hs ee 
, tales () Fit the Need by Offering a Full Line (Service policies, 
Schlaver (OA research shows machine prices advance : ° 
; < : ete frec trials, trade-ins, and a variety of stock push dictat- 
less than consumer goods in 1939-57.) july, pages 20-25. ' ; . 
ies : ing machine sales to a new high.) October, pages 46-47. 
Vi Public and Industry Relations [] Mr. Dealer — Can You Write a Sales Letter? By Gor- 
A. Between Dealers, Manufacturers and Trade Associations don J. Stewart, October, pages 172-174. 
Dealers Look at 58 (OA Survey Reveals: Industry sales (J Office Machine Dealers Can't Stand Still by Clarence O. 
will top $4.2 billion. Dealer sales will top $2.6 billion. Schlaver (Display and selling technique keep pace at 
Nationwide dollar sales to increase 5%. Little change Fort Pitt Typewriter Co.) September, pages 20-21. 
in dealer profit picture.) December, pages 20-27. [) Selling Office Furniture. .Today by J. R. Duncan, 
European Fairs Reveal; Office Machine Manufacturers’ Archie Sherer Co., Dayton, Ohio (Discusses better sell- 
Impact on World Market (Spending months abroad on ing techniques.) October, page 43. 
tour of plants and industrial expositions Charles W. (] Systematic Phone Canvass Can Develop New Business 
Hoover Chicago, former office machines sales chief by Nicholas Vestal, November, pages 152-154. 
reports his findings.) August, pages 44-45 and 74. (] Upgrade Your Sales by Giving by D. A. (Dan) Mac- 
| Office Machine Service Course Launched in Walla Walla Dougall (Emphasizes knowledge of product application 
Prison (Pacific Northwest dealers provide typewriters, to serve a customer's needs.) July, page 34. 
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DON’T MISS. ~ 


HALF OF THE 


FORMS 
PROFITS 


Get it all with 


zg 


- Ennis 


i. 


& 


Foremost producers 
of quality forms for 
business in the nation 


eee rTTr 


v' w and better business forms for today’s 
. Wffice.are growing rapidly in demand and 
daily tisé. You’re missing good profits if 
you'®e missing these sales. Go after them 
with ENNIS! Ennis has the most modern and 
complete facilities for producing every 
needed form .. from the newest to the 
everyday .. gives them to you at competitive 
prices for any job. And remember . . Ennis 
products are sold through dealers .. we're 
your supplier, not your competitor! 


Ennis Forms are attractively, durably 
packaged . . labeled clearly .. the 
best in the industry! 


\\ 


s 





TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 


Eastern Factory 
Chatham, Va 


Western Factory 
Paso Robles, Calif 


Branch Offices and Warehouses at 
Houston @ Dallas © Waco @ Birmingham ® Monroe, La. @ Los 
Angeles @ Denver @ St. Lovis @ Sanford, Fla 





‘ ond 
} oN as Register Forms = 


Snap-A-Part Forms Continuous Forms 
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Letters 


Readers are invited to express themselves briefly — 
on any subject related to the office equipment — 
and supply industry, Address: Letters Editor, 
OFFICE APPLIANCES, 600 W. Jackson Bivd., 
Chicago 6, lll. 


‘Office Furniture Industry Ethics’’ 


Because Ed Abramson, sales manager of the 
Miller Desk & Safe Company, Los Angeles, — 
Calif., said in a letter, "I thought your readers — 
might be interested,” we are presenting the fol- — 
lowing words from an address made by Herman — 
]. Klein, Miller Safe & Desk Company, before ~ 
a recent meeting of the Southern California Office 
Furniture Assoctation: 





““Ethics’’ I believe to be an excellent subject, 
for it is time we considered it and all its ramifi- 
cations. Webster defines “ethics” as relating to 
moral action, motive, or character, conforming to 
professional standards of conduct. Are we in the 
office furniture industry conforming to profes- 
sional standards of conduct? As an industry, I~ 
would say an overwhelming “Yes!” However, . 
allow .ne to point out only one of a few glaring 
inadequacies within our industry. Why should | 
a manufacturer of office equipment sell directly 
to large users? There are instances when the ulti- 
mate user does not buy direct from the manufac- _ 
turer, or his agent, but even so, I can point out 
many instances where this user can purchase 
equipment at a lower cost than a stocking dealer 
can. There are also many instances where a manu- _ 
facturer or his agent allows interior decorators of 
architects to purchase equipment direct. I feel — 
this is a great injustice to a legitimate dealer with — 
a modern-day overhead of large facilities, large — 
stocks and also the overhead of additional per- — 
sonnel that is required in today's market. 

I feel personally it is advisable for manufac. — 
turers and their chosen dealers to set a standard ~ 
price (within limits) for their equipment. After ~ 
a dealer has chosen the product or products he | 
wishes to merchandise, manufacturers and their 
agents, should and can devote more of their 
time to consumer education, where it is badly 
needed. 

I believe if the unfair practices of some of our 
manufacturers continue, it may become the stand- 
ard of conduct, as this word “‘ethics” irsplies. As 
mentioned before, very few manufacturers ac- 
tually are at fault. The ones that arc, naturally 
stand out glaringly. On the other baad, I believe _ 
we will agree that the most sought after lines, and 
I may add the most prosperous, are manufactured — 


ssecalt 


te 
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by firms who do adhere to a rigid code of ethics. 

No doubt the office furniture business is here 
to stay. In 1957 we sold, as an industry, close 
to one billion dollars worth of office equipment. 
It is getting to be big business. On the other 
hand, it is costing us more to do this business. As 
mentioned before, we have expensive showrooms, 
specially trained men and women, larger office 
staffs, etc. We are, so to speak, at the mercy of 
our suppliers. If our suppliers adhere to more 
ethical practices, I believe it would follow through 
among the dealers. 

I maintain that the manufacturers, their agents 
and we dealers, should set standards of conduct 
among ourselves and adhere to them. 


Too Many Conventions? 


Dear Editor: 

I think we are getting “convention-happy.” 
This is particularly true in the case of folks like 
ourselves who are factory representatives and 
cover large territories. For instance, we have four 
NSOEA regional conventions in our sales area. 
These are in addition to the hig NSOEA annual 
convention in Chicago and the annual NOFA 
convention. Frankly, it almost develops into a 
competitive race among conventions in our indus- 
try. This certainly doesn’t make sense to me. 

Holding merchandise shows separately from 
conventions would not solve the problem. Prob- 
ably the result would be poor attendance at both 
events. Goodness knows, with the number of 
conventions that are being held, and the load 
that must be on all the factories, manufacturers 
need the best attendance possible. The strain on 
factories must be tremendous, particularly now 
that they are getting involved in local showings, 
such as the REP show (New York Office Furni- 
ture Trade Show) in New York. I understand 
that shows similar to this are being seriously con- 
sidered here in the west, as well as throughout 
other sections of the country. I can't see any 
benefit from this. You are simply bringing in local 
folks to see merchandise that you are selling them 
every day, or at least attempting to sell. 

It seems that most people consider conventions 
just as opportunities to get together and have a 
fling. I would like to see ome good convention a 
year, along with a merchandise display. I think 
that would be most satisfactory. Of course, if de- 
sited, regional meetings could be held as they 
now are. 

Stistey W. SMITH 





le Office Equipment Co., 


Francisco, Calif. ‘ 


DON’T MISS 
FORMS 
BUSINESS: 


Get it all. with A 


Plants and Warehouses 
Offering Service to Dealers 
.. From Coast to Coast! 


7 


Ennis supplies you promptly with any 
business forms today’s modern office requires 
.. from the latest Snap-A-Part one-time 
carbon forms. . register and continuous 
typewriter and billing forms . . tothe full 
range of everyday forms. And, we’re always 
your supplier, not your competitor .. Ennis 
products are sold through dealers. You get the 
best for your cystomers at competitive prices.. 
and the repeats. 






- 


Write today for catalog 
and complete information 


fnnis 


TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 


Eastern Factory 
Chatham, Va. 


Western Factory 
Paso Robles, Calif. 


Branch Offices and Warehouses at 
Houston © Dallas ¢© Waco ® Birmingham ® Monroe, La. @ Los 
Angeles @ Denver © St. Lovis © Sanford, Fla. « 
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Here and There 





Fred G. Schuelke 
Retires to Florida 

Fred G. Schuelke, well known to 
many office machine men, retired 
from the Chicago office of Smith- 
Corona, Inc., on 
November 30 
and moved to 
Florida Decem- 
ber 1. Mr. Schu- 
elke entered the 
office equipment 
industry in 1912 
when he was 
hired by D. M. 
Alkire, then branch 
Underwood. He stayed 
company 30 years, during much of 
the time being assistant to George 
McClellan who followed Mr. Alkire 
and managed the Chicago office a 
long time. 

From 1942 to 1945 Mr. Schuelke 
was outside the industry engaged in 
defense production activities. At the 
close of the war he was employed by 
Herbert Foley, then branch manager 
for Smith-Corona in Chicago, con- 
tinuing as assistant to the manager 
until he reached the retirement age 
of 65. Mr. Schuelke’s new address is 
Orange Gardens, 1711 Catherine St., 
Kissimmee, Fla. 





manager for 
with the 


An Added Attraction .. . 





Slugging through the season in Hous- 
ton, Tex., these hefty hitters of the 
Odhner Adding Machine nine dusted 
their competition game after game t 
come out on top of the heap in their 
Little League division. Sponsored by 
Facit, Inc., and W. H. Davis Co., the 


+ 


Cougars’ success was largely due 
batting power. 
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He’s Class Ain Golf... 





Winner of the 4l]st 
tournament sponsored by the New 


annua! golf 


York Stationers Golf Assoc’ution, 
John J. Corcoran (right), salesman in 
the New York district for the Joseph 
Dixon Crucible Co., receives his Class 
A trophy from John B. Kemp, Jr., 
president of the Ever Ready Calendar 
Manufacturing Co. and also president 
of the SGA, oldest golf trade associa- 
tion in existence 


Cosco Executive Heads 
Indiana Manufacturers 

Clarence O. Hamilton, executive 
vice-president of 
the Hamilton 
Manufacturing 


Corp of Colum- 


bus, Ind., has 
been picked to 
head the 1400- 
member Indiana 





Manufacturers 
Association. Mr. ©- 0. Hamilton 


Hamilton, whose firm markets its 
products under the Cosco label, is 
taking office officially on January 1. 

The new president is also head of 
the National Housewares Manufac- 
turers Association and a trustee of 


Hanover College 


Burger Foundation Help 
Revealed in Booklet 

The contribution of the Art Steel 
Co. through its officers and the Al- 
exander & Sarah Burger Foundation 
(the founder of the business) to 
civic, cultural and religious tolerance 
in the New York City area, is ex- 
emplified in a_ recently-published 
booklet showing the activities at the 
Alsa Ranch in East Jewett, N. Y. 
This ranch is maintained for under- 
privileged groups and is located in 
the heart of the Rip Van Winkle 
country. 


... with our industry people 


Von Soosten Has Key 
Role in St. Louis’ 
$1 Million Ice Rink 


A $1 million outdoor ice skating 
rink was opened recently in Forest 
Park, the play and recreation area 
of many facets in St. Louis, Mo. 

It was a happy day for N. H. Von 
Soosten, office machines dealer and 
bookkeeping machines specialist who 
is president of the Forest Park 
Figure Skating Club He told an 
OFFICE APPLIANCES staff member 
who visited the rink that its dedica- 
tion marks ‘‘the beginning of a whole 
new era” for ice skating in St. Louis. 

The Mark C. Steinberg Memorial 
Rink idea was conceived by Mrs. 
Mark C. Steinberg, widow of the 
noted St. Louis investment banker 
and philanthropist. Two thirds of its 
construction cost was donated by 
the Steinberg Charitable Trust. 

As president of the figure skating 
organization, Mr. Von Soosten had 
much to do with the planning for 
the facilities where a huge cooling 
apparatus makes the slick surface 
suitable for skating the majority of 
the months in a year. 


V.P. Brown Elected to 
Controllers Institute 

Vincent P. Brown, controller of 
Ditto,  Inc., been 
elected to membership in the Con- 
trollers Institute of America. 


Chicago, has 





Veteran Pen Salesman 
Honored... 





David M. Livingston (left), Virginia 
sales representative for the W. A. 


Sheaffer Pen Co., receives a desk pen 
set commemorating his 30 years as 
a Sheaffer salesman. The presenta- 
tion is made by Hugh Green, Sheaf- 
fer’s southern sales manager, at a 
ceremony in Richmond, Va. 
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GF metal business furniture is a GOOD investment 





THE CONVENTIONAL WAY 


At least 4" of the 2614” clear inside depth 
must be left unoccupied to allow working 
space, reducing filing capacity to 2214”. 


=< . 26%" PAY| 


WINN \ KK | 





THE SUPER-FILER WAY 
Entire 263,” inside depth is usable 
because automatic swing-front drawer 
provides necessary working space. 


costs less to buy 





.--1eSs to operate 


than any first-grade rigid front file 


In Super-Filer you get, not just a 
filing cabinet, but a better, faster, 
space-saving method of handling 
business records. 


Because of its exclusive swing-front 
drawer and V-angle spread, Super- 
Filer gives you more payload per 
dollar invested than any first-grade 
rigid front file . . . cuts operating 
time in half. 


But that’s just part of the story... 
Super-Filer saves valuable floor 
space, too. Each drawer contains 
18 per cent more usable filing space 
than conventional files. And two 


MODE-MAKER, GENERALAIRE, 1600 LINE DESKS © GOODFORM ALUMINUM CHAIRS 
SUPER-FILER MECHANIZED FILING EQUIPMENT © SHELVING © PARTITIONS 


GF metal business furniture is a GOOD investment 
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5-drawer Super-Filers contain as 
much payload as three 4-drawer 
rigid front files . . . yet stand only 
4%” higher. That's why we say 
Super-Filer can pay for itself in 
space saving alone. 


Sounds incredible, doesn’t it? 


Make us prove it! Our representa- 
tive will be happy to show you why 
Super-Filer is first choice of Ameri- 
can business. Telephone your 
nearest GF dealer or branch office, 
or write for descriptive folder. The 
General Fireproofing Company, 
Dept. X-74, Youngstown 1, Ohio. 
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GENERAL 


FIREPROOFING 








State of the Industry 





$1 Billion and Half Price Tag 
For Office Machines in 1956 

Office, computing and accounting machines manufac- 
tured in 1956 had a price tag at the retail sales level of 
nearly $1 billion and a half 

This figure is arrived at through the latest available 
“Facts for Industry” release by the Bureau of Census and 
is compiled by adding the retail markup to the manufac- 
turers’ shipments in 1956 bearing $881 million value at 
the manufacturers’ level, namely 

Computing and accounting machines, 
registers—$534 million. 

Typewriters—$183 million. 

Duplicating machines—$27 million 

Other business machines—$137 million 

The value of parts and attachments for these business 
machines, sold separately by establishments manufactur- 
ing complete business machines, amounted to $110 mil- 
lion. 

A careful study of the 1956 census figures, latest avail- 
able, in comparison with 1955 totals, reveals some interest- 
ing trends in the office machines industry. 

For example, sales of full keyboard hand and full key- 
board electric adding machines increased in 1956 over 
1955 while sales of the 10-keyboard models showed a 
slight decrease. 


including cash 


The number of units of electric typewriters sold in 1956 , 


over 1955 rose 50,150 while sale of non-electrics was 
showing a lesser increase of 36,158 units. Meanwhile, 
there were 155,008 more portable typewriters sold in 
1956 than in 1955. 

The influence of photo copying machines is undoubtedly 
reflected in the decline of duplicating machine sales from 
113,840 units in 1955 to 108,832 in 1956. 

Meanwhile autographic register sales mounted 30% 
and dictating machines 40% 


Electric Typewriters 
Truly on the March 

Latest figures (for month of September, 1957) re- 
leased by the Bureau of the Census reveal that factory 
shipments of typewriters amounted to 155,060 units valued 

2099 million f.o.b. plant. Domestic sales of typewriters 
wo 151,535 units valued at $27.6 million at retail 
value. 

It is interesting to this industry, which is becoming 
rapidly aware of the importance of electric typewriters, to 
note that sale of electrics in September totaled 15,855 
units as compared to 37,801 units of non-electrics. From 
the monetary standpoint the electrics had a value at retail 
of $7,104,000 compared to $7,706,000 for the non-elec- 
trics. 

In the period of January-September the total retail list 
sales .value of electrics went above non-electrics with the 
154,676 units selling for $68,606,000 compared to $67 
901,000 for non-electrics. 

Meanwhile, the factories for the January-September 
period were shipping almost one-half as many electrics 
as non-electrics, 173,871 units compared to 386,090 units 


Office Furniture Shows 
Resurgence between '54 and '56 

Turning to office furniture on the basis of a survey 
conducted by the Bureau of Census, sponsored by the Wood 
Office Furniture Institute and the Office I ent Manu- 
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facturers Institute, a 52% rate of growth marked the 
dramatic rise of the manufacture of office furniture be- 
tween 1954 and 1956. 

Including shipments of wood and metal office furniture 
and fire resistant safes, this Census survey shows a growth 
from $258,530,000 in 1954 to $393,025,000 in 1956. 
(Bearing out the $800 million retail price tag of the office 
furniture industry in 1956 applied by OFFICE APPLI- 
ANCES page 24, December 1956). 

At that time, OFFICE APPLIANCES declared, ‘“‘de- 
velopments since 1954 indicate that some of the drop in 
relative sales strength is being recouped by the wood manu- 
facturers. The trend toward selling the complete, or ‘pack- 
aged’, office has brought about the addition of interior 
designers and decorators to the staffs of hundreds of deal- 
ers. . .This has increased greatly the demand for the 
higher-priced wood desk and chair lines, which have al- 
ways enjoyed a high percentage of installations in ‘the 
front office.’ 

Says the Wood Office Furniture Institute in commenting 
on the latest census figures: 

“The resurgence of wood had more than surface sig- 
nificance in its rapid rise of 45% in 1956 (adjusted figures 
from Bureau of Census) over 1954. The last survey show- 
ing 1947 and 1954 figures revealed wood declining rapid- 
ly in the market, sales shrinking in an expanding market. 
Example: wood desks dropped from 21 million in 1947 to 
17 million 1954, then jumped to 27 million in 1956 

“It is a fact that metal has expanded faster than wood. 
But wood has come back from what looked like evolving 
extinction to a position of dramatic growth. In 1954 it’s 
back to the wall; in 1956, expanding rapidly.” 

Both metal and wood are now experiencing an upsurge 
of activity. The national economy, for example, expanded 
15% between 1954 and 1956 while in the same period 


of time the office furniture market went up 52% 


Age Barrier in Hiring Is 
Unfair, OEA Survey Shows 

Men and women office workers in their mid-30's seek- 
ing jobs face unrealistic discrimination because of their age, 
according to a recent survey of the Office Executives Asso- 
ciation. 

The survey shows that men first feel hiring resistance 
due to age at 30. By the time a man reaches 50, more than 
12% of the companies are barred to him. This, despite the 
fact that nearly 57% of the companies queried agreed that 
he is still within the bounds of the age range of greatest 
productivity 

Women fare only slightly better during their 30's, with 
age first playing a definite factor at about 35. By 45, how- 
ever, nearly one out of every four companies consider her 
too old to hire. At 50, a woman has passed the maximum 
hiring age for about 56% of the companies. 

Strangely, this discrimination is practiced despite the 
fact that the survey reveals that on matters of turnover, ab- 
senteeism and relationship with younger workers, there is 
no valid reason for not hiring older workers. 

In fact, the study shows that the older workers are more 
apt to report to work on time, they find fewer excuses for 
not being at their desks or assigned jobs and they have 
the capacity for “getting along” with others in different 
age groups. There is no valid indictment, apparently for 
frowning on the job applications by those who no longer 
have the rosy bloom of youth on their cheeks. 

It is to the shame of the stationery and office equipment 
industry if it makes age a barrier to hiring —COS 
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539,800 in Revo-File . ° § 





sales to just 12 : ; : 
customers for  & rl ail 
_os Angeles dealer 


CARL SAHLIN of Sahlin-Klassen and Co. tells 


why there is big money in selling Revo-File: 


“YOU CAN QUICKLY SHOW PROSPECTS HOW REVO-FILE Saves 
l hundreds of dollars in transposition costs. Present cards can 
* be transferred direct to a new Mosler Revo-File.” 


“IT'S EASY TO DEMONSTRATE HOW ONE CARD OR HUNDREDS “EXPLAINING WHY CARDS CAN’T DROP OUT is easy. Just show 
2 can be removed instantly.” (No problem—since Mosler Revo- how Revo-File’s exclusive belt method holds cards in file . . . 


File eliminates card-punching and mechanical attachment.) assures complete protection against card fall-out or wear.” 


A Limited Number Of Valuable 
Mosler Revo-File Dealerships Available! 


If you would like to share in the big profits being made by Mosler 
Revo-File dealers . . . WRITE, WIRE OR PHONE THE 
MOSLER SAFE COMPANY, Dept. OA-272, Hamilton, Ohio. 


¢ Only single-drum rotary file of market, sales up over 50% in 
its type that does not require 1956! 


. 2 ! . . . 
mechanicalattachmentofcards!  , pig profits on each sale without 


oii e ' 

« Manufactured for all standard any service headaches! 

and most off-size cards! - Practically sells itself. Produces 

; a an average of 40% reorders! 

« Available in manual and auto- 2 
matic electric selector models! - Wide-open market. Every firm 

with 3,000 or more cards is a 
« “Hottest” rotary file on the prospect! 


“SALES ARE USUALLY CLINCHED WHEN you show how work 
moves faster . . . how reference is extra-quick, filing easier . . . 
how Revo-File saves time, space and money over old files.” 


“P.S. The best salesmen, though, are the Revo-Files them- 
selves. For example, 80% of the $39,800 volume came from 
reorders! Real proof, | think, that the big money in rotary card 
files is in Mosler Revo-File."’ 


OA Editorials 


AST summer several hundred office machine dealers spent 

two hours in Pittsburgh at the NOMDA convention in a 
soul-searching discussion of their role in electric typewriter 

Electrifying Future selling and servicing. It appeared apparent from their remarks 
that securing the machines wasn’t a stumbling block as much 
Appears in Offing as the training of mechanics. 

One of the out-spoken electric typewriter enthusiasts at 
that session was Robert Randazzo of Kansas City, Mo. He 
spoke ‘ith authority about a glowing future in the electrics 
and led OFFICE APPLIANCES to make a staff investigation re- 
garding the Randazzo operation. An editor returned from 
Kansas City with the conviction that what the Randazzos have 
done in that Missouri city other office machine dealers can also 
achieve. 

Robert Randazzo appears to have put his finger on the 
situation when he stoutly declares that “conquering of fear” 
is the first step toward successful merchandising of the elec- 
trics. Mechanics have often approached the non-manual ma- 
chines with awe and trembling. Likewise, typists have too 
often set up mind barriers in their own approach to the electric 
machines. 

Once these fears are dispelled, a dealer can go ahead and 
conduct a successful electric typewriter business, says Robert 
Randazzo. 

Mechanics admittedly need schooling in the rebuilding 
and the maintenance of the electrics. A big step in this direc- 
tion has been taken by the National Office Machine Dealers 
Association in co-operation with the International Business 
Machines Corp. (see page 27). Local associations of NOMDA, 
starting in January, are arranging for courses to be attended by 
dealers and their mechanics. Instructors and manuals will be 
furnished by IBM. 

Thus, the electrifying future of non-manual typewriters 
appears bright. 


HOSE who attended the recent NSOEA management 
course at the University of Georgia came away with en- 
, thusiasm over the possibilities of holding such sessions in all 
Is This a New Type sections of the nation. 

The feeling, too, was expressed that out of the Georgia 
experiment may come a different type of NSOEA regional 
meeting. The pendulum has swung for two or three-day ses- 
sions at commercial hotels to the resort type of session. Per- 
haps, an intensive management-study course at a college or 
university is the third step in making regional conferences of 
dealers, manufacturers and salesmen successful. 

At least, the idea is worth some brain-storming by this 


Of Regional Meeting? 


industry. 
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A big, new executive chair 


value from {7/57 


4 > It's a red hot sales item... ..this big 
roreliiiielae-le)(-MmmAUliNver-lelltl-)¢-10](- MOO 1@® 
‘posture chair which you can retai/ for . 
$67.95 with fullmark-up! And it's backed 

by the largest full-color Fle Molgelelecla 
% COSCO history! Just another big rea 
son why it will pay you to stock and 
feature COSCO, the line that off 

more to offer! 


HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 
Retails for only *@ 7 22 : 

(Zone 2, $71.95)" “4 
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28-TA, $59.95 25-S, $42.95 27-LA, $39.95 23-LD, $19.95 COSCO 
($63.95)* ($46.95)* ($43.95)* ($21.95)* 


*(Zone 2: Texas and 11 western states) 
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‘Best Relative Outlook’ 
viwkwk 


-’$een for Office Machines 


Future sales potential for 1958 shows 


general increase of 6% over 1957-for-all 


machines surveyed by Board of Analysts. 
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@ A future sales rating 
relative outlook’’—has been 
equipment and supply industry by 
of Future Sales Rating 

The rating was based on 
ducted by the Board, which 
mists and marketing experts in G 


industry, exclusively for OFFIC! 


This survey, according to Pet 
mist and market-development 
Board, revealed considerably; 
for the new year for all of th 

In compiling future sales 
established a rating system f 
it covers. This system awards 
industry can get—to those wh 
best relative outlook for the f 
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S sign ng best 
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rises ove! 50U econo 


vernment and private 
APPLIANCES 


B. B. Andrews, econo 


‘ ) wi heads the 

sed sales potentials 
ts s i 

Ss ti B ird has 

nd stries 

stars—t highest an 

appeal to have the 


ing year. A rating 


of four stars, three stars, and two and one are also giv 
en, the last of which represents least favorable out 
look in relation to other industri 

According to Mr. Andrews fice equipment in 
dustry is one of the economi st important in tl 
nation today. 

At the same time, it is no t this endent 
research organization, in st ng sales potentials, a1 
rived at a general sales incr« for the industry 


the same figure which offic 


at their level in the survey nd 


PLIANCES and revealed last 
ers Look at ‘58—page 20, D 
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comprehensive survey of the office machine 


industry, covering 18 individual product 
categories, shows an estimated potential sales increase 
of 6% for 1958 over 1957. 

gures, compiled by the Board of Analysts 


of Future Sales Rating for OFFICE APPLIANCES, reveal 


The se 


that the sale of office machines will rate slightly 
higher than the median 5% increase indicated for 
the entire equipment and supply industry. 

Principal reasoning of the Board in estimating this 
favorable potential for sales in 1958 is that the gen- 
eral business prospect, despite the comment of some 
pessimists, is good for the coming year. The need 
for equipment (in offices) is great, not only from the 
viewpoint of difficulty in obtaining new office per- 

from the standpoint of 
having equipment and surroundings so attractive that 


sonnel, but also strategic 


people will want to come to work. Management 


wants help that will be happy in their jobs and not 
quit for other jobs. 


The Board further stated: ““The alert business ma- 
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Compiled for OA 
y PETER B.B. ANDREWS 


Board of Analysts of Future Sales Rating 


s nN 1 cl / | the 

ntire industry. It ff 16 

}, ‘ } ‘ IS Tu a7 tee 

rh upPlle ina fer cover 

urnituy u 4 pr d fulur 
chine industry is intensifying its already impressive 
trend of bringing out ingenious, colorful equipment 
hat is practical, time-saving, and appearance-ap 


pealing as to be virtually irresistible 
In another comment, the Board stated that the 


ndustt es not show signs of being a backward 
ne with defeatist tendencies. It will and must, in the 
Board's nion, promote aggressively in 1958 to 
rystalize the great sales potentials which certainly 
will exist. However, as a word of caution, it was said 
that any shrinkage of advertising or selling effort 

er th 12 months would mean that the indus- 
try will not attain the sales gains outlined in the tab 
ulations on page 21 

Leading the field in sales potential is the electric 
ypewrite relative newcomer to the office. Sales 
re slated to pick up 36% over a year ago. Additional 
viden f this trend is pictured on page 24 of this 


ssue in the article “Go Electric’, an interview with 
ndazzo, General Typewriter Co., Kansas 

former president of the National Office 
Dealers Association who predicts a bright 


future for the sale of electric typewriters 


Copying Machine Gain Seen 


Anotl impressive sales gain is predicted for 
opying machines. These products are slated for a 
tential increase of 19% in sales. Still another new- 


omer in the field, the intercommunicating equipment 


or oft 5, 1S expected to earn a 13% sales increase 
n the ing year 
Aside from these newer products which naturally 


have a greater potential market, the regular machine 
ture is also bright. Mailing machines can gain 9% 
1957, while checkwriters and protectors 


1d autographic registers are given potentials of an 


8% increase 

All other equipment included in the survey show 
eneral reases ranging from 4% to 7%, and based 

the sales volume of some of these items in 1957, 
the gains in dollars should be sizable 

As a background for its future sales rating, the 
Board ted out that out of the 112 industries of 


the United States that it surveys, an estimated 88 will 
Another 18 
expected to show approximately no change. 


show increases in 1958 sales over 1957 
In examining the over-all picture of industry and 
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Estimated 
Sales Changes 
for Office Machi 





Tabulating Machines . . . 
Time Recording Machines 
Typewriters, Electric . . . 


Typewriters, Portable . . 
Typewriters, Standard . . 
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BEST RELATIVE OUTLOOK 
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ntinued 


Office machines can claim a healthy share 


all-time high in government and private 


the national economy in 1957 and the prospects for 
1958, the Board pointed out that the engineered-de- 
flation program of the Federal Reserve Board was 
ended late in 1957 as it became evident that tight 
money was exerting an overly depressing influence on 
industrial production, inventory accumulation, home 
building and expansion of new plants and equipment. 

As a part of the inflation battle which resulted in 
a general business letdown, the Government clamped 
down on its expenditures, reasoning that less spend- 
ing by Government agencies would effect some de- 
flation. 

That too, had caused many businessmen to fear 
possible recession in 1958, but, as in the case of tight 
money, it is now a passe economic factor inasmuch as 
Russian missile progress has forced the hand. Now, in- 
stead of Federal spending being let down several bil- 
lion dollars, it is more likely to be up at least one to 
two billion dollars. 


Government Is A Factor 

Government spending, as well as other basic eco- 
nomic factors, are of great importance to the office 
equipment and supplies industry. Since the industry 
sells to the entire cross section of the American econ- 
omy, a general business decline would be harmful 
even though the office equipment industry, with its 
progressive electronic inventions and constant raising 
of the standards of all its equipment and supplies, is 
one of the real growth industries of the country. 

The Board, as indicated, visualizes for the most 
part a better year for business in 1958 than in 1957. 
Exceptional stimulus to the economy in the months 
ahead will accrue from much-required local, state and 
Federal projects such as the 
libraries, churches, hospitals, muncipial buiidings, 
sanitation systems, recreational facilities and other 
needs which reflect the pressures of a dynamically 
expanding population. 

Total population of this country as of January 1, 
1958, approximates 172,600,000, compared with 
169,800,000 on January 1, 1957; 166,805,000 on 
January 1, 1956; 163,956,000 on January 1, 1955; and 
150,552,000 on January 1, 1950 

The increase in the full year 1957 alone is almost 
the equivalent of adding another Detroit, Cincinnati 
and Indianapolis to the national market! The year 
1958 is expected by the Board to see another great 


building of schools, 


jump in our population, further adding to the pres- 
sures on use of existing facilities of our varied in- 
stitutions. 

Some of our institutions themselves are important- 
ly helping to increase the longevity of the popula- 
tion, thus helping to maintain and expand our na- 
tional market. The country’s death rate is low at 
about 1,565,000 annually, effected by improved foods, 
medicines, medical techniques, the comforts of Social 
Security and other pensions. 


Here's Prop to Economy 

Biggest prop to the economy is seen as the high 
level over-all of employment and disposable income 
(despite some recent increase in unemployment), re- 
flected in record-high spending in the consumer serv- 
ice trades and in retail sales, which are running sub- 
stantially over last year. 

The present level of about $83 average weekly 
earnings in manufacturing is at a record high, com- 
paring with $82.41 at this time last year and an aver- 
age of $71.86 in 1954 and $23.86 in 1939. The trend 
of wages, moreover, is up, and even though the 
extent of higher wages may not be as great in 1958 
as in recent years, the Board visualizes 1958 as an- 
other year of increased wages and salaries. 

Disposable personal income (after taxes) is ex- 
pected to exceed $310,000,000,000 in 1958—up from 
$300,000,000,000 in 1957, $287,200,000,000 in 1956, 
254.500.000.000 in 1954 and $76,.400.000.000 in 
939, 
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National Output Hits Peak 

Total gross national product (all the nation’s 
spending for goods and services) topped $435,000,- 
000,000 in the full year 1957, a great new high. That 
compares with $414,700,000,000 in 1956, $361,200,- 
000,000 in 1954 and $91,100,000,000 in 1939. For 
1958 the Board estimates a gross national product of 
more than $450,000,000,000—a new record, not far 
from Aalf a trillion dollars! 

Spending by businessmen declined in the first two 
quarters of 1957 as compared wth 1956, but in the 
third quarter of 1957 came back even with the third 
quarter of 1956, to a record annual rate for that 
quarter of $65,500,000,000. The Board looks for a 
firm spending trend by businessmen in 1958. 

Government purchases of goods and services hit a 
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of the predicted 


spending in 1958 


peak of $87,200,000,000 in the third quarter (annual 
rate), but was scheduled to be cut substantially until 
heavy new missile spending was necessitated, with 
the consequence of record peacetime spending ahead. 
State and local Governments are spending heavily, 
too, their purchases of goods and services surpassing 
a record $36,000,000,000 annual rate in the third 
quarter ol 1957. 

The Board expects next year’s spending by state 
and local governments to reach $39,000,000,000, a 
new all-time high. 

Not only is spending by businessmen, the people, 
and grovenments fundamental to the prosperity of 
the office equipment industry, but so, too, is the fi- 
nancial condition representing basis for buying. 
Higher buying power has been spreading out in this 
country, giving it a broader cross section of stability. 
About half of all families now get more than $5,000 
annually, compared with less than a quarter at the 
end of World War II. 


Assets Are Great 

Besides disposable earnings being high, quick-asset 
position in the aggregate is close to a record. Individ- 
uals in the U. S. own more than $450,000,000,000 
of such financial assets as cash, bank deposits, savings 
and loan shares, insurance loan value, and Govern- 
ment and municipal securities. In addition, they own 
over $300,000,000,000 of corporate securities, com- 
pared with individual mortgage and consumer debt 
of under $175,000,000,000. 

Similarly, American corporations’ assets are grow- 
ng and are now at a new high record. At the begin- 
ning of 1958 they are up substantially over the year 
before. Current assets total $234,000,000,000, in- 
cluding $37,000,000,000 cash, and current liabilities 
$125,000,000,000—leaving $109,000,000,000 net 
working capital with enough spare capital to buy a 
great deal of office machinery and supplies #f ade- 
quately sold on the many attractive and needed ap pli- 
cations of modern equipment! 

At the beginning of 1957, by comparison, current 
assets totaled $225,700,000,000, incluing $34,700,- 
000,000 cash, and current liabilities $121,300,000,000 

leaving $104,400,000,000 net working capital. 
While it is true that the cost-price squeeze has held 
down profits expansion for many corporations, this 


very fact is all the more reason for the purchase of 
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Peter B. B. Andrews 


e Economist, market-development counsel and 
speaker, Peter B.B. Andrews writes with ex- 
tensive experience on the trends and sales po- 
tentials of the nation’s many individual in- 
dustries. 

He has contributed industry analyses to no 
less than 80 of the country’s leading trade mag- 
azines, as well as sales projection-engineering 
studies for some of the country’s top enter- 
prises. 

Called to Washington by former General 
Motors president William S. Knudsen, who 
made him industrial economic adviser of the 
War Production Board, he received a Presi- 
dential Citation for his effective emergency re- 
search worx on American industries during 
World War II. 

His Future Sales Ratings for Sales Manage- 
ment Magazine represent the world’s outstand- 
ing quarterly series of forecasts (over two dec- 
ades of forecasting on the 100-plus leading 
trades of th: United States through his 307-man 
Board of Analysts cf Future Sales Ratings, com- 
prising Government and private industry econ- 
omists, statisticians and marketing experts.) 

Consulting economist of Sales Management 
Magazine, he also has been economic consultant 
of the National Production Authority and of 
the National Distribution Council of the De- 
partment of Commerce. 








labor-saving, efficiency-insuring, cost-reducing office 
appliances. 

All these estimates, figures and conclusions by the 
Board of Analysts of Future Sales Ratings indicate 
expanding business opportunities in 1958 for the 
office equipment and supplies industry. The alert and 
sales-expansive-minded people of the office equip- 
ment industry, with their fine, new, colorful, modern 
lines of products for 1958, and with strategic and 
persuasive advertising and promotion, should be able 
to attain a sales level never before surpassed. 
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we . MODERN—-Go Electric.’’ A slogan like this 
takes life at General Typewriter Co., Kansas 
City, Mo., where Robert Randazzo and brothers Vito 
and Frank are ready to testify that there’s a bright fu- 
ture in electric typewriters for the office machines deal- 
er. 

The brothers Randazzo will go one step further. 
They say that all the bogeymen set up by the dealers 
can be knocked down by the 
fear. 

Robert Randazzo, a former president of the National 
Office Machine Dealers Association, says that the battle 
for acceptance of electric typewriters must be a frontal 
attack against three delusions: 

—Fear of mechanics that they can’t service electric 
typewriters. 

—Fear of typists that they can’t operate electric 
typewriters. 


nquering of one thing 


Go Electric 


-..ff’sS in the 


Conquer your mechanics’ 
and customers’ fears and 
you will sell electrics, 
declares Robert Randazzo 
of Kansas City, Mo. 

His enthusiasm promises 
to be contagious in the 
office machines industry 
where there's new em- 
phasis on selling of 
non-manual typewriters. 


-Fear of dealers that they can’t sell electric type- 
writers. 

Succeeding so well in the dispelling of misguided 
notions and “mystery” about merchandising of electrics, 
the Kansas City firm has almost become better known 
as “The Electric Typewriter Co.” than “General Type- 
writer Co.” 

Talk electric typewriters with Robert Randazzo, and 
you become infected with the same enthusiasm as ch . 
acterizes his operation. He lives and breathes electrics, 
and he gives convincing arguments for his theory that 
many of the office machine dealers who don’t get into 
the non-manual business will be ‘“‘out of business in 


three to five years.” 


Always a Market for Manuals 

He doesn’t say that electrics will entirely monopolize 

office machine selling because he realizes ‘we'll have 
manuals to sell as long as they are available.” 

But the Kansas Citian is convinced that the electric 
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by CLARENCE O. SCHLAVER 
managing editor 


typewriter deaier’s future 


typewriter is firmly entrenched. He echoes the statement 
made by H. V. Williams, used equipment manager of 
International Business Machines Corp., at a recent East- 
ern OMDA meeting when he predicted that 31% of 
the typewriters sold during 1957 would be electric. 
Likewise, he is impressed by Williams’ figures showing 
that by 1960 the electric typewriter share of the market 
will be 40% and that by 1965 it will be 60%. 

The Randazzos have by their own extensive operation 
proven that there can be a greater role in the sale of 
used and rebuilt electric typewriters, as well as the new 
Smith-Corona electric portable, by the independent 


office machines dealer. 


They Rebuild and Sell 


General Typewriter Co. servicemen daily are con 
verting used electric typewriters into the new appear- 
ing and mechanically perfect machines demanded by 
their customers. And the firm’s salesmen are selling 
these machines by personal calls as well as by filling 
telephone and mail requests for demonstrations. 

Yes, there is no fear of electrics in the Randazzo 
organization; rather, there is unanimous acceptance of 
the electrically-actuated machine’s place in the modern 
office. 

The Randazzos are quick to point out the advantages 
of the electric over the manually-operated machines 
They advise that acceptance by the user can be hastened 
when salesmen point out: 

1. The electric typewriter is adaptable to special ap- 
plications such as multiple carbon copies, statistical re- 
ports, duplicating, billing and invoicing. 

2. The finished work is neater because each impres- 
sion is the same. 

3. The health of the typist and her outlook in rela- 
tion to the job is safeguarded because of reduced fa- 
tigue 

i. Reduced effort of the operator enables her to pay 
more attention to her work and to be more accurate. 


Morale Factor Is Important 

In this connection, the Randazzos amplify the morale 
factor involved in a customer company’s switch to elec- 
trics. It has been their experience that an office worker 
furnished with an electric typewriter usually develops 
a mild “superiority complex.” This pride then spreads 


in the organization and Jane, who doesn’t have an elec- 
tric, clamors for the same consideration which was 
given Suzy. Thus, the sale of electrics increases and the 
chain of events is such that an office may go all the 
way in a switch from the manually-operated machines. 

From a sales standpoint, therefore, the Randazzos, an- 
ticipate no trouble on the part of fellow dealers if they 
place their emphasis on electrics. 

But what about the servicemen who are called upon 
to service these machines ? 

That was a question uppermost during the panel 
discussion on electric typewriters which generated so 
much interest at the 1957 NOMDA convention in Pitts- 
burgh. 

Robert Randazzo says unhesitatingly that his own ex- 
perience with his firm’s servicemen leads to but one 
conclusion: ‘Frankly, they love working with electric 
machines. It has built up morale in our own organiza- 
tion, has taken our men out of the “mechanic” category 
and placed them in another, that of ‘specialists.’ ” 

He continued: 

“We had to do it the hard way. By pioneering we 
didn't have the benefit of training programs which 
are and will be established. Our men had to learn from 
the bottom up but I believe that any man who has me- 
chanical ability can learn to repair an electric type- 
writer.” 


Others Wanted To Help 

‘My brother Frank started first in servicing electric 
typewriters, and he was soon followed by one of the 
other men. Then, we broke our campaign for selling 
the machines, and as we got knee-deep into the recon- 
ditioning two employees who had been looking on and 
wondering were asking, “When do we start?’ ”’ 

The Randazzo firm learned soon that there is a mar- 
ket for electric typewriters. Response to advertising 
was widespread, and it came not alone from the Kansas 
City area but from states adjoining Missouri. 

For example, the operator of a turkey farm in Texas 
learned that the General Typewriter Co. had used elec- 
tric typewriters available for an advertised price. In- 
vestigation was made by the Texan of the Kansas City 
company’s reliability, a machine was purchased, and this 
initial investment was followed up with an order for 
a second typewriter. 

It was interesting, too, for the Randazzos to watch 
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continued 


Good reputation for service and advertising program 


are essential factors in electric typewriter sales 
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a home market unfold. They discovered that some typ- 
ists who became accustomed to an electric typewriter’s 
operation and preferred its quality of work wanted a 
machine for home use. Orie such purchaser was a widow 
who had extra typing jobs which she needed to supple- 
ment her income. She purchased a used electric on the 
installment plan and was delighted with the arrange- 
ment. 

Robert Randazzo says that availability of machines 
which the dealer can handle has been no problem. He 
finds plenty of good used machines on the market and 
these can be reconditioned and sold without qualms of 
the buyer as to either price or serviceability 

“The new Smith-Corona electric portable,” he says, 
“created a new market for the office machines dealer 
And servicing has been no problem 

He tells, too, of the growing recognition by manu- 
facturers, such as IBM, in helping dealers to train their 
mechanics in servicing the electrics. He is enthusiastic 








ce + 


ELECTRIC TYPEWRITER .. . sales at General Typewriter Co. begin in this well-siaffed service department. At rear 
standing (left to right) are Robert Randazzo, Frank Randazzo and Vito Randazzo. 


about plans being developed through NOMDA for 
setting up training schools in co-operation with manu- 
facturers. Such programs, he states, will meet the ob- 
jections and the fears of dealers who are reluctant to 
put emphasis on electrics. 

The office machine dealer, however, needs more than 
training of mechanics if he is to “electrify” his opera- 
tion. Other essentials stressed by Robert Randazzo are: 

1. A good reputation for service. Such a reputation 
isn’t made overnight; it marks the accumulation of years 
of satisfactory dealings. 

2. Advertising. The public must be made aware of 
the facilities available for purchasing and servicing 
used and reconditioned electric typewriters, or the port- 
ables. 

(In this respect the General Typewriter Co. carries 
out a regular advertising campaign of newspaper ads, 
direct mail, and personal contacts which has brought the 
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28-year-old firm identification as “the electric typewriter 
company in Kansas City.’’) 

3. Capital. This is a primary requisite of an electric 
typewriter dealer, asserts Robert Randazzo. The inven- 
tory of necessity is large and the machines cost more 
than the manual type. If electrics are rented, as is often 
the case, a considerable investment is necessary. 

Taking all of these things into consideration it is ap- 
parent from the success of the General Typewriter Co. 
operation in Kansas City that an office machine dealer 


who wants to concentrate on the seemingly attractive 
electric typewriter market must acquire a reputation, 
must have solid financial standing and must train his 
mechanics . . . 

But above all, it appears, he must have the courage to 
go out and knock over the “‘straw men’ which are set 
up through lack of “electric typewriter understanding.” 

When fear goes out of the window, the results can 
be electrifying. The Randazzo brothers have proved that 
in Kansas City. 








NOMDA To Handle IBM Training Courses on Servicing Electrics 


e As a means of blanketing the country with 
specially-designed training courses for dealers 
and their mechanics, the International Business 
Machines Corp. has turned over arrangements for 
these classes to the National Office Machine Deal- 
ers Association. 

The first instruction will be held in January 
and cities will be chosen to permit a widespread 
teaching rather than to concentrate in certain 
areas. 

All arrangements for the courses will be handled 
by local associations of NOMDA, and in areas 
where there are no locals, an individual member 
of the organization will be pressed into service to 
carry out the necessary plans. 

These courses will be on the basis of 40 hours 
of highly-concentrated instruction. Instructors and 
manuals will be furnishes’ by IBM while the site 
for the courses will be supplied by the locals. Each 
trainee will provide his own machines on which 
to work. Instruction will be complete on both the 
black 01 model and the gray A-1. 

“This is a golden opportunity for members of 
the association,” commented NOMDA President 
Harold Steinke. “The entire program was stimu- 
lated by the interesting panel discussion on elec- 
tric typewriters at our Pittsburgh convention. It 
was there that a representative of IBM heard first 
hand of the problems faced by the dealers and 
the plans for this training were finalized from 
that point.” 


Thumbnail Sketch of These Classes: 

WHO IS ELIGIBLE? All dealer's servicemen 
with the exception of competitive manufacturers. 

WHAT IS THE COST TO EACH TRAINEE? 
$50.00 

HOW MANY HOURS WILL THE CLASS 
TAKE? 40. 

HOW LONG WILL THE CLASSES RUN? 
Two weeks—one half day for two weeks. 

WHAT IS THE FEWEST MEMBERS TO A 
CLASS? Eight. 


WHAT IS THE MAXIMUM TO A CLASS? 
Sixteen. 

WHO WILL TEACH? Customer engineering 
managers, field managers and territory supervi- 
sors. 

WHO WILL PROVIDE THE MACHINES? 
The students. 

WHAT MACHINES ARE INVOLVED? The 
black model 01 and the new gray model A-1. 

WHAT DOES IBM PROVIDE? Manuals on 
both models to include reconditioning techniques. 
The company also will provide the instructors. 


Steps Necessary in Class Organization: 

The following are the steps that must be taken 
before consideration can be given to holding an 
IBM training class in any given city: 

1. A canvass must be conducted to determine 
if there will be enough enrollees to warrant hold- 
ing a class. 

2. A room must be obtained that will accom- 
modate not more than 16 trainees. 

3. If outside the territory of a local associa- 
tion, a NOMDA member should make the can- 
vass among his fellow dealers to determine if 
enough would enroll to make it possible to hold 
a class. 

4. After enough trainees have agreed to par- 
ticipate, the local association or the individual 
member outside of a local’s territory must notify 
the NOMDA office of the desire to hold a class. 

5. These requests will be turned over to IBM 
and the company will determine the order in 
which the classes will be held and will assign 
dates. 

6. After the dates have been set each area 
sponsor will be notified and he will in turn send 
to the NOMDA office a remittance from each 
trainee in the amount of $50.00, said remittance 
to be made payable to the International Business 
Machines Corporation. 

7. The local IBM office in the city affected will 
be notified and classes will proceed as scheduled. 
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SELL 


Instead 
of Rent 


No down-payment 
weekly plan is 
clincher idea 


66 
AKE it easier for a prospective customer 
to buy the typewriter wanted instead of 
renting it.” 

This is the busiaess philosophy used success 
fully by Becker’s Typewriter Service, a modern of- 
fice machines firm in the small community of 
Audubon, N. J. There, proof is furnished that 
it’s not the size of the town that means business, 
but rather the aggressiveness of the dealer who 
does the merchandising. 

Explaining his “sell instead of rent’? approach, 
Store Manager Jack R. Brown declares 

“Renting office machines has always been a part 
of our business, but the inauguration of a weekly 
payment plan has converted these users into buy- 
ers. Many small town residents do part-time work 
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JACK BROWN (right), manager, shows the various 
features of office machines he stocks to a customer. 


and need typewriters or calculators during certain 
periods of the season. Traveling salesmen were 
always renting typewriters in order to prepare 
their notes when they returned home from a trip. 

“Whenever these customers now come in to rent 
a typewriter we play up our no down-payment 
weekly plan,” says Mr. Brown. “At this rate they 
can own the machine instead of just renting it 
and our sales of portables have soared. Likewise, 
sales of standard type machines have also pi:. <d 
up.” 

Owner Al Becker formerly rented typewriters 
to students who took them off to college at a flat 
rate of $7.50 per month. Now, he promotes his 
weekly payment plan and sells instead of rents. 

The easy-to-buy policy has another angle too, 


A COMPLETE WORKSHOP for 
every type of office machines 
service is a selling feature at 
Becker's. 
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Store Manager Brown explains. “We do very 
little trade-in business because our weekly pay- 
ment plan makes it easy for the average customer 
to buy whatever typewriter is wanted. Previously, 
the customer traded in his old machine because 
he wanted an allowance against the new. 

“We are pleased because our main business is 
selling new machines rather than trying to dis- 
pose of old ones.” 

Mr. Brown keeps an eye open for new stores 
which are being opened along with offices and 
other places of business where office equipment 
will be needed. He immediately contacts the new 
occupant and usually winds up selling office fur- 
niture or appliances. 

The service angle is always stressed and it has 
this result, explains the New Jers *y office ma 
chines enthusiast. 


Counter Price with Service 

We are seldom confronted with a price-cut- 
ting situation because we counter such demands 
with our service policy. If a customer talks about 
price cutting, we explain that we will not service, 
nor guarantee the equipment above the manufac- 
turer's specified period which is usually 90 days 
But when this equipment is sold at list we offer 
a full year’s guarantee. Usually, the cost of one 
service call more than covers the extra cost and 
the customer sees the advantages of refraining 
from seeking bargains.” 

Becker's does business with industrial and manu- 
facturing concerns such as the Texas Oil Co., in 
Audubon. The store has been instrumental in sell- 
ing its annual service policy to such firms and 
provides a complete inspection of each machine 
sold every three months. 

Becker's new store is a culmination of about 
10 years of aggressive selling. 


Build Up Repeat Business 

“By making the most of the possible sales activ 
ities we have been able to develop a very thriving 
business,”’ asserts the store manager. “We are 
moving slowly and surely, making our sales and 
service ‘stick’ so that we can build up a repeat 
business, something which is very important to 
a dealer doing business in a small community.” 

The new store, of modern design, is 40 feet 
long and 20 feet wide with about the same space 
at the rear for a service shop. A picket type of 
fence has been constructed across the top of the 
one-story building so that various signs adver- 
tising Becker's sales and service can be seen from 
both directions along the highway. The entire 
front is illuminated during evening hours. 

In doing business with his neighbors, owner 
Al Becker joined as many civic, social and business 
groups as possible. While no business is solicited 
from these organizations, it is reasonable that when 
fellow members need anything in the office ma- 
chines field they automatically think of Mr. Becker. 

And when they do wish to buy, the firm is 
ready to demonstrate its “‘sell instead of rent’ 


theory 
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by Ed Brueggemann 
sales training supervisor 
Victor Adding Machine Co. 


ZOU may have dozens of prospects come into your store 
every day, you may give countless demonstrations, but if 
you cannot close, you are “dead’’ (and so will be your store). 
Certainly, there will be a few prospects who will ask you to 
sell them their machines, but the majority wants to be sold. 
And in today’s competitive market it is the strong closer who 
usually gets the order. 

You know how important strong closing is in “outside” 
selling of big-ticket items. Well, it is just as vital “inside’’, or 
you will have only browsers instead of customers. 

Let's not fool ourselves . as long as we only “go through 
the motions” of selling adding machines, calculators or what 
have you, we do nothing more than make sales easy for com- 
petitors. If you lack sufficient experience to use the “‘imper- 
ceptible” closing techniques, do at least ask for the order. 

What is a strong closer, anyway? He is an aggressive but 
smooth salesman who is persistent but does not “push”. He 
starts selling when the prospect says ‘‘No’’. He gets the pros- 
pect committed by using several methods that he has tested and 
found effective. Here’s how he uses them: 

When a prospect asks, for example, “Do you have a fr’ 
keyboard machine?”, most salesmen would answer, ‘Yes, we 
do.” The strong closer, however. would try to get the prospect 
committed by asking him, “Is the type of machine you 
want to buy?” 

It is the samme way when the pt ‘ct asks, “Do you take in 
machines on trade?’’ Most salesmen would immediately reply, 
“Yes, we take trade-in machines’, but the strong closer is 
looking for a way to get that order so he would ask the pros- 
pect, “Do you want to apply it as a down payment for your 
new machine?” 

Sometimes you cannot get the prospect to commit himself 
and then the strong closer will offer a choice . . . “Do you 
think 8-column will be sufficient capacity for your work or do 
you think you might need a 10-bank machine?” Just as soon 
as the prospect says he thinks 8-column will be enough capac- 
ity, you have him committed. “Did you want credit balance 
9 would a non-credit balance machine suffice?’ When the 
prospect says he believes he would need credit balance, you 
have him committed. 

At other times you may find a prospect who has seen some 
feature or application during your demonstration that holds his 
center of interest. The strong closer will constantly refer to 
that feature or application during the remainder of the dem- 
onstration and use it as a wedge to get the order . . . “Mr. 
Prospect, I know you liked that feature and conceivably could 
use it right now to great advantage; let's say we install a new 
machine next Tuesday so you can begin enjoying this benefit 
right away.” 

The strong closer uses objections as opportunities for clos- 
ing. He puts an “if” before he answers the objection, “Mr. 
Prospect, if I satisfied you on service and quality would you 
buy ?”’ 

Star salesmen use these methods every day (that's one of 
the reasons they are star salesmen.) 

What do you intend to do in 1958 to improve on your clos- 
ing techniques? 
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A New and Profitable 
Venture for Dealers 


NSOEA and University of Georgia 
co-operate in conducting successful 


two-day management seminar 


By WALTER S. LENNARTSON 


editorial director 


ORE than fulfilling expectations of its sponsors, 
M the first management seminar conducted for 

dealer members of the National Stationery & 
Office Equipment Association attracted 117 adult stu- 
dents to the campus of the University of Georgia on 
Thursday, November 14. By the following Saturday 
afternoon the expectations of the ‘‘students’ were also 
‘more than fulfilled. Two solid days of listening, dis- 
cussing, and learning culminated in a group opinion 
that the seminar had earned a high mark and that it 
should become a regular part of the NSOEA pattern 
of activities. 

Initially the seminar seemed to have many of the 
aspects of an industry convention. Arrival at the beauti- 
ful, new Georgia Center for Continuing Education in 
Athens, was immediately followed by lining up to 
register for hotel accommodations. After depositing 
luggage in assigned rooms, registration for the seminar 
was in order. Then some differences from an ordinary 
convention assembly began to become apparent. A look 
at the program showed no scheduled time for enter- 
tainment. Glances at badges worn by registrants revealed 
that almost everyone present was a dealer or connected 
with a dealer organization. 

Small group conversations buzzed everywhere. The 
import of each would have gladdened the hearts of the 
seminar instructors. Eager anticipation and an urgent 
seriousness indicated ideal students. Post-seminar com- 
ments by instructors pointed to high satisfaction with 
the short-term student body 


Background Provided 

At the brief orientation session on Thursday evening 
Paul Burbank, executive vice-president of NSOEA, 
provided some background information about how the 
idea of conducting a management seminar for office 
supply and equipment dealers came into being. He told 
of the increasing recognition by dealers of the need for 
management training and the happy circumstance of 
training facilities becoming available through the Uni- 





versity of Georgia Center for Continuing Education. 

J. Eugene Welden, supervisor of conferences and 
short courses at the Center, introduced the faculty and 
reviewed the mechanics of the seminar program. Sim- 
plicity was the keynote because all facilities sleeping 
rooms, lounges, restaurant and classrooms were all 
under one roof. 

Although differing in ages and coming from dif- 
ferent business backgrounds and localities (24 states 
and Canada were represented) all of the seminar stu- 
dents shared one purpose — the intention to learn. 
Attempting to absorb information from four courses of 
study in two days was a big assignment, but no one 
shirked duty. 


Each Course Given Half Day 


A half day was given to each of the following 
courses: Uniform Accounting, Inventory Control, Per- 
sonnel Selection, and Merchandising and Advertising. 
Statements of theory, and some counter statements from 
practical experience, brought much in the way of 
information and understanding. Complete absorption 
of the material presented was impossible, which leads 
to the suggestion that the most significant factor of the 
seminar was inspiration, made practical by the determi- 
nation of individual participants to engage in more 
extensive courses of study back home, where more 
time would be available. 

During coffee breaks (mid-mornings and mid- 
afternoons), at mealtimes, in any free period, students 
clustered in groups and talked shop. From these dis- 
cussions came synthesis of ideas, facts and suggestions 
offered in the classrooms. Concerning the value of the 
free-time discussions, members of the faculty agreed 
that informal conversations often contribute as much 
to the total result as do the formal presentations made 
in classrooms. 

A highlight of the seminar was an after dinner 
speech by Dr. James E. Gates, dean of the College of 
Business Administration, University of Georgia. On 
the subject, “Creative Thinking,’ Dr. Gates referred to 
a generally accepted estimate that the human brain has 
about eight billion memory locations. Even well edu- 
cated people use no more than a billion such locations. 
Most of us use a very small percentage of our brain 
potential. 


"Brainstorming" Technique Used 

A relatively new technique used with considerable 
success to stimulate creative thinking is the process 
called brainstorming. It involves group assemblies at 
which individuals give voice to ideas without reference 
to completeness, utility, or any other critical factor. 
Dr. Gates stated that creative thinking must not, in its 
initial stages, be hampered by the exercise of critical 
judgment. Wait until the flow of ideas has ceased 
before starting to judge. 

Admittedly, this “first’’ seminar was an experiment, 
but the enthusiastic response in terms of numbers in 
attendance and expressions of high approval by indi- 
vidual participating assures repetition. In fact, an- 
nouncement from NSOEA headquarters indicates plans 
in the making to hold similar programs in other parts 


of the country. 
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q We suggest 


these pages 
be removed 
and placed 
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. 
the challenge . . . When the First 
National Bank of Kalamazoo, Mich., 
built a new branch out of the loop area 
to provide parking space for its custom- 
ers, the Kalamazoo Office Equipment Co. 
was employed to supply all furniture and 
co-ordinate it with the deep persimmon 
and blue-green color scheme chosen by 
Bank Equipment of St. Louis, Mo. Alice 
Rogers, color-coordinator of the Kalama- 
zoo firm, met the challenge of preserving 
the air of spaciousness found inside the 
bank as well as in the parking facilities. 
She likewise, met the challenge of match- 
ing 400,000 sq. feet of draperies with 
choice of furniture and accessories. 


An imprinted folder, suitable for re- 
taining the Office Planning pages as 
a continuing source of ideas, is avail- 
able from the Service Bureau of OF- 
FICE APPLIANCES for 35 cents in 
coi or stamps. 


THE CHALLENGE 
THE SURVEY 
THE SPECIAL TREATMENT 


THE END RESULT 
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First National Bank of Kalamazoo, Mich., 
by Kalamazoo Office Equipment Co. 


the special treatment . . . Planning 
started with making interior treatment harmonize 
with green sculptured carpet covering entire 
floor of banking area as well as officers’ depart- 
ment and conference rooms. Raphael orlon-silk 
casement drapes were selected in Sun-Spot pat- 
tern carrying rust-blue, green and gold metallic 
colors on biege. All window areas in the main 
banking room as well as those in the large con- 
ference room were draped. 

The same drapery material was chosen to deco- 


the survey 
Equipment Co. first 


Kalamazoo Office 


studied the floor plans and the 
color scheme already decided upon 
for new First National Bank of 
Kalamazoo. There were special 
needs of conference space ana 


functions of draperies to be considered. 


rate the wall behind the teller’s counter. Shaw- 
Walker Carlyle line of executive desks used in 
the main banking area were selected in crystal 
green with green laminate tops and aluminum 
trim. Chairs by Shaw-Walker were designed with 
aluminum trim and green gros point seats to 
blend with carpet color and walls. 

This furniture harmonizes with the walnut 
wood and satin aluminum trim of the bank as 
well as ginger brown pleated Naugahyde on the 
front of the tellers’ counter. 
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© Officers’ area is behind the railing. Note how fronts of 
the tellers’ counter are Naugahyde-pleated in ginger cc 
and the inestGa gence Ot tes teose Ge 


Seating units in the waiting or lobby side of harmonizing colors of yellow and brown. 
the bank are by Knoll, Inc. These are up- The office of L. J. Wetherbee, vice-president 
holstered in black and gold fabric and have in charge of this branch bank, was furnished 

tin aluminum frames. in Shaw-Walker blonde tan desk and matching 

Accessories such as ash trays, pen sets are credenza unit with mahogany-laminate tops. 
also in the aluminum theme. Here again, Shaw-Walker aluminum seating 

A large employee lounge room (not pic- chairs were used only in gold gros point to i 
tured) was furnished with Royal Metal add color to the green walls and green carpet. i 
tables, stacking chairs and lounge units in ( please turn the page) 
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(Special Treatment . . . continued) 


In the conference room pictured above 
Shaw-Walker 76-inch desks and 60- 
inch tables were specified so that when 
placed together (picture at left) a 
large T is formed for regular board 
meetings. When not used for con- 
ference purposes the units are placed 
individually for single working units. 
This makes a complete flexible ar- 
rangement for a double purpose room. 
Sandalwood walls go well with green 
carpet. The furniture is Shaw-Walker 
Carlyle crystal green and Knoll seat- 
ing units are in gold and rust to har- 
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monize with drape ry colors. 


the end result... Kalamazoo 
Office Equipment Co. carried out its 
assignment of providing functional 
furniture in harmony with colors of 
draperies, carpeting and counter trim. 


OA-1/58 











by ERNEST W. FAIR 


That Loan Application 


much larger percentage of business men would 
A obtain the bank loans they desire with speed 
and dispatch, bank executives tell us, if only they 
would prepare their applications in advance, provide 
the essential data and give a true picture of their 
business firms and what they propose to do. 

The bank executive must be a realist in granting 
any loan; facts and figures are more his guides than 
any emotional desire to help a personal friend. This 
applies as well to the office supply firm as to any 
other. Generally, since the average bank executive has 
little knowledge of the office supply business, it is 
particularly vital that any loan application the dealer 
may make be as complete and thorough as possible. 

We've talked with several bank executives about 
this; asked what specific items they prefer to see in 
such presentations, what data they must have and 
what are the facts concerning the borrower which 
help to form the decision on whether or not a loan 
will be granted. 

Here are summarized the suggestions received for 
the guidance of office supply dealers planning appli- 
cation to a bank for a loan. 

1. Listed data as to credit records, past borrowing 
experience and the result, resources, securities and 
other assets owned is required by the bank executive. 

2. The truthful financial situation of the company 
at present is needed. Such a detailed financial report 
should be complete and thorough. Large holes left 
therein tend to arouse suspicion and it takes only a 
few discreet inquiries for the bank executive to find 
out the information anyway. 


Dealer's Ability Considered 


3. The ability and know-how of the dealer in his 
particular field should be considered. The safety of a 
loan will depend in large measure on the experience 
and ability of the dealer to continue profitable opera- 
tion of his firm. 

4. The position of the firm in the local business 
community is of vital importance. The application 
should contain a factual report of the estimated vol- 
ume of business done in the field locally and the 
percentage of that business being done by our in- 
dividual company. 

5. The competition within our field of business is 
also of concern to the bank executive. A brief para- 
graph outlining the company position in this respect 
will be of help. 

6. Financial reports presented as part of the loan 
application should include a profit-and-loss statement 
covering the last five years of operation as well as the 
conventional financial statement. 

7. What are the future prospects of the firm? This 
is a question the bank executive must always ask. 


OA—1/58 


Most of the time he must form an opinion on his 
own resources. He will always welcome the dealer 
outlining these prospects as he sees them. 

8. What does the dealer plan to do with the money 
he requests? A terse statement that funds are de- 
sired for “future expansion” means nothing to the 
bank executive who is required by law and the stock- 
holders of his bank to make his decision on facts 
alone. 

It goes without saying that the chance for any 
dealer's loan application being approved will increase 
considerably when it is shown that the money is to 
be used for expansion of the existing assets of the 
firm. 

9. How is the loan to be repaid? Bank executives 
take a dim view of the loan applicant who seeks to 
borrow money without any plan as to how it will be 


repaid. 
Back Up Loan Plea 


“Oh, increased profits will make it easy for me to 
repay this loan,” is a statement too often made that 
does more harm than good. But if the loan applica- 
tion is backed up with specific dollar-and-cents out- 
lines of exactly how the borrower has planned to re- 
pay the money it has much more chance of speedy 
acceptance. 

10. Will repayment of the loan interfere with the 
present budget of the firm? That is a question which 
we should be able to answer with a loud NO by 
proving to the bank executive that it will not be 
necessary AND if it is so planned that there will be 
ample furds still remaining for the safe operation of 
the business even under adverse conditions. 

11. Is the proposed business expansion for which 
the funds are to be used too abrupt a step for its 
present management to handle? Bank executives have 
seen many a small business man expand too fast and 
too steeply for his executive resources to handle the 
new level into which his business has raised itself. 

Where loans are desired for considerable expansion 
the bank executive should be shown that this prob- 
lem has been thought out and solved by the dealer 
seeking to expand his operation. As a rule bank ex- 
ecutives tend to favor slow and gradual expansion 
through bank credit. 

The foregoing 11 points should be covered in de- 
tail with any dealer's application for a bank loan. 
They will assure his receiving quicker and more thor- 
ough consideration and the bank executive having a 
much clearer picture of why the loan will be good 
both for the dealer and for the bank. 

When that happens loans are made . . . and gen- 
erally for the good of both the bank AND the office 
supply dealer! 
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LOW-COST Jacquin & Co. showroom utilizes dividers made of simple metal tubes and 


plastic clothes line. Floor plan on opposite page. 


Remodeling costs need 


Hugh Reeves, vice-president 

and general manager, Jacquin & 
Company, Peoria, Ill., tells 

about rebuilding furniture 
showroom on a low budget. 


RIDE of accomplishment is evident in the voice 
P of Hugh Reeves when he speaks of the office fur- 
niture display area of Jacquin & Company, Peoria, IIl. 
According to him, “Creating an effective office furniture 
showroom for $1,000 is not easy, but it can be done.”’ 
Inspection of the Jacquin furniture display dispels any 
doubt as to the accuracy of the assertion. 

For quite a long time Mr. Reeves had been convinced 
of the need for remodeling his company’s lower level 
furniture display. Somehow, funds for the purpose 
never seemed to be available. Finally, about a year ago, 
a budgetary allowance of $1,000 was granted. 

Planning action began at once. Slowly, carefully, 
ideas were developed, tested, some accepted, some dis- 
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carded until Mr. Reeves was satisfied that he was going 
to get the most for the least amount of expenditure. 
Plans were approved in April and the rebuilt display 
area was ready to go into full function late in Septem- 
ber. 

Just how Mr. Reeves managed to stay within the $1,- 
000 budget and at the same time achieve a showroom 
of genuine distinction is something in the way of a 
minor miracle. He offers the following as a breakdown 


of basic costs: 


RUE, MIN ie Silks dus beciee wuss’ $425.00 
Wall coverings ........ ye Ore 125.00 
Applying wall coverings ........... 60.00 
a Pee PEP ORT CTE 82.50 
5 partitions ($17.50 each) .......... 87.50 
Painting and miscellaneous ......... 220.00 

$1,000.00 


What visitors saw when they inspected the new dis- 
play more than satisfied them. Many made immediate 
purchases, while others filed impressions away in their 
minds for later investment in office furniture and ac- 
cessories. The end result was an increased sales volume 
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HUGH REEVES 


vice-president, general manager WASH Rooms Les 
Jacquin & Co., Peoria, Ill. \ 























| that made it easily possible to charge off the $1,000 re- \ [] 
modeling cost within a year’s time. \ 

As a supplementary display, Mr. Reeves installed the 
Standard Furniture Company's Formational line in his 
own office. The implications of this personal selection 
have been silent but compelling sales forces for the 


























Jacquin staff. 

An adequate word description of the new showroom 
is impossible. The accompanying photograph and floor 
plan, together with explanatory text, will help to create 
a full impression. 

Grass cloth in neutral tones covers the side walls. On 
| the back wall white brick paper shows sharply and in- 
; vites visitors to continue inspection throughout the dis- 
play. Sound absorbing ceiling panels contribute to a 
quietude appreciated both by customers and salesmen. 
The partitions, designed by Mr. Reeves, are made of 
simple square metal tubes, the two vertical members 
fastened to the ceiling and the floor, and the cross bars 
bolted to the uprights. Plastic clothes line laced through 
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holes in the cross bars complete space separators that 
are almost classic in simplicity. In addition to affording 
virtually no impediment to air movement, the partitions 
have the feature of demountability and easy movement 









































to new locations 

As the floor plan reveals, the display area is divided 
into two sections, one for metal equipment and one for 
wood. The separating path is covered with a dark, non- 
patterned linoleum. On the metal side the floor cover- 
ing is composed of squares of vinyl tile. The wood fur- 
niture area is beautifully carpeted. 

No price tags are used in the Jacquin display. All 
prices, at full list, are on typewritten sheets in the center 
drawers of desks. 

Pictures on display are provided by a local art dealer 
who selects them, prices them, and replaces them when 
sales are made. Each picture carries a credit card show- 
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ing the name of the art dealer. 

A similar type of arrangement is in force with local 
suppliers of draperies and carpeting. Samples are kept 
on display in the Jacquin store, but all the measuring, 
making and installing is done by the drapery and carpet- 
ing people. 
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Arca 
Area 
Area 
Area 


No. 


No 
No 
No 


| Globe-Wernicke Executive Suite 

. 2 Standard Morval Group 

. 3 Standard Formational Group 

. 4 Standard Continental Omega Group 


Tiled Areas 


Area No. 5 Secretarial Units (wood and/or steel) 
Area No. 6 G-W Techni-Plan Executive Unit 


Area 


No 


. 7 File Cabinet Display 
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office interiors 


4 Mendell’s Office Furniture of 
Oakland, Calif. equipped this 
library of the College of Holy 
Name in Oakland, following lay- 
out prepared by Walter G. Reno, 
manager. The furniture in natural 
birch wood was supplied by Buck- 
staff Co. of Oshkosh, Wis. Up- 
holstery on chairs is Sea Coral 
Boltaflex. 


q The secretarial area of Furane 
Plastics, Inc., in Los Angeles, 
manufacturers of plastic tools for 
the aircraft industry, was 
equipped by Miller Safe & Desk 
Co. of that city with modular 
units and partitions. The office 
manager reported that use of 
these units increased efficiency 
close to 65%. Arnot partitioning 
and modular units are in Tantone 
and Royal Metal chairs are in 
Tantone and persimmon. The tile 
floor is finished in light beige and 
all walls are a pale green. 
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4. Cleveland Community Chest approached the prob- 
lem of furnishing its new headquarters building from a 
functional standpoint. The solution was the purchase of 
Berger steel desks from Marshall-Smith, Inc., and B. L. 
Marble chairs from Wagner-Henzy-Fisher Co., both 
suppliers in Cleveland. 

The multi-purpose meeting room has oversize confer- 
ence table and walls lined with B. L. Marble American 
Banker chairs in natural walnut finish with yellow top 
grain leather seats. 

Grouped around a handsome planting arrangement in 
the bright and distinctive lobby shown at right, are four 
B. L. Marble American Banker chairs. Wood paneling 
and tile floor add beauty to the reception area. 





q Public relations staff members at 
the Cleveland Community Chest of- 
fices have partitioned sections of the 
department for privacy with maxi- 
mum economy of space. Roomy Ber- 
ger steel desks in a variety of colors 
provide for working and storage 
needs. B. L. Marble stenographic 
posture chairs and Denominator side 
leg chairs for visitors are painted to 
match the desks. 
























Accessories of the 





i Bea eye catching accessories, 


intelligently integrated with stand- 
ard stock, is a good recipe for 
increasing business. A small 
inventory makes available large 
new areas for sales. ‘Capturing 
the rosy 100% markup,”’ repre- 
sented by sale of accessory items, 
should be a No. 1 resolution for 1958. 





5. Foreign language dictionary set 
in red, green, or bluéwmorocco 





1. “For the desk ibat has everything leather. For foreign correspondence 
a brass rule: ‘evel or T-square or travel. From Artamount, No. 
Practical and decoratiye. Fron MX 189. Set retails for $12 
Vincent Lippe. Rule is $4. Others $6 \ 





2. Enormous ash tray of brass 
from India accommodates eight 
smokers. Style P268P from the 
Fan Co. Retail is $13.50 3. Solid maple eight-day clock, 13 
inches in diameter, is offered by Rees 
& Orr. Model No. 40 has front wind 
jeweled movement, and solid brass 
hands and numerals. Retails for $38 





oC 6. “Casbah” gets its name from the 

Eastern Mediterranean area influence 
In white and orange with gold sym- 
bols. Richards-Morganthau imports 

this lamp No. 2443 to retail at $87.50 
with a ruffian shade 





is 
EE j 
' CS: pete sey 
EUGENE BARNES 4. “Celebrity” by Selig offers modern styling with 
Merchandising Advisory Service zipper covers, self-covered deck, and brass or wood 


435 E. 73rd St., New York, N.Y. legs. No. 800-95 lists for $370 in the base fabric 





Selected for Office Appliances by 
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y | Eugene Barnes ———— 
10. The Eastern 
Mediterranean 

influence is carried 
through in 
‘Phonecia,” left, by 
Greeff Fabrics, Inc. 
Hand printed on 
cotton and rayon 
antique twill for $9.75 
a yard, retail. 
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| “Malabar”, right, also - 
} available from Greeff, = 
’ is hand-printed cotton 
| for $7.45 a yard. Both zat 
are available in < a 
various colors. y ® 
XN. We 
~ ie 
’ = x 
oh : 
cA 
" # : 
r. 
‘ * e 
: 4 as 2 “ 
seiii ri LA 
7. Peruvian walnut paneled figure prints framed in Va ¢ 
' anodized aluminum, silver or gold. Styles WA 15-A ?. So 
and AF 15-B from Haberge, Inc. Panels are 24 at %. 1 
; inches long and 9 inches deep. Retail is $12 and $10. * 
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8. Smart, “he-man” accessories in Guilford leather 
from Rees & Orr. Units include desk pad, letter 
opener, paper weight, pen and base, and frame. 


wal 


9. Strictly Danish, 
Selig’s No. 28 
Italian inlaid-tile 
table is a must for 
contemporary in- 
teriors. Designed 
by I. B. Kofod- 
Larsen, it is 22 by 
60 inches and 
stands 16 inches 
high. Retail, in- 
cluding cane shelf, 
is $125. 
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Dealers who wish further information about eccessory items 
on this page are requested to use inquiry card facing page 66. 
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Dale Wernig president of 
Holscher-Wernig Office  Furni 
ture Co., St. Louis, Mo. 


@ “NEVER HAS THERE been anything like this in 
St. Louis before it's what architects, interior de 
signers and business executives have wanted for 
years’ — are typical of comments expressing the 
enthusiasm and interest of visitors to the recent 
opening of the new Holscher-Wernig Office Fur- 
niture Co. showroom. 

This large and extraordinarily complete showroom 
is another example of the great strides which have 
been made in the business of furnishing offices dur- 
ing the past few years and of the wholly new 
approach to merchandising office equipment. 

Dale J. Wernig, president of the firm, says, “We 
are finding that the up-to-date office furnishings 
store must offer more than just furniture and re- 
lated equipment. Today's business executive is looking 
for ideas and sound help in the basic planning of 
his ‘paper work’ areas. He is extremely conscious of 
the relationship between proper equipment and maxi- 
mum work output; and the relationship between in- 
spiring surroundings and his employees’ morale. 
He is also painfully aware of the high cost of office 
floor space, and wants to make every expensive foot 


The First Floor .. . of the new show 
room features Steelcase desks, chairs 
Convertibles and accessories down the 
center aisle with a spotlighted display 
ona dias just inside the entrance 


(center rear). 





St. Louis Firm Sells Ideas 
Along with Office Furniture 


Exterior View . . . of Holscher-Wernig building where has just 


been completed a new showroom for the company’s Steelcase 


and other office furniture lines. 


of it pay its way. Our selling, therefore, has to be 
a new kind of total merchandising 

“In our new showroom, recently opened in a 
heavy-traffic section of downtown St. Louis, we 
had two objectives: first, to give our salesmen the 
tools for implementing this new kind of selling in 
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One of the Executive .. . offices at Hol 
scher-Wernig’s new showroom. All ex 
ecutive and general offices of the com- 
pany are furnished in Steelcase furni 
ture and Convertible units. 
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ST. LOUIS FIRM .. . continued 


the most effective manner; and second, to provide 
our customers with a single source for information, 
guidance, and accessory merchandise of all kinds, in 
addition to the finest in office furniture 

“Selling desks, chairs and files, is our major busi- 
ness, but we are deep in ‘complete package’ selling. 
This includes not only major furniture and related 
equipment, but carpeting, tile flooring, paint for 
office walls, drapery fabrics, lighting equipment and 
decorative accents. And, we're discovering that this 
is not only a better way to sell office furniture, but 
a more interesting and profitable way.’ 

The new Holscher-Wernig showroom, four stories 
high, occupies a total display area of 15,000 square 
feet, with approximately 20,000 square feet of ware- 
housing and shop facilities. Only three floors are used 
at present. The fourth floor is reserved for future 
expansion. 

In the first floor’s main selling area, ceilings are 
17 feet high. In order to “bring down’ this over 
head expanse, while retaining at the same time a 
feeling of airiness, a simple molding was attached 
all along the side walls, at balcony height. Wall 
colors, which vary with the different areas, extend 
only to this molding. Above it, walls and ceiling are 
painted in a soft flesh color, to give a light, open 
effect. 

A variety of dividers is used to separate the dif- 
ferent settings, so that colors need not conflict or 
distract. These dividers, in addition to semi-parti- 
tions include attractive planters, Shoji screens and 
raised platforms. The black tile flooring is covered 
in most areas with.the carpeted platforms, free from 
area rugs, and broadloom. carpeting, leaving a nine- 
foot*main traffie’ lane entirely in tile. 

Nucleus of the company’s layout, color co-ordinat- 
ing and assembly of large brochure presentations is 
the Design Center, also on this first floor. While not 
highly decorated, this Center is thoroughly work- 
manlike and convenient. 





View Toward Rear. . . of the new Holscher-Wernig showroom, 
showing the co-ordinated displays of Steelcase furniture for the 
modern office. 





Large Display Window .. . facing busy Olive St. in downtown 
St. Louis features Steelcase’s new Sabre group for executives. 
Other Steelcase office desks and chairs are shown to the right 
and rear 
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H-O-N Doubles your Opportunity to 
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Sell Transfer Files 


Opportunity No. 1l.. 
H-O-N Transfer File Model 135. 


4 five drawer file that is 52 
inches high. Accommodates 
91,” filing systems. Permits the 
transfer of folders only. Avail- 
able in letter size, 261%" deep. 


Opportunity No. 2... 
H-O-N Transfer File Model 145. 


A five drawer file that is 60 
inches high. Accommodates 
standard 10” filing systems. 
Permits the transfer of guides 
and folders intact. Available in 










of about 10% in cost. deep. 


v 


This model represents a saving both letter and legal sizes 26 . - 





S trong all-steel construction. Nylon rollers on all drawers as- 
sure easy action and freedom from binding under heavy loads. 
These units may be double decked without affecting easy action 
of drawers. Holes provided for horizontal bolting. 


H-O-'N 


OFFICE EQUIPMENT 





Order now for prompt delivery to fill your customers’ transfer 


THE H-O-N CO., MUSCATINE, IOWA . 
file requirements. 
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New Products 





MODULAR OFFICE FURNITURE 





Imperial Desk Co. 
1312 W. Florida St. 
Evansville 7, Ind. 


“Volee’’ is a new group of modular office 
units which was designed for the com- 
pany by Don Dailey and Associates. It 
combines extfuded aluminum legs and 
finished walnut panels and tops. Drawer 
and cabinet units are interchangeable 
The group includes executive, clerical and 
receptionist desks as well as credenzas, 
side units, cabinets and tables. Units 


shown here include the executive desk, 
side unit and credenza. (Inquiry Card No. 
20) 


ee 


PORTABLE DICTATION UNIT 





SoundScriber Corp. 
North Haven, Conn. 


Company’s newest portable dictation 
unit is powered by four standard 
flashlight bctteries. It is transistor 
ized and completely self-contained 
It weighs six pounds and is said t 
have an operating cost of 5 cents per 
hour. The “’200-B” unit takes a 15 
minute plastic recording disc which 
can be played on any standard 
phonograph taking 33 1/3 r.p.m 
records. (Inquiry Card No. 19) 


VERTICAL VISIBLE RECORD 
SYSTEM 





Vertical Records Co. 
114 Yorkville Ave. 
Toronto 5, Ontario, Canada 


The “Viscard’’ vertical visible record 
keeping system for machine or hand post- 
ing has been developed by this Canadian 
firm and is now available in the United 
States. The “’Viscard” units will hold rec- 
ords of 6, 8, 10, 11, and 12-inch heights. 
Forms may be single, super-imposed, car- 
bonized, folded, or the like. The unit 
shown here, the C100 “’Deluxe,’’ holds up 
to 13,500 cards. The capacity is con- 
stant for all height cards. It features alu- 
minum one-piece dividers with steel legs, 
a short operator reach, a locking top and 
a sliding posting table. There are many 
other units available as well. The manu- 
facturer has pointed out that this equip- 
ment has been designed for distributor 
merchandising with associates stocking 
the basic components, which are_ inter- 
changeable. (Inquiry Card No. 30) 


PAYROLL BOOK 








Dome Publishing Co., Inc. 

2357-61 Canal S?. 

Providence, R.I. 

Company is now accepting orders for its 
new “Payroll Book’’ No. 625 designed for 
smaller firms having one to 25 employees 
The book has a green lexhide cover with 
pure white embossed letters. Size is 9 by 
72 inches. Includes a calendar of tax 
forms and an instant tax calculator for 
figuring sociai security tax. (Inquiry Card 
No. 38) 


SECRETARIAL CHAIR 





Wells Chairs Co. 

Michigan City, ind. 

The ‘Debonair’ is the name for 
the firm’s new secretarial pos- 
ture chair. The chair has a full 
3¥%-inch thick molded latex 
cushion seat and a_ two-inch 
thick backrest. It has several ad- 
justments for comfort. (Inquiry 


Card No. 23) 


ADDING MACHINE 





Marchant Calculators, Inc. 

1475 Powell St. 

Oakland 8&8, Calif. 

Marchant has introduced its first 
adding machine at the recent Noa- 
tional Business Show. It is a 10-key, 
fully electric adder with a 10-column 
capacity and an 11-column totaling 
capacity. Features automatic single 
spacing totals and sub-totals, direct 
subtraction and credit balance. Also 
has dual-purpose operating bars, one 
for total and add and one for sub- 
total and correction. (Inquiry Card 
No. 25) 


For More Information Use Inquiry Card Facing Page 66 
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“4ucther PROFIT PRODUCER 
for Shaw-Walker Dealers 


The 1958 OFFICE GUIDE is a 
profit-producing part of the 
most complete office equip- 
ment franchise in the world 


— 5,000 items. 








The Shaw-Walker Dealer is ditibuting to > office cvipment 
buyers this colorful, 252-page : ox 757 . . 
name imprinted on the front cover. — x ! 
The OFFICE GUIDE increases dealer aiid ‘Gcansse it 
dealer's salesmen and the dealer's customers and prospects eee 
ot —: information vate Bele views aaa i pe aps 
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tame One" dealer in your community. If you 
i Skyscraper” city who has the privilege of 
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EVERYONE NEEDS 


* 

From Archeologists to Zoologists, figure work poses a prob- 
lem. But you can help them...and at the same time profit by it! 
Offer them the very best — a new Remington Rand TOPF.LicHT 
Adding Machine. Look at this EXCLUSIVE COMBINATION 


isi oP Brand Acce eptanice 1 that can brighten your profit picture. 
sa 





§ » Fac) 
=a : 


—_ = 
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weekly Terms , But that’s not all! You can sell all TOPriicnt Adding Machines, 

f wi Low J both hand or electric models, for a small down payment — balance 
5 ae a’ to meet your customers’ individual budget requirements. For 

; na ™ = your Profit-Producing Sales Campaign we have sales aids and 

a” mats of every description. They’re at your disposal... FREE 


| a 
OF CHARGE. 


In addition, remember that all Remington Rand TOPF.LIGHT 
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A “TOP flig 


Adding Machines and Cash Registers are precision-engineered 
for top performance. That’s why every Remington Rand 
TOPr.icut features EXCLUSIVE Cushioned Power that adds 
years of service, and the world’s fastest Adding Machine Key- 
board — fastest because it’s simplest! 

Features like these, combined with Top Brand Acceptance and 
LOW WEEKLY TERMS are producing Dealer profits never 
thought possible before! Sit down right now and call or write your 
nearest Remington Rand Dealer Sales Office. A representative 
will be happy to explain the full advantages of this fast selling line. 


7 band 
DEALER SALES 


DIVISION OF SPERRY RAND CORPORATION 


315 FOURTH AVENUE, NEW YORK 10, NEW YORK 
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‘*‘DES-KART”’ 





Geerpres Wringer, Inc. 
P.O. Box 658 
Muskegon, Mich. 


The ‘’Des-Kart’’ is a new device 
which can be used in the office to 
move bulky desks or other heavy 
equipment and in the home to move 
furniture. It can be operated by a 
secretary with no trouble. Two identi 
cal units make up the ‘’Des-Kart 

Each unit consists of a chrome-plated 
handle, adjustable hardwood support 
block and heavy-duty bal! bearing 
casters. The support blocks are ad- 
justed to about Y2-inch above the 
bottom of the desk and then inclined 
to slip the support under the desk 
The handle is lifted to a vertical posi 
tion and this lifts the end of the 
desk off the floor. This is repeated on 
the other side and the desk is ready 
to be moved. A safety strap is pro- 
vided to tie the handles together to 
prevent accidents. (Inquiry Card No. 
9) 


LEAD HOLDER SET 





Alvin & Co. 

Windsor, Conn. 

This new set includes a_ five-inch 
pocket-size lead holder, a ‘’Kleen 
Point’ lead pointer, a tube of refill 
leads and an extra set of replacement 
blades. Kit is designed to hold basic 
drawing or writing tools for many 
professional, technical or student 
needs. Set is packaged in a hinge 
type box and retails at $3.95. (In- 
quiry Card No. 26) 





OFFICE CHAIRS 
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Harter Corp. 
Sturgis, Mich. 


Company is showing a new line of 
steel office chairs with contemporary 
styling. This is the ‘“Tempo Suite’ 
group consisting of an_ executive 
posture chair, an executive swivel 
chair, a side armchair and a secre 
tarial chair. Models shown are the 
swivel and side armchair. (Inquiry 
Card No. 17) 


CLOCK-CALENDAR-MEMO 





Vocaline Co. of America, Inc. 
Old Saybrook, Conn. 


The new ‘‘Mem-O-Matic’’ combines 
a number of conveniences in one 
unit. It shows at a glance the dates 
for ‘‘Today,”’ ‘“Tomorrow,”’ and “’Day- 
after-Tomorrow.’’ The printed calen- 
dar roll can also be used for jotting 
down personal or business memos at 
the same time, and all major holidays 
are listed. The unit, beside giving the 
right calendar information, also has 
a clock. An additional refill calendar 
roll for the next year is supplied with 
each unit. It retails for $19.95 and 
can be imprinted on the calendar 
strip and on the exterior name plate 


(Inquiry Card No. 37) 








NEW PRODUCTS ¢ovtinued 


CLASP ENVELOPES 









Quality Park Envelope Co. 

2520 Como Ave. 

St. Paul 8, Minn. 

“Pine Kraft’’ is the newest addition to the 
company’s family of clasp envelopes. !t 
is available in all popular sizes. It is a 
machine-glazed Kraft with a _ feature 
smoothness said to give a fine printing 
surface and an anti-scuff toughness. It is 
now a regular stock item. (Inquiry Card 


No. 31) 


PORTABLE DRAFTING MACHINE 


x 








David Miller & Associates 
Box 572 
Beverly Hillis, Calif. 


Company has introduced a new portable 
drafting machine which is compact 
enough to be folded jackknife-style to fit 
into a pocket when detached from _ its 
drawing board. It is called the ‘’Draft- 
ette,““ and is now available attached to 
a portable drawing board that fits into a 
briefcase. The unit takes the place of a 
T-square, ruler, protractor and triangles. 
It is of all aluminum construction and 
available in three sizes. (Inquiry Card No. 
35) 


1 NAME PLATES 


The Alsquare Co. 

P.O. Box 642 

Dover, N.J. 

A new line of name plates and stock 
signs has been introduced by the 
company in varied colors with white 
lettering. The sign fabrication is ac- 
complished by a ‘‘photo-engraving”’ 
process in a silica reinforced plastic, 
eliminating laminations, engraving 
and surface lettering. Available in 
several sizes and color combinations. 
The name plates are 6 inches long 
and 1% inches high with a black 
background and white lettering. (In- 
quiry Card No. 45) 


For More Information Use Inquiry Card Facing Page 66 
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—and simplified tray removal 


featured in PEERLESS (96552 =e ees Se alan 
CARD FILES means extra 


filing cabinet sales for you 


~ 


Sell Peerless. Be prepared to offer 

the complete line of card filing cabi- f mcs ~ SSEPES 
nets. There’s a 20-tray and a 22-tray “*****""=susssesesees 
model for Tabulating Cards. Plus a 
14-tray, 16-tray, and a 20-tray model 
for 3”x5”, 4”x6”, and 5”x8” Standard 
Index Cards. 
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Sell Peerless and you sell cadmium 
plated follower blocks and runners . 


pil 


no paint to gum-up and mar cards. 
Full finger slots permit quick refer- 
ence to any section by pushing up 
from below. Finger release follower 


















block prevents warping and spilling «ngs ee 
of cards. New follower block thumb a ee 

DOI= 
grip prevents card damage. st mange wes 





Many additional, exclusive sales \e oe ets 
features like these make the Peerless \ il = 
Franchise today’s outstanding line of = ee 


yer, 
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metal office furniture. It may be that 
the franchise is open in your territory. 


A copy of Folder #100-A will give 
you ALL the facts on the sales- 
ability features of Peerless Card 
Files. Write for your copy today. 
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Top illustration shows cadmium 
plated follower block ... center 
photo illustrates positive follower block locking ... lower photo 
trates ease of foll block operation. No damage to cords. 
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TWO-DRAWER 
‘*‘PENDAFLEXER”’ 











Oxford Filing Supply Co. Inc. 
Garden City, N.Y. 

Most recent addition to the 
firm’s line of ‘‘Pendaflexers’’ is 
the No. 432 ‘Tudror’’ which of- 
fers increased filing capacity (24 
inches) and provides for follower 
blocks in both top tray and bot- 
tom drawer. Designed for either 
conventional folder or hanging 
folder filing. Unit is steel with 
gray baked-enamel finish. Has 
twe-inch roller bearing casters 
with ‘‘step on-step off’’ brake 
age caster. (Inquiry Card No. 


CALCULATOR 





Victor Adding Machine Co. 

3900 N. Rockwell St. 

Chicago 18, Ill. 

The Victor ‘’Mult-O-Matic’’ calcula 
tor, lower-priced companion to the 
four-function Victor ‘Automatic 
Printing Calculator,’’ is said to auto- 
matically perform all figure work nor 
mally encountered by retailers, such 
as checking invoices, computing dis 
counts and figuring costs and mark- 
ups. It offers multiplication, addition 
and subtraction through one contro! 
and only one set of 10 numeral keys 
(Inquiry Card No. 22) 








WALL PLAQUE 





Peter Pepper Products 
Palos Verdes Estates, Calif. 


“The Penguin’’ is a contemporary 
wall plaque for use in a grouping 
as shown or individually. The figure 
is solid walnut accentuated by the 
pure white background. Size of each 
is approximately 30 inches high and 
nine inches wide. The retail price is 
$20 each. (Inquiry Card No. 16) 


MINK TELEPHONE INDEX 


Elbe File & Binder Co., Inc. 

Fall River, Mass. 

The world’s most luxurious telephone in- 
dex is the way the company describes its 
new “’Mink-Dex’’, an index with the binder 
covered in full pastel mink, trimmed with 
gold edging and name plate for personal- 
izing. The address and index sheets are 
also gold-edged and gold-stamped A to Z 
The lining is kid-grain gold. The unit re- 
tails at $55, and can be had in a match- 
ing gold-trimmed vanity case for $67.50 
(Inquiry Card No. 53) 


GILT OIL PAINTS 


F. Weber Co. 

1220 Buttonwood St. 

Philadelphia 23, Pa. 

Company has produced a gold and 
silver oil paint (metallic bronze and 
metallic aluminum) which is prepared 
ready for use in a concentrated form 
with bristle, sable brushes or painting 
knives. The metallic powders have 
been blended with the oil medium to 
obtain the paint said to be both dur- 
able and brilliant. (Inquiry Card No. 
46) 






NEW PRODUCTS (ovtinued 


ADDING MACHINE 





Golemon Mig. Co. 

7451 Coldwater Canyon Ave. 

North Hollywood, Calif. 

Company’s new adding machine is 
hand-operated, 10-key model with a 
direct subtraction feature. Feature 
keys include total, sub-total, non-add, 
direct subtraction, repeat, and correc- 
tion. It is only 5 inches high, 73% 
inches wide, and 12% inches long. 
It weighs nine pounds. Company says 
it is of simple mechanical design 
naking it trouble-free in general op- 
eration. It is completely manufac- 
tured in the company’s California 
plant. (Inquiry Card No. 38) 


MACHINE STAND 





v 


Thomas Service 
654 S$. Westlake Ave. 
Los Angeles 57, Calif. 


The company’s new machine stand 
features a center post with four legs, 
two with casters and two with rubber 
feet. The stand is adjustable from 25 
to 38 inches in height, and is said 
not to wobble, even on an uneven 
floor. The stand features a 22-inch 
base and a low center of gravity to 
prevent tipping. It also has a one- 
piece, instantaneous brake and a 
solid, one-piece top which can be 
turned 180 degrees to change the 
leaf from right to left or at a right 
-_ to the base. (Inquiry Card No. 


For More Information Use Inquiry Card Facing Page 66 
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Everybody’s getting into the Royal act... 
and swimming in Portable profits! 


AYBE “‘swimming’’ doesn’t de- 
M scribe it accurately—but more 
and more Royal Dealers are report- 
ing continued success with the Royal 
Portable line. 

And for good reasons. First, the 
Royal Portable is a profitable item 
for your store...in fact the most 
profitable per square foot of display 
and inventory space used. 

Second, the Royal Portable is the 
most merchandisable. There are so 
many models to feature, all with 
highly-promotable, exclusive Royal 


features... including the sensational 


cYA America’s most 
wanted »ortable 


Product of Royal Mcl oratior 
ot type 


orld’s largest manuf 


new quick-change ribbon—TWIN- 
PAK! And Royal has new promo- 
tion and display material to go with 
all this. 

Meanwhile, you have the powerful 
backing of Royal’s continuing adver- 
tising behind you, constantly telling 
your customers about the wonderful 


advantages of Royal Portables. 

If you’re not in the swim selling 
Royal Portables, why not investigate 
its big profit opportunities right now ? 

Write Royal McBee Corporation, 
Appliance Division, Westchester 
Avenue, Portchester, New York, for 
all the details. 
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UTILITY KNIFE 





Flash Mfg. Co. 

169 Murray St. 

Newark 5, N.J. 

Newest utility knife in the company line 
is featured as three knives in one unit. 
It is called the ‘‘Lewis 3-Way Knife.” It 
offers a combination utility knife, paint 
scraper, and linoleum and roofing cutter 
A screw-action in the handle positions the 
knife. The unit is individually packed com- 
plete with five blades. (Inquiry Card No. 
44) 


NAMEPLATE 





Bronze Marker Corp. 

P.O. Box 84 

Maple Park, Ill. 

Desk nameplate is finished in solid bronze 
or aluminum showing a leather textured 
background in contrasting colors. Features 
a hand-rubbed walnut base and hand- 
chased lettering. Five styles are currently 
available, two in bronze and three in alu- 
minum. Nameplate is 13 inches long. (In- 
quiry Card No. 32) 


BRUSH-TIP PEN 


Ropex Co., Inc. 

601 W. 26th St. 

New York 1, N.Y. 

The ‘Partner Broad-Scriber’’ 
is a new brush-tip fountain 
pen now available in the 
United States. The points 
are made of ‘’Perlon,’’ the 
trade name for a newly per- 
fected tough fibre bristle 
which is flexible and yet 
rigid for detail work. The 
pen is designed for writing, 
sketching, lettering, and 
marking on almost any sur- 
face. Seven interchangeable 
flat and round nibs are 





ADDRESSOGRAPH PLATE 
EMBOSSER 





Addressograph-Multigraph Corp. 
1200 Babbitt Rd. 

Cleveland 17, Ohio 

The ‘‘Graphotype Class 350” is a new 
portable Addressograph plate emboss- 
ing machine created especially for 
small volume requirements. It is not 
much larger than a standard office 
typewriter and permits the user to 
make additions and changes in the 
file as soon as they occur. (Inquiry 


Card No. 52) 


CALCULATOR 





Addo-X, Inc. 

145 W. 57th St. 

New York, N.Y. 

Company has a new grand total ma- 
chine (Model 541E), which has an 
accumulating register and credit bal- 
ance. Designed to save time and sim- 
plify calculation work in cases where 
it is necessary to have sub-totals and 
grand totals of earlier totals, both 
negative and positive. (Inquiry Card 
No. 57) 





available with the pen. It ee 
fills like a regular fountain 


pen and has an “ink win- 
dow” to identify the color of 
ink in the barrel. Retail 
price with one tip is $4.95. 
(Inquiry Card No. 54) 
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NEW PRODUCTS ovtinued 


POSTURE ARMCHAIR 





Precision Mfg. Co. 

833 Chicago Ave. 

Evanston, Ill. 

New executive posture armchair 
features two seat adjustments 
and four back adjustments with 
spring-action control. The up- 
holstery is porous, plastic webb- 
ing in 13 colors which are in- 
terchangeable in plaid or check 
patterns. The frames are finished 
in brushed chrome or satin or in 
office colors which match any 
desk. The base is cast aluminum. 
Chairs can also be had in tub- 
ular base models and _ shorter 
styled seats. This is model PA43. 
(Inquiry Card No. 41) 


MOBILE PLAN FILE 











Stacor Equipment Co. 

295 Emmet St. 

Newark 5, N.J. 

A new steel mobile tubular file 
has been introduced by the com- 
pany. It is called the ‘Plan- 
Mobile’ because of its design as 
a compact storage unit which 
moves on ball-bearing casters. 
It is available in two sizes, 30 
and 60-file capacity, as well as 
with tubes with metal caps and 
bases for holding the plans. (In- 
quiry Card No. 48) 


For More Information Use Inquiry Card Facing Page 65 
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The Master Mind of Cash Control 


COMPLETE 
PROTECTION 
FOR SHOPKEEPER 
AND SHOPPER 
















Sensational ! 
Simply Fantastic! 


™, 


“For friendly 
shopping” 


REGNA 
Cash Master 
“The Dream 
of every 
Retailer” 


Revolutionary new 
Mail the coupon—Mail it today—Mail it now! 


| aii 


REGNA CASH REGISTERS INC., 
175 Fifth Avenue, New York 10, N. Y. 
Gentlemen: 


Please rush more information on the new Regna Cash 
Master and outline advantages of becoming a Regna Dealer. 


streamlined Cash Register, with 
automatic, itemized receipts, numbered 
and dated, stamped with the Firm’s name; 
accumulating automatic customer 











counter, as well as built-in 
adding machine. 


In Canada: Regna Cash Registers 

of Canada Ltd., 704 Notre Dame St. W. 
Montreal, Que., and Business Equipment 
Machines, 489-R King St. W. Toronto, Ont. 
OUTSIDE CONTINENTAL U.S:: 
Jorgen S. Lien, Box 507, Bergen, Norway 


Name 
Address 
City Zone State 
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GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
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“Would you be interested in cutting your filing and finding costs as much 
as 30%?” Suppose you insisted on your clerks asking that question of 
everyone who came into your store — and insisted on your outside sales- 
men asking that question everywhere they called. Try it and you will find 
a livelier bunch of sales prospects for Guide-O-folder than you ever im- 


agined possible. 


So easy, accurate and fast is filing and finding with Guide-O-folders that 
their value is recognized immediately. With their metal adjustable tabs, 
they are readily adapted to every filing system. And Guide-O-folders glide 
along on the metal frames with finger tip ease, eliminating all the exasper- 


ating tedious tugging and hauling of ordinary folders. 


You’ve never sold anything more easily in your life. Put this idea to work 
for you for the coming transfer time. If you aren’t selling Guide-O-folders 


wire or write for complete information today. 
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FILING ano’ 


NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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OMERS CAN CUT 
» FINDING COSTS 30%. 


Ploy THE HANGING FOLDER 
D WITH ADJUSTABLE METAL TAB 
sseeds D le : 
WITH SLID-O-MATIC ed 


DISAPPEARING TOP 
























A personal file, desk high, where information may be kept in- 
stantly available. The Slid-O-Matic top completely disappears at 
a slight push of the finger. It slides back into place with equal 
ease. Gray or green finish. Sturdy all steel construction. Mounted 
on rollers, the Guide-O-file can be moved about as required. 


The Guide-O-file is equipped with 25 Guide-O-folders complete 
with adjustable metal tabs and an assortment of inserts for tab 
J headings. Guide-O-file is also available without the stand. 


Filing Supplies 

GUSSCO dealers fill more than 95% of their custom- 
ers’ requirements right from stock reducing the 
amount of “specials” to the minimum. But when 
“specials” are needed, GUSSCO is geared to do a 
real job. The GUSSCO Line, item by item, is sound, 
quality merchandise. You can pay more but you can’t 
buy more value. Priced to meet all competition and 
still permit you a good square profit. The GUSSCO 
Line is a sales and profit combination you just don’t 
beat. And, GUSSCO is sold thru dealers only. Now 
is the time to order your stock for the transfer period 
just ahead. 





OPEN SHELF 
FOLDERS & GUIDES 
are now available 


Trademark 


Transfile 


STEEL FRONT FIBRE BOARD TRANSFER FILES 


Your customers know that all the records they make are necessary 
and vital to their operations. They also know that all records 
should be housed to keep them at their finger tips. That’s why the 
TRANSFILE low cost method of keeping semi-active and inactive 
cords grows steadily in popularity. Because all the weight of the 
drawers and their contents is supported on steel, TRANSFILE 
Files can be stacked as high and as wide as desired. Shipped flat, 
ey fold together easily without screws, bolts or tools. This trans- 
time is the time to really give them a play. 





3 stvues @ 3 sizes 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N 
WEST COAST REPS. = GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAI 
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Haskell, Inc. 
303 E. Carson St. 
Pittsburgh 19, Pa. 


The ‘Gateway Group,’’ a new decorator 
design group by Ken White Associates, 


has been introduced by the company 


line is aimed at those who want decorator 
designed offices at a modest price, accord- 
ing to the company. Featured in the col- 
lection are double and single pedestal 
desks, two and three sectional credenzas 
and tables for many uses including con 
ference, reception, executive, and secre- 
tarial. A large range of colors and two- 
tone combinations is available. (Inquiry 


Card No. 55) 


ORMEGRAPH RAILWAY 





Ormegraph S.A. 
c/o L. J. Washington 
18 Madison Ave. 


, Morristown, N.J. 


Ormegraph ‘Railway’, developed by 
the same firm that produced Orme- 
graph “’Multicontrol’’, has been de- 
signed for use in printing and ac- 
counting travelers’ tickets at the time 
of issue. The machine itself is small 
and easily placed on the counter. It 
can serve 10 customers a minute at 
peak periods. The system besically 
prints and records the ticket and data 
on two rollerstrips by means of small 
zinc typing units which are arranged 
separately. The standing data are 
printed by the machine itself, re 
cording such information as date of 
issue, issuing station, definition of 
voyage, type of train and code or 
safety marks. (Inquiry Card No. 28) 





ELECTRIC STAPLER 





Staplex Co. 

777 Fifth Ave. 

Brooklyn 32, N.Y. 

The model SE-77 ‘‘Golden Touch” 
electric stapler has been named be- 
cause it drives a staple at the touch 
of a finger on a golden staple bar. 
This is the lowest priced unit yet to 
be on the market by the company, a 
spokesman said, and is designed for 
mass-market appeal. The unit weighs 
seven pounds and plugs into any 
standard AC outlet. The unit is sole- 
noid driven and has no motor. A 
companion model is foot, knee or 
hand driven for added speed. (Inquiry 
Card No. 24) 


RIBBON-CARBON TESTER 





Frank Simonye 

Mt. Airy and Harbourton Rd. 
Lambertville, N.J. 

A new and improved electric ribbon 
and carbon paper tester has been in- 
troduced recently. Speed can be con- 
trolled from 25 to 100 prints per 
minute, with the machine working on 
a one-sixth horsepower motor. A ten- 
sion-changing unit is located on the 
right side to provide either a heavier 
or lighter print by the use of a vari- 
able speed control. The start and 
stop switch is located on the front, 
left side, to control stopping within 
a fraction of an inch. The price is 
$365 in the U.S. (Inquiry Card No. 
50) 


NEW PRODUCTS covtinued 


BOOKCASE 








Nucraft Furniture Co. 

1615 Eastern Ave. 

Grand Rapids, Mich. 

Company now offers pastel 
colored interiors in its sectional 
bookcases The walnut units 
have interiors with a choice of 
flame red, citron yellow, sky blue 
or carnation pink shades of bal- 
anced colors to permit mixing or 
matching separate sections. (In- 
quiry Card No. 40) 


EXECUTIVE POSTURE 
CHAIR 





Hamilton Mfg. Corp. 

Columbus, Ind. 

The new ‘Cosco Director’ series 
executive posture chair features 
seven comfort adjustments, three 
to regulate the height, depth and 
slope of the seat, another two to 
determine the height and angle 
of the backrest, and two more 
for the tension of spring actions 
in tilting the seat. A main selling 
point offered by the company is 
that the new model, No. 28STA, 
has been designed to basically 
conceal the adjustment features 
to offer a chair with clean lines 
and no heavy metal showing be- 
neath the seat or on the base. 
(Inquiry Card No. 49) 


For More Information Use Inquiry Card Facing Page 66 


58 


OA-1/58 




















He d 














Naturally Im sold on \ wets! 













7 
' 
ARE YOU WISELY 
SELLING WELLS? 
' 
' 
| Only Wells offers so 
much, yet modestly priced, in 
fine office seating. 
onal 
units 
e of 
blue 
bal- 
1g or 
(In- 
THE ARISTOCRAT “DEBONAIR" 
POSTURE CHAIR NO. 372 
Ouly *6422 i 
— ) ae 


*So ts my boss! 


eries 
ures 
hree 


‘7 You expect more from Welle and you get it! 


ngle 





nore | 
ions 
ling 

TA, A few exclusive dealerships are avail- 

a able. Write Miss Betty Miller. 

ines 

be- CHAIR CORPORATION 


iy Is 
ase 











Michigan City, Indiana 


‘58 OA-1/58 





ij 

















CALCULATING-ADDING 
MACHINE 
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Silver Bells Limited 

1637 Del Monte Bivd. 

Seaside, Calif. 

The Thales ‘’Time-Exa’’ machine is 
now available in the U.S. through the 
distributor. It has a 9-digit keyboard 
that adds, subtracts, calculates and 
does multiplication of hours, minutes, 
seconds and fractions by pulling the 
lever. It is 7 by 7% by 3% inches 
in size and weighs only six pounds 
It has a full multi-colored keyboard 
Price is under $100. (Inquiry Card 
No. 39) 


BRIEF COVERS 





Smead Mfg. Co., Inc. 

309-311 Second St. 

Hastings, Minn. 

Smead has announced the addi- 
tion of a new brief cover line 
which is identified as No. 470 
“*Aristo-Craft.”’ It is available in 
six distinctive two-tone colors 
Each cover is back-coated in a 
harmonizing color. The new line 
is also available with acetate win- 
dows, designated as the W470 
line. Construction is one-piece 
non-woven cover stock of cotton 
rag fibres, impregnated with Latex 
and Pyroxylin-coated. (Inquiry 
Card No. 51) 





CALENDAR-REMINDER 
PAD 


ae 





WEEKLY REMINDER PAD 


STARK 











Stark Calendars, Inc. 

100 Bissel St. 

Joliet, Il. 

This weekly reminder pad 
has been designed for use 
as a calendar and as a daily 
memo pad. It is suggested 
that it can be used as an 
advertising specialty with 
imprinting. It is designed as 
a weekly reminder and gives 
the owner a week’s activi- 
ties at a glance. (Inquiry 


Card No. 18) 


EXECUTIVE SWIVEL CHAIR 





Precision-Posturect Chair Corp. 
3100 Carroll Ave. 
Chicago 12, Ill. 


Company is now producing its 
new line of executive chairs with 
a new base featuring stainless 
steel scuff plates and ball bear- 
ing casters. The seat tilt mech- 
anism has a double-spring fea- 
ture and nylon .thrust bearing 
The dies for these chairs have 
been made so that both alumi- 
num and steel can be stamped 
from them, giving the dealer two 
lines of chairs. Steel is now be- 
ing produced and aluminum will 
follow at a later date. (Inquiry 


Card No. 21) 





NEW PRODUCTS ¢ovtinued 


PHOTOCOPY DUPLICATOR 
CABINET 





Mim-E-O Stencil Files Co. 
2027 W. North Ave. 
Chicago 47, Ill. 
This new ‘Photocopy Duplicator 
Cabinet’ unit features working top 
room for a photocopy machine, the 
work being processed, and two pa- 
per ejectors in front of the operator. 
Although designed especially for 
photocopy units, it will handle any } 
unit. It is model 212 PDC, available 
in frost green or hammerloid gray 
baked enamel. The cabinet is 32 
inches high and has right and left 
pull-out leaves. (Inquiry Card No. 
56) 
| 
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MODULAR UNIT 





Designcraft Metal Mfg. Corp. 

155 27th St. 

Brooklyn 32, N.Y. 

A new unit has been introduced in the 
firm’s current modular series. The top is 
constructed of wood-grained Formica with 
a 1'%-inch self edge. The steel pedestal 
unit may be had with box drawers, box 
and file, or double file drawers. The slid- | 





ing door cabinet is equipped with an ad- 
justable shelf. (Inquiry Card No. 43) 


DATED INDEX TABS 


Cel-U-Dex Corp. 
Box 1127 

Newburgh, N.Y. 
Cel-U-Dex is now making its %-inch | 
“Crown Tip’’ index tabs with inserts } 
which list the months, and the nu- 
merals 1 to 31 inclusive, as well as the 
usual alphabetical index. The tabs 
have been made square so that when 
separated, they can be used with the 
indices vertical for looseleaf binders, 
folders, books or the like. (Inquiry 
Card No. 47) | 


For More Information Use Inquiry Card Facing Page 66 
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BORROUGHS 


CONVERSION LINE 








OPTIONAL DOOR CONVERSIONS FOR 29°’ CABINET 





STEEL DOORS GLASS DOORS BORITE DOORS 





here’s a new avenue of profit for you in 58 


J» Every day more and more dealers are recognizing the great sales possibilities of this remarkable, 
profitable, easy-to-sell line of sliding door bookcases and supply cabinets. These 29” and 42” basic 
cabinets can be converted into sliding door units with steel, glass or “Borite’ doors simply by 
adding Borroughs plated sliding door tracks, All doors are interchangeable with this device. You 
need to stock only a limited number of basic units with an assortment of doors including the new 
Borite’” door which is an unbreakable composition of plastic and fiber glass in a “Furrow” pattern, 
in four colors — Beige, Aqua Glo, Pinktone, and Citrone 
Yellow . . . colors that harmonize with Borroughs basic 


units. Yes, there’s rich gold in this line. 





OPTIONAL DOOR CONVERSIONS FOR 42°’ CABINET 





STEEL DOORS GLASS DOORS BORITE DOORS 














B © R R © & SG a Ss MANUFACTURING COMPANY 


'@) F KALA MAZ oO oO A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3004 NORTH BURDICK amp. KALAMAZOO, MICHIGAN 
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Flo-Ball Pen Corp., Holland, Mich.— 
is packaging its new line of jewel- 
finished pen sets in a special varnish- 
coated display carton. The carton is 
die-cut to hold one ball point pen- 
and-holder set while the main body 
serves as a platform to show two 
additional sets. The carton is printed 
blue and black on white and has a 
reproduction of a cut diamond at the 
top to carry out the _ jewel-finish 
theme. (Inquiry Card No. 101) 





Ferber Corp., 75 W. Shef- 
field Ave., Englewood, N.J 
—is now packaging its 
“‘Pencilette’’ and ““Vu-Ri 
ter’’ products in one and 
the same small counter unit 
called the ‘Half ‘n Half 

Two dozen of each item are 
packed into the _ display 
which takes only a four by 
four-inch counter space 
The display was created to 
eliminate the amount of 
space usually taken for this 
purpose. (Inquiry Card No. 
105) 


\ PERSONALIZED 
- PEWCILS J the Ideal Gift 





rage RE ar i=. 


Pencil-Crafts Sales Co., 500 Willow 
Ave., Hoboken, N.J. — is offering 


its new counter display to sell per- 
sonalized pencils. The display is free 
of charge with a minimum purchase 
Two gift packages are placed back to 
back and rotate so as to enable con- 
sumers to see both open and closed 
package. (Inquiry Card No. 106) 





Arrow Fastener Co., Inc., | Junius 
St., Brooklyn 12, N.Y.—offers a 
three-color display unit for counter or 
rack use in presenting its A-44 sta- 
pler. The stapler itself is black and 
gold which adds to the general ap- 
pearance of the display unit. (Inquiry 
Card No. 102) 


Leopold Co., Burlington, lowa— has 
prepared a series of four-color over- 
sized postcards for mailing to cus- 
tomers. The cards include a_ per- 
forated section which the customer 
can detach and return to the dealer 
whose name has been imprinted on 
the card. This perforated card re- 
quests more information on the par 
ticular ‘‘Modular Mood” office furni- 
ture pictured. Units pictured on each 
card are explained. (Inquiry Card No. 
108) 





RECORDPLATE 
/ > RE 
BOOKSETS 





The Recordplate Co., 130 N. 
Fair Oaks Ave., Pasadena, Calif. 
—offers a new easel window dis- 
play for its line of ‘’Visi-Ref’’ 
loose leaf visible book sets. The 
display is 18 by 24 inches in 
size and shows a feminine hand 
pointing out the visible feature 
of the set in actual size and use. 
The display is free to Record- 
plate dealers and will be fur- 
nished free to new dealers with 
an order for the No. 734-500 
counter display unit of four each 
of the three basic book sets. (In- 
quiry Card No. 104) 





J. B. Carroll Co., 319 N. Albany 
Ave., Chicago 12, IIl—A_ special 
package deal is being offered in con- 
nection with the sale of the com- 
pany’s pocket calculators. One dozen 
each of five different calculators are 
displayed in this plastic counter dis- 
play which is free if the dealer buys 
the units. The display was designed 
for counter and impulse sales. Total 
retail value of the 60 calculators is 
$57. (Inquiry Card No. 103) 


For More Information Use Inquiry Card Facing Page 66 
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7 CLEAR LINE COLORS 
Blue, Black, Red, Green, 
Brown, Gold, Lavender 


3 GOLD STREAK POINTS 


The Premium Medium 
Point for every 
general use. . . . . . 3% 


The Executive Fine 
Point for auditors, 
secretaries, doctors. . . 49¢ 


The Multi-Purpose Point 

for marking meat, 

laundry, dry cleaning, 

photo reproductions, 
blueprints, multilith, | 
thermo-fax and offset. . 59¢ 


FRANKEL 


MANUFACTURING COMPANY 


Established 1906—manufacturers of world famous Klean Write 
stencils and nylon ribbons 


285 Rio Grande Boulevard e Denver 23, Colorado 
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NG SIZE Pen 


with the 


eather Touch 


The world’s sharpest 
writing “throw-away” pen. 
Miles of smooth writing. 


Needs no refills. 


Klean Write packs profits 
for the dealer in every -uper 
size pen. See your sales zoom 
with Klean Write! Just fill in the 
handy order blank below 


and order Klean Write pens today! 


See 82 FF 22a ee eee 


3 r ’ re AG, “4 
To: FRANKEL age a 
MANUFACTURING CO. Se ad gata 





285 Rio Grande Bivd. + Denver 23, Colorado es 


Please send me a trial order of a gross of 
Klean Write Boll Pens at your jobber's price. ~ 
If | am not 100% satisfied, I can return the order 
and receive full credit. ’ 


Nome 





Address 
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55 million Americans will see Olivetti full color ads in Life during the first 6 months of '58 


Olivetti, 580 Fifth Avenue, N. Y. 36 
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Workwall Div. of L. A. Darling 
Co., Bronson, Mich.—announced 
a new catalog showing a new sys 
tem of movable office partitions 
and paneling. The catalog fea- 
tures four-color pictures of in- 
stallations, detailed information 
and specifications. It is Workwal! 
Catalog No. 405. (Inquiry Card 
No. 121) 


Newport Business Forms Co., Inc., 
P.O. Box 976, Newport News, Va 
has a 32-page stock business forms 
catalog available which covers 45 
different sizes and styles in forms 
Each form is illustrated and described 
together with suggested selling prices 
Products covered are one-time carbon 
sets, manifold books, and voucher 
books. (Inquiry Card No. 124) 


Robert John Co., 202 S. Hutchinson 
St., Philadelphia 7, Pa.—now has 
catalog No. 20 available for dealers 
All types of desks and modular units 
manufactured by the compcony are 
presented along with specifications 
and price information. (Inquiry Card 
No. 127) 


Anderson-Hickey Co., P.O. Box 8006 
Nashville 7, Tenn.—now has oa cata 
log available which covers steel filing 
equipment, desks, and cabinets. A 
models are illustrated and specifica 
tions are given. The back page in 
cludes full color samples of finishes 
(Inquiry Card No. 126) 





Riike 


nerchandise hoiders 





Reflector-Hardware Corp., 1400 
N. 25th Ave., Melrose Park, Ill. 
—has prepared Catalog No 
SKY-8 covering ‘’Space-Klips’’ 
merchandise holders. The 12- 
page booklet is completely illus 
trated and shows hundreds of 
items in suggested or actual 
usage. It aiso shows the latest 
techniques in department organi- 
zation to enable retailers to dis- 
play hundreds of items that are 
presently displayed in bins. (In- 
quiry Card No. 122) 


Specialty Ink Co., Inc., 1011 E. 46th 
St., Brooklyn 3, N.Y¥.—has available 
a booklet, No. 56, which covers the 
various types of inks manufactured 
and the prices. A special dealer dis- 
count price list is included separately 
(Inquiry Card No. 128) 





Ferrometal Partitions Div., Milwaukee 
Stamping Co., 2530 W. National 
Ave., Milwaukee 4, Wis.—offers a 
new four-color brochure illustrating 
and describing a new line of Ferro- 
metal steel office partitions now avail- 
able. It contains four-color illustra 
tions of office arrangements, together 
with floor plans to fit varying needs 
data on installation, colors, sizes and 
full specifications. Copies are free 
(Inquiry Card No. 129) 








Steelcase, Inc., Dept. P, 1491 
Division St., Grand Rapids, Mich 
—offers a new 44-page catalog 
entitled ‘Steelcase Desks.’’ The 
full-color and black and white 
book shows specially designed 
office settings and_ close-up 
sketches of the practical fea- 
tures of each model. The catalog 
is usable for dealers and cus- 
tomers alike. (Inquiry Card No. 
123) 


Neubauer Mfg. Co., 525 Lowrey 
Ave., N.E., Minneapolis 18, Minn.— 
has prepared a two-color brochure on 
steel storage products which covers 
adjustable steel shelving, open shelf 
filing units, folding chair trucks, 
mobile basket trucks, gym_ basket 
racks, library shelving, tables and 
portable filing units. Specifications 
are given. (Inquiry Card No. 125) 


American Chair Co., Sheboygan, Wis. 
—has two catalogs now available. 
One, No. 5610, is a general catalog 
covering the firm’s line of general 
seating and _ occasional furniture 
pieces. The other, No. 5609, covers 
contract furniture offered by the 
company. (Inquiry Card No. 130) 


Abbott Coin Counter Co., Inc., 144th 
St. and Wales Ave., New York 54, 
N.Y.—presents its new catalog listing 
the most recent models of its line of 
coin handling equipment. The 40- 
page catalog is fully illustrated. (In- 
quiry Card No. 132) 
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QUICK SERVICE 


OA's § INQUIRY CARDS 


Accessories of the Month 


All access lustrated and described i 

this issue the section by Eugene Barnes 
carry key nbers | to duplicated on tt 

card at the right. If you are interested in a 

item n ite S simply circle the cor 
respon bers on the card and 
mail ato { r quiry Ww be forwarded 
o the immediate! 


To ob nformation about any of the 
new f S rns sue which re the 
key numi 16 to 75, simply circle the 

esp mh rs ar +} ord at the 
iaht snce Your inaui vil b 
forw | de 

Sales Stimulators 

To obtain re information about any of 1 
manufact sales aids described in 1 
issue, circle the key numbers on the card at 
right wt orrespond to the numbers as 
signed to the Sales Stimulators. Mail the card 
promptly 

New Catalogs 

To obtain pies of recent catalogs or price 


lists described in this issue, rcle the key 


numbers on the card at right which corre 
spond | e numbers assigned to the New 
Catalogs requests will be mptly 


forwarded 


manufacturers 


The handy subscription card at 
the right is enciosed here for 
Use it to 
sub- 


and 


convenience. 


enter or renew your owr 


scription, or tear it out 
give to a friend, salesman or 
active in the retail 


mploye 
ce stationery, machine, or 
ture business. 

'r way you will be helping 
to be of greater service to 


istry. 


Service Bureau... 
OFFICE APPLIAN 


Please ask the manufacturers, indicated by 


Ces 


the key 


numbers | have circled, to send further information 


without delay 


ACCESSORIES OF THE MONTH 
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January 1958 issue of OFFICE APPLIANCE 
Card void after March 1, 1958 


Check if additional cards are wanted 


8 29 30 

45 

60 
3°74 «O75 
109 = 10 
119 )~=— 120 
129 130 
139 «6140 


Ss, 








Neme 
Pos tion 
Company 
Business Address 


City 





i~— - 








=> & 2» Ff f 
= @ : 
Bec 
° 2 a 
> - 6 
o 3 
s 2 
ry 
? 
. | 
| 
| J¢° LH) @ 
| > ee rs re Sal 
® > 
} = os a 
~ © 
A—_-mnmw HO 
yo ve<<=< (™ 
eo == © > ©® 
3 xO @ @ @ 
® > => = 
€ on oC a 
e oO 
, ae \- 
> Cf ge a 
; 2 = ee & 
4 We mr fA WA woe 
vw a 7 
Q 3 3 3 3 > 
3S & a a 
N 2 s6 >» 2 = z 
a ~—_ “hk 
H . ae 26 oa on 
® - >s>6 — =~ = 
© * Se mi 
- @ @ ws ate: an wn 
eo o> wun w 
o 3s2ea8e4 «#4 
Q - 4 =- 
Ps 27S 382 8 a 
ee 
Os, 33 
ea Ss 3 
a. ee *«e 
=~— £Swmwawwm Fe 
~ 7 Oo = § 
| g e sss = 













































































































































































s 
v 
SSe3Es 
. ~ Py: c SO x - 
235238 3 
OsS0 ip 
4 -§ 2 O— & 
”ALESaSE 
e 
syouysy) ‘9 0602145 syoulyy) “9 eBno1y5 
‘PAIG UOS>POL 1SeM O09 ‘PAig “oSsxpOr iseM OOD 
SIONVIIiddV 391410 SIINVIIddV 391440 
Aq pind oq jim e6pysog Aq pind aq im eBpjsog 
SOsNIE POET | PeroW 4) AuOsse20K dung eBojs0g ON SOIDIE POEUN Uy) PE;OW 4) AsDSSe20~p) duuDig eBoys0g ON 
Quv> Aldaiu SSsInisnea Guv> Atdaiud SSINISNG 
“TH ‘Oov2ND Tt ‘OovonD 
C4E6 “ON ermeg £L26 “ON Hurry 


SSvID 188i SSVID ASuid 


































dealers are 
“equipped” to sell! 


The man who sells MARNAY-ROCKAWAY 
Partitioners becomes a member of a closely 
knit relationship between manufacturer 

and dealer. He is literally “armed-for- 
sales” from the viewpoint of both 
product and service. 


The product, a premium quality line 
of free-standing office partitions 
and accessories, offers unlimited 
flexibility coupled with prestige 
appearance. 


The service, a whole program of integrated 
sales aids, includes free Partitioner Planning 
Pads. MARNAY’s space engineers will 
prepare professional layouts from the 
dealer’s rough sketch, which he may 

present to his customer as an excellent 
visualization of what careful space 

division with Partitioners will do. 


The dealer is also supplied with a portable 
“miniature office” kit, literature, envelope 
stuffers, mat ads and a photo book 

of installations. 


Are you enjoying all the 
benefits of a Partitioner dealer? 
Write for details on how 

you can become a franchised 
dealer. Complete literature 

on request 


MARNAY 


SALES DIVISION 
ROCKAWAY METAL 
PRODUCTS CORP. 


1270 Broadway 
New York 1, N. Y. 
PE 6-9498 
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NOMDA News 





NOMDA Regional Governors Appointed 


Regional governors to serve the \ is areas for the National 
Office Machine Dealers Association been appointed by Presi 
dent Harold Steinke for 1957-58. Those who have accepted these 


important posts and their regions ar 


James E. O'Neil, Boston, Mass New England States 

Sam Stein, New York City, N. » New York, No. New 
Jersey 

Edgar Noll, Philadelphia, Penn: 
Jersey, Delaware 

Kell Reimann, Arlington, Va 
Col. 

Fred Johnson, Charleston, S. ¢ 

Travis Jones, East Point, Ga 


Pennsylvania, So. New 
Maryland, Virginia, Dist. of 


North and South Carolina 
Alabama, Georgia, Tennessee 


Edward Kraynak, Fort Lauderdale, Fla Florida 
Everette Villarrubia, New Orleans, La Louisiana, Arkansas, 
Mississippi 


Indiana, Kentucky 
Michigan 


N. Dean Leininger, South Bend, Ind 

Robert Straight, Grand Rapids, Mich 

Larry Walter, Chicago, III. Illinois 

Mrs. Elisabeth Stemp, Madison, Wis 
sota 

James Proctor, Des Moines, Iowa Iowa, Nebraska, No. & So 
Dakota 

Charles Taylor, Kirkwood, Mo 

William Smith, Tulsa, Okla 

Edwin T. Feigle, Houston, Texas 

Henry Van Dalfsen, Beverly Hills, Calif 
zona, Nevada 

Harrv Pitts, Albany, Oregon 

Franz ‘Schreyer, Salt Lake City, Utah 

miny, Montana. 

Harvey Danks, Jr., Fairbanks, Alaska 


Wisconsin, Minne 


Missouri 
Kansas, Oklahoma 

Texas, New Mexico 
California, Ari- 


Oregon, Washington, Idaho 
Utah, Colorado, Wyo 


Alaska 


Harold Steinke, President of NOMDA, 
Visits Many Local Associations 

With so many local associations within such a short distance 
from his home bailiwick, President Harold Steinke of the Na- 
tional Office Machine Dealers Association has been attending 
several meetings of these organizations. He has been the honored 
guest and has been the featured speaker of the evening. Com- 
menting on the meetings, President Steinke had this to say 

“TI have found a genuine spirit of fellowship and co-operation 
wherever I have been and it is certainly gratifying to hear so 
many expressions of satisfaction with the scores of activities in 
which National is engaged. On every hand, members have told 
me individually of their appreciation of the various services we 
render, especially for the “Blue Book’’ and the weekly “ Keeping 
You Posted.” 

“So many dealers do not hesitate to make it known that they 
believe our “Blue Book” is worth far more than our annual 
dues. From my viewpoint, I experience a real thrill to see the 
locals flourishing in their own activities amd to see their meetings 
so well attended. It is highly evident that all are making progress 
both in growth through new members as well as through ac- 
complishments at the local level.”’ 


Steinke Stein Offered to NOMDA 

It is the annual custom of the presidents of NOMDA to offer: 
a trophy for the member outside of its local association who 
makes the best showing in each membership drive. In looking 
over the awards of the past several years, a most unusual list of 
designations will be found. They have been the Walker Cup, by 
Wilbur Walker; the Gold Cup, by David Silvers, and the Keeney 
Kup, by D. L. Kenney, Jr 

The trophy to be awarded at Milwaukee in 1958 will be the 
Steinke Stein. Mention has been made that no more appropriate 
trophy could have been picked for a Milwaukee presentation due 
to the fame of the city’s principal product 
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NOMDA Convention 
Rounding into Shape 


From early indications, the 1958 convention of the National 
Office Machine Dealers Association to be held at Milwaukee, 
June 29-July will have an outstanding program, the Associa- 
tion reports 

One of the country’s topnotch speakers has been booked for 
the opening day. This is expected to get things off to a fast start 
with the tempo picking up as each day's program unfolds 

Two panels are on the agenda, neither one of which has ever 
been held before. Each will be on an extremely vital phase of the 
retail office machine industry and experts in their lines will be 
in charge of all panels. The third of the big afternoon panels 
will also give the dealers a world of information 

The entertainment is set with many features that have not been 
included before. Complete announcement of the details of the 
meeting will be made as the event draws nearer. 


New York OMDA Nominates 
Harry Ritchie as President 

Members of the Office Machine Dealers Association of New 
York, Inc., met in November for their 280th regular session and 
nominated officers for the coming year 

The slate, as presented by John A. LaHiff, J. E. Albright & Co., 
included Harry Ritchie, Addressing Machine & Equipment Co., 
for president; Mack Steinberg, Zenith Typewriter and Adding 
Machine Co., for vice-president; and Samuel Krivin, Beacon Type- 
writer Co., for treasurer. 

The election of officers will take place at the December meeting 
which will be held after this journal has gone to press 

President Samuel Stein, Quality Office Equipment Corp., offered 
his word of welcome to the 60 members and guests who attended 
the meeting. He called for committee reports which included a re- 
port by Mack Steinberg that there was a large attendance at the 
electric typewriter class at the school for mechanics on the 
Board of Education program now in operation at the Manhattan 
Trade School 

The program for the evening was a demonstration presented by 
G. Hirsch, Robert Miesmer and Oscar Shoenfeld of the Inter-Con- 
tinental Trading Corp. They showed their firm's new lightweight 
portable typewriters, the “Olympia SF’’ models 


New Service Inaugurated for Members of NOMDA 

“The Legal Reporter of the National Office Machine Dealers 
Association” is the title of a new service recently established by 
the organization. The publication will be issued quarterly. The 
first edition was enclosed with the Association's weekly ‘Keeping 
You Posted’’ of November 5. 

Purpose of the Reporter is to answer puzzling questions en- 
countered by the members in the daily conduct of their businesses. 
Material for this publication is written by Charles F. Krause, 
Jr., legal counsel of the Association, and is made up of an- 
swers to questions submitted by the members. The next edition 
will make its appearance in February. 

“It has been felt for years that our members were entitled to 
this valuable service,” commented President Harold Steinke, “and 
we are confident the Legal Reporter will fill the void to the fullest 


extent.” 


Name ABS Sales Representative 

Camille D. Vinet is now representing American Business 
Systems as sales representative in the Baltimore, Md. area. Mr. 
Vinet was formerly general sales manager with the Teletrip 
Co. in Washington, D.C 
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- Whatever line of 
conventional 

duplicating products 

you now handle 


are you ready to fill the 
NEW NEEDS 
of today’s customers? 


Revolutionary changes and improvements in typewriters and 
duplicating machines now call for the carbon, ribbon and duplicating 





supplies that provide reliably good results with these new machines. 


To meet more fully all of today’s requirements Allied research 
has developed a whole new concept in specialized products. 


Take, for instance, one example: 


a new process in stencliis 


“Easy Read" is the nickname of 
our new Flagship stencil. It was 
earned by its unlimited visibility! 
Our new processed coating is so 
perfectly balanced in sensitivity 
for use on electric, standard and 
noiseless typewriters that even 
non-experts turn out uniformly 
fine impressions on every kind of 
stencil machine. It is available in 
standard colors—with or without 
film. 


1g 





Compare the cut-out and stretch- 
resistant, long run performance 
of the Flagship stencil and you too 
will standardize on Flagship as 
your finest stencil. 


Let the Allied man* show you one 
or more of these newest develop- 
ments, which you can add to your 
current line, to fill the needs of 
your most important customers 


among the 
world's finest 
duplicating products: 





~ Oo Ss OW | al 











' a be metallic today — and you'll begin to get 
ack carbon paper 
3 f acquainted with the value of an 
} Flagship carbon paper ribbons Allied franchise 
‘ Offset ribbons 
ee * P.S. Or we'll be glad to send you details by mail. Just write to Dept. B4. 
: Addressograph ribbons 
Diazo ribbons 
| Fa Hotel Register carbons | 


Artist transfer carbons 


School packs 


A LL. 8 EE © carson ano pispon MANUFACTURING CORPORATION 


General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
Western Office and Warehouse: 3425 So. Main, Los Angeles 7, Calif. 


Carbon binders 
Spirit carbons 


Stencils 
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In Other Lands 








managing director of Sumner 
Jackson, Ltd., demonstrates the new 35-inch carriage Olympia 
at Industrial Efficiency & Productivity Exhibition held recently 
in the City Hall at Manchester 


Arthur Sumner Jackson . . 


All Available Space Gone 
For Stationery Trade Fair 


By S. E. Rhodes Lancashire Press Agency 


277 Corn Exchange Buildings, Fennel! Street, Manchester 4, England 


Manchester, December 1 


All available space at the fourth Stationery Trade Fair—to be 
held at the Alexandra Palace, London, January 27-31, has been 
sold. The actual area of stands measures well over 20,000 square 
feet, and there are more than 100 exhibitors 

In order to accommodate a number of firms who have been dis 
appointed as a result of late application, the Fair organizers plan 
to introduce attractive showcases in which goods may be displayed 
without a representative of the exhibitor in attendance. These are 
also intended to help smaller firms that do not wish to go to the 
expense of taking a conventional stand 

The Fair embraces every form of stationery from writing in- 
struments to office equipment and personal stationery to greeting 
cards. 

Many continental buyers are expected to visit the Fair, which is 
the only one of its kind in Europe. A visit by a party of Swiss 
stationers is planned, for example, and Scandinavian Airlines Sys- 
tem is offering reduced fares for party travei, in co-operation with 
the Norwegian Stationers Association. British European Airways is 
arranging the distribution of foreign language booklets about the 
Fair throughout the Continent 

The Stationery Trade Fair is organized by the Stationers Asso- 
ciation of Great Britain and Ireland. An explanatory booklet and 
complimentary tickets may be obtained from the Association, 6, 
Wimpole St., London. W. 1 

» 

The retail trade during the past month has reflected the rather 
more difficult conditions which are prevailing today in Britain 
Although there is no “depression, talk is of a “‘recession’’—yet 
on the other hand many traders report a turnover which is above 
that of a year ago. 

The truth is that what some refer to as a “recession” in trade 
is merely another way of saying that ore difficult 
and that competitive times have returned and are likely to become 
intensified. 

There is in Britain today a far more “‘choosey 
part of the customer, and salesmanship is a prerequisite of the 
dealer these days. Presentation and packaging all come into a 
count, and there is strong resistance by the public to anything 
which savors of too high a pri h t 


ynditions are n 


attitude on the 
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W. G. Kidd . . . director of Sidney England, Ltd., tries out the 
new Hermes Ambassador typewriter resting on new Orlid typ- 
ists’ desk, shown by Office Equipment Distributors, Ltd. in 
Manchester. 


Retailers, therefore, in many instances, are finding themselves 
working with finer margins and this trend is becoming noticeable 
in greetings cards of all kinds, with the public looking for a 
cheaper product than that of only 12 months ago 

However, stationers and dealers of most classes of office equip- 
ment, who try and market a product which is available at the 
right price, are finding no lack of sales. An example may be seen 
in personal stationery. 

In Britain today there is a very good demand for personal note- 
paper 

2 

The past year has seen some stiffening in demand for such 
things as typewriters, and the trade in the writer's opinion will 
need very much more than a slogan to develop sales of typewriters 
for the average Britisher. 

And after all, from the manufacturer's and distributor's point of 
view, the largely untapped market of individual sales is the one 
to develop. British people are apt to be conservative in things of 
this nature, and the idea of typing a letter is still novel. All too 
often, the first consideration is the price of the typewriter 

In reviewing the past 12 months, one may say that the trend has 
been, therefore, towards a cheaper product by the majority, for a 
product which still offers an attractive appearance and appears to 
be well-made—a product which may be a little plainer and with 
fewer frills but which may even be a better-designed product 

Sales of fountain pens have been well-maintained during the 
past 12 months, despite the ball pen. This is due in no small 
measure to the co-operation of manufacturers in providing at- 
tractive showcases for the distributor 

+ 

[he year 1957, too, will undoubtedly be marked as the year 
which has seen the development of self-service in stationery sales. 
In many cases it seems “‘self-selection’’ would be the more 
appropriate term. But be it “self-service” or “self-selection” the 
day of the shop which has the traditional counter and assistant 
behind, would appear to be numbered. “Browsing’’ round a sta- 


(Turn to Page 102, Please} 


Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 
make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Blvd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
possible service. While the facilities at New York are 
not so many as at Chicago, there will be found the 
same desire to serve. 
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JOHN CAMERON SWAYZE . . . “My Cole Portable has travelled 


around 
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the world with me. In any language, Cole’s the best.” 


Read what 
these 
top-flight 
reporters 
say. 








KENNETH BANGHART .. . “Split seconds are important. For speed 
and accuracy | depend on my Cole Portable.” 





QUEKTIN REYNOLDS .. “I've tried them all, American and foreign. 
It’s a Cole Portable for me...it's lighter, faster, cleaner.” 


Choose the COLE PORTABLE as these experts have . 

on a train, on a plane or in your home the Cole is wuly 
portable . . . rugged too! It’s lightweight, streamlined, 
the only portable in the world with the “whisper-touch”! 
Makes typing as easy as talking. No wonder everybody 
from Alaska to Zanzibar is raving about the 1958 Cole 
portable. Take it anywhere and get accurate office per- 


formance. Dollar for dollar, the $QO4 SO 


greatest value in typewriter history. — witn matching carrying case 


COLE 


PORTABLE 


COLE STEEL OFFICE MACHINES, INC. « Affiliate of Cole Stee! Equipment Co., Inc., N.Y. C. 
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industry Meetings 








New York OMDA Honors 
President Stein at Dance 


The Plaza Hotel was the scene of the Office Machine Dealers 
Association of New York’s 20th annual dinner-dance and re- 
view, held on November 20. A torrential downpour didn’t 
dampen the spirits of over 300 members of the association and 
their wives who braved the elements to pay tribute to President 
Samuel Stein, guest of honor. 

A gold watch was presented to Mr. Stein by chairman of the 
board of directors, Harold Peck, Ideal Business Machines Co., 
New York, in behalf of the entire membership. Mr. Peck 
offered the gift in recognition of the outstanding job turned in 
by Mr. Stein during his two-year term as president. 

Following dinner the crowd was treated to an all star stage 
show including entertainers from radio, television, and night 
clubs. Dance music was provided throughout the evening. 

Thanks to the generosity of many of the dealer and manu- 
facturer members of the association, many fine door prizes had 
been contributed for presentation to the lucky ladies or gentle- 
men holding the prize winning stubs. 

The souvenir program for the affair took the form of a 
1958 calendar to serve as a constant reminder of the evening. 

Chairman of the entertainment committee, Harry Ritchie, 
Addressing Machine & Equipment Co., and his staff, received 
the appreciation of the association for having made the 20th 
annual affair one of the most delightful of its kind 


Levy Presents Awards for Service 
At Jewish Federation Dinner 

More than 100 stationery industry leaders gathered for their 
annual Federation dinner at the Warburg and Sulzberger 
Rooms at Federation of Jewish Philanthropies headquarters, 
honored four outstanding industry leaders and pledged more 
money than ever before to Federation’s 40th anniversary cam- 
paign. 

Henry Levy, Silver Stationery Co 
sion and the industry drive. He presented awards of honor for 
long and outstanding achievement in industry and philanthropic 
service to the evening’s guests: Joseph Gleit, Manhattan Sta- 
tionery Co.; Harry Fensterheim, S. E. and M. Vernon, Inc. 
Henry Bowman, Venus Pen & Pencil Corp., and George Nich- 
laus, Silver Stationery Co. These men represented over 150 
combined years of distinguished communal service and untir- 
ing efforts to better the lives of their fellow men 

Irving M. Levy, honorary chairman of the Stationers Divi- 
sion, also took part in the evening's program. The chairman 
and honorary chairman noted that the response for Federation 
at the dinner was exceilent and called for continued efforts to 
bring the humanitarian story to everyone in the industry before 
the campaign ends. 


is chairman of the Divi- 
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Lerge group of New York OMDA members and wives attended the annual dinner-dance. 


Wholesale Stationers Association 
Schedules 1958 Conferences 
Using the theme, “More Profitable Marketing of Stationers’ 
Products for All’, the Wholesale Stationers Association has 
scheduled a series of 1958 one-day discussion sessions between 
wholesalers and manufacturers in each region 

Following is the schedule: 

Mid-Canadian—Royal Alexandra Hotel, Winnipeg, Canada, 
Monday, January 20. 

Midwestern, Part I—Cleveland Athletic Club, Cleveland, Ohio, 
Wednesday, February 5. 

Southwestern—Adolphus Hotel, Dallas, Tex., Monday, May 5. 

New England—Somerset Hotel, Boston, Mass., Monday, 
June 16. 

Eastern Canadian—Royal York Hotel, Toronto, Canada, 
Monday, July 7. 

Mountain States—Brown Palace Hotel, Denver, Colo., Mon- 
day, July 28. 

Midwestern, Part II—Drake Hotel, Chicago, Monday, Aug. 18. 

Pacific Coast—Southern California Division, Biltmore Hotel, 
Los Angeles, Monday, September 8; Mid-Coast, Mark Hopkins 
Hotel, San Francisco, Saturday, September 13; Northwest, 
Olympic Hotel, Seattle, Wash., Monday, September 15. 

Western Canadian—The Vancouver, Vancouver, Canada, 
Wednesday, September 17. 

Mid-Atlantic—Pocono Manor, Pocono Mountains, Pa., Fri- 
day-Saturday, October 17-18. 

Southeastern—Denkler-Plaza Hotel 
November 3. 


Atlanta, Ga., Monday, 


Western Area NOFA Members to Hold 
Four-Day Management Seminar in 1958 

A four-day management seminar for western area NOFA mem- 
bers has been scheduled for early next spring at the University of 
Southern California 

Robert Irwin, Pacific Desk Co., Los Angeles, Calif., is the chair- 
man of the affair. The decision to hold the seminar was the result 
of a successful two-day area conference and trade exhibit held 
early in November at the Beverly Hilton Hotel in Los Angeles. 
An attendance of 800 shattered all previous area conference at- 
tendance marks 

This conference was attended by members from Washington, 
California, New Mexico, Arizona, Nevada, and Denver, Colo. In- 
dustry leaders discussed ethics of the industry, office furniture 
selling, and the use of wood and steel in the modern office. Thirty- 
seven manufacturers exhibited product lines 

Principal speaker was Ralph Noble, color stylist for Chatham's, 
Inc. in Denver. He talked on “The Use of Color in the Office’, 
using case histories to emphasize the advantages and eye-appeal of 


color in merchandising. 
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CARBON PAPER 


orrtas 6 PeLGER ie PaRE ree Rt eS 


Here’s a new combination that offers terrific sales support! Long respected M&V carbons and inked ribbons 
and Burroughs profit-proved adding machines and cash registers—now available from the same dealer 
representatives. A complete profit line backed by Burroughs Corporation. 

Dealers in either or both of these fine lines will receive the valuable benefits of intensive direct-mail, 
point-of-sale, national and trade advertising. Merchandising help from especially trained representatives is 
another bonus in this package. 

Ask your Burroughs/M&V representative to explain all the advantages of a Burroughs /M&V dealer- 
ship. There are still opportunities available to add to your profits by becoming a dealer for Burroughs 
machines, M&V supplies, or both. Burroughs Division Dealer Sales Department, Burroughs Corporation, 
Detroit 32, Michigan. 


BURROUGHS MACHINES - M&V SUPPLIES 
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1. Mr. & Mrs. Ben Itkin Bros., New York City; Mrs. Daniel 
Waldner, D. Waldner & Co.; Mr. & Mrs. Arthur Gordon, 
mfrs. rep.; Mrs. & Mr. Abe Itkin, Itkin Bros.; Mr. & Mrs. 
_Tom Fox, All Steel Equip. Co. 

2. Mrs. Abe Itkin; Mr. & Mrs. Ben Itkin, Itkin Bros., New 
York City; E. Gilbert, Metwood Office Equipment Co., 
New York City; John Collins, The Leopold Co. 

3. Mr. & Mrs. Maurice Stierer, Jr., The Globe-Wernicke Co.; 
Mr. & Mrs. Robert Gibby, Desks, Inc., New York City; 
E. Gilbert, Metwood Office Equipment Co., New York City. 

4. Mrs. & Mr. H. A. Clemetsen, Office Furniture Warehouse 
Co.; Mrs. E. Gilbert, Metwood Office Equipment Corp., 
New York City; J. S. Ordover, Gift Craft Leather Co. 

5. Mr. & Mrs. Alan Cotgreave and Mrs. & Mr. Arthur W. 
Widman, Desks, Inc., New York City. 

6. Mr. & Mrs. Jack Barnes, mfrs. rep 

7. Mrs. & Mr. John R. Gray, executive director NOFA; Mr. 








$1 eS % = 
& Mrs. Sidney Gelder, Cole Steel Equipment Co. 

8. Mr. & Mrs. Saul Chapman, Cole Steel Equipment Co.; 
Mr. & Mrs. Harvey Noll, Eisen Bros.; Mr. & Mrs. Jerry 
Brodie, Allwin Office Furniture Co., New York City; 
Milton Skala, Milwaukee Chair Co 

9. Alan Cotgreave, Desks, Inc., New York City; Bernard 
Nemlich, Regan Furniture Corp., New York City; John E. 
— and Robert B. Gibby, Desks, Inc., New York 

ity. 

10. Mr. & Mrs. Seymour Stein, Artistic Desk Pad & Novelty 
Co. 

11. Mr. & Mrs. Carl Judkoff, Cantigny Printing & Stationery 
Corp., New York City; Mr. & Mrs. Milton Stone, Stone- 
Newman Associates; Mrs. H. Lewis, guest. 

12. Harvey Bright, Bright Chair Co.; Abe Itkin, Itkin Bros., 

New York City; Milton Stone, Stone-Newman Associates; 

Daniel Waldner, D. Waldner Co., Inc. ,New York City. 


Grossinger's Scene of NOFA Conference 


Liberty, N. Y. 


“Ali work and no play makes John a dull boy” and a couple 
of Johns, Mossman and Gray by name, teamed together with deal- 
er and manufacturer members of the New York Chapter of NOFA 
to see that no one at the New York Area Conference 
suffered the fate of the poor man in the axion 

As a matter of fact, the crowd of over 100 that 
gathered at Grossinger’s in Liberty, N. Y., to partici- 
pate in the three-day meeting were treated to a 
perfectly balanced menu of all-important business 
sessions, generously sprinkled with ice skating, golfing, dance 





lessons, humor sessions and a hundred and one indoor and out- 
door activities. 

The Grossinger family, now old friends of the office equipment 
industry in the east, outdid themselves to see that there was always 
something for everyone, including the finest of food, entertainment 
and planned activities. 

Metropolitan Area Chairman Robert B. Gibby, Desks, Inc., New 
York, opened the first day's meeting. He introduced the chairman 
of the Metropolitan Area Conference, Milton Stone, Stone-New- 
man Associates, who welcomed those present in behalf of 


Metropolitan Area. 
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“NOFA and You’ was the topic of the talk given by NOFA 
President John E. Mossman, Desks, Inc. Mr. Mossman told the 
group about the many activities past and present and future, in 
which the association was, is, and will be engaged. The success 
of regional meetings held in various parts of the country was 
cited as well as the plans being made for future meetings 

Among the NOFA projects which President Mossman reviewed 
were the management seminars that have met with such over-all 
acceptance. The dealer salesmen training courses was lauded as 
being another important step in the direction of helping the deal- 
er to do a better job 

The addition to the NOFA staff of a consultant on freight prob- 
lems is another vital step which the dealer and manufacturer 
members are expected to find of unlimited assistance, he said 

The freight situation today, he continued, is such that the 
advice of a specialist in this field can mean the difference of 
many dollars saved on shipments during the year. 

Mr. Mossman concluded with a word about the public relations 
program which NOFA is embarking on, to “sell” the industry 
and, of course, the association to the American people. 

Dwight W. Michener, an economist with the Chase Manhattan 


(Turn to page 76, please) 


OA-1/58 


















| In Consumers’ Own Words*. Jt erases 





That’s why 
EATON’S 


CORRASABLE 
| BOND 


will turm over faster, and bring 
you more repeat sales 


Rave notices like these have kept Eaton’s Corrasable Bond a 
leading seller for stationers, for over 25 years. Because it 
erases without a trace, Corrasable is being recommended by 
delighted users to hundreds of new prospects every day! 


No other paper can boast such complete user loyalty . . . and 
that means bigger, faster turnover and profit assurance for 
you! The Boss likes Corrasable’s appearance. The Girls like 
the extra work it saves. The Office Manager likes the way its 
easy erasability saves typing costs and gets the work load 
done. Ream after ream, you can bank on customers’ insist- 


ence on COR- RA- SA-BLE. 


It takes only seconds to demonstrate Corrasable’s unique 
erase-without-a-trace feature. Use this BIG SELLING PLUS 


to cash-in on Corrasable Bond’s low-cost sales ee 















and high-profit repeat business : he a 
record. \ Cs et ce 
\ 
Recommend (a 
the typewriter paper 1G 
) every user helps you sell. | rr 


EATON’S CORRASABLE BOND 
is available in 9-, 13-, 16- and 






oe |) | \ ie 






20-lb. weights; in 100-sheet Packets | 
and 500-sheet Ream Boxes. EEL ) 








SEND FOR SAMPLES: 
Address Mr. L. G. Morris, Sales Manager 





6ATONG 


TYPEWRITER Bertesttre 
ea Typewriter Papers 
rxsne : 


EATON PAPER CORPORATION . PITTSFIELD, MAS SAGI 
Showrooms: NEW YORK, 475 Fifth Avenue « CHICAGO, 6 North Mi 
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NOFA Conference 









Continued from page 74 


Bank, spoke on the subject of “Appraising Today's Business Out 
look”. He referred to charts which had been distributed to the 
group and pin-pointed the trends in 20 of the vital economic 
areas which will affect the ultimate furniture dealer. Following 
his talk, Mr. Michener answered questions from the floor relat 
ing to the trends. 

The Saturday session was kicked off with a presentation by 
Robert C. Chapin of Arndt-Preston-Chapin-Lamb and Keen, 
Philadelphia, dealing with the NOFA public relations program. A 
national publicity program to create an interest in new office furni- 
ture is earmarked for 1958. 

Mr. Chapin reported on plans for the 1958 NOFA convention 
in Philadelphia. This meeting, with the theme “Newest Office 
Furniture Advances,” promises many surprises for those who at 
tend he said. 

“The Interior Designer and the Office Furniture Business’ was 
the topic offered by Maurice Mogelescue, president of Design for 
Business, New York City. Mr. Mogelescue told of progress in 
office designing and predicted that with co-operation between 
dealers and interior designers, there will be even greater advances 
in the future. 

Paul M. Fletcher, Research Institute, New York, followed with 
a speech entitled “Making Decisions and Making Good Ones 
John R. Gray, NOFA executive director, then presented a picture 
of the 1958 NOFA convention plans 

Committee chairmen who contributed to the success of the con- 
ference include: Milton Stone, Stone-Newman Associates, Inc 
general chairman; Bernard Nemlich, Regan Furniture Corp., reg- 
istration chairman; Martin M. Moldow, Martin M. Moldow Asso- 
ciates, ‘sales promotion chairman; Daniel Waldner, D. Waldner 
Co., Inc., publicity; and Milton Skala, Milwaukee Chair Co 
financial chairman. 


Metropolitan Travelers 
Hear Promotion Plan 


The Metropolitan Travelers Club of New York heard the merits 
of a new sales promotion program devised by McKesson & Rob- 
bins, Inc. at the regular monthly meeting in the Hotel Gramercy 
Park. 

Dudley Taws, a representative of the drug firm, presented a 
picture of his company's ‘Planned Promotion’’ idea. This idea 
came about as a result of a survey which disclosed that 3% of 
all the product lines carried by its salesmen amounted to over 75% 
of the total sales volume. 

The program was put into effect to help the man on the job 
make the most of the profitable portion of his lines and the limited 
amount of time allowed him in each store he visits 

Some of the elements of the program include a presentation 
portfolio of “special deals’ and “hot items’, distributed to the 
sales force; a stock check book to help make it easier for dealers 
to order merchandise; ‘Profitunities’’, a monthly publication for 
accounts which calls attention to timely offers, display hints and 
special interest articles; and a gift book designed to help the 
dealer sell a large variety of gift items from the catalog without 
necessitating additional stock on the shelves. 

Mr. Taws told the travelers that his special merchandising idea 
has been of immense help to the company’s 1,300 salesmen 

“Ideas,” he concluded, “are the the backbone of a successful 
sales program.” 

Governor Al Pickar, Acme Printing & Stationery Co., Newark, 
N. J., 13th Region, was on hand for the meeting to bring up the 
matter of a regional sales rally. He said such a meeting could be 
an outstanding achievement, and he called for the co-operation 
of the travelers and the dealers in District 13 to make it so 

President George Nicklaus, Silver Stationer Co., Inc., New York 
City, formed a committee for the purpose of preparing a member 
ship roster book for distribution among the travelers. Several mem- 
bers cited the need for such a roster and called attention to mem- 
bership books now in use by other groups 
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Swaps German Greeting for Key to the City... 
















Wilkes-Barre, Pa., has become an international port of call 
since the establishment there earlier this year of the Eberhard 
Faber Pencil Co.’s main factory and world headquarters. Most 
recent visitor from abroad was Carl Finck, director-general of 
Eberhard Faber’s wholly-owned German subsidiary, Eberhard 
Faber Kommanditsgessellschaft, in Neumarkt, Bavaria. In a 
ceremony in his office Mayor Luther M. Kniffen (second from 
left), presents a symbolic key to the city to Mr. Finck. The 
latter, in return, conveyed the personal greeting of the Burgo- 
meister of Neumarkt. Witnessing the exchange were also (left 
to right), Louis M. Brown, Eberhard Faber president; Mrs. 
Eberhard L. Faber, vice-president, and Edmund H. Poggi, Jr., 
president of the Greater Wilkes-Barre Chamber of Commerce. 


Baltimore-Washington Stationers, 
Penn-Mar-Va Enjoy Annual Outing 
} 


A steady downpour hampered the golf games but didn’t dampen 
the spirits of 60 members of the Baltimore-Washington Stationers 
and the Penn-Mar-Va Travelers Club who attended the two 
groups’ annual outing at the Rolling Road Country Club, Catons- 
ville, Md. 

Chairman Norbert H. Zeller, Minnesota Mining & Mfg. Co., 
reported that four golfers braved the elements and claimed the 
trophies. Otto Thorpe, Lucas Brothers, Baltimore, won the class A 
trophy; Joe Yenni, Yenni and Block, Baltimore, won the class B 
trophy; Don Endo, The Carter’s Ink Co., claimed the class C 
trophy. Jimmy James, James Office Supply, Baltimore, was the 
fourth golfer in the group. 

The majority of the group were inclined to spend the afternoon 
at indoor activities which included several card games, and every- 
one enjoyed nibbling at crab cakes and liquid refreshments. A 
prime ribs of beef dinner was served in the evening followed by 
more in the way of indoor recreation. 

Assisting Chairman Zeller this year were Gordon Merritt, Gen- 
eral Index Mfg. Co.; Ed Kilfeather, Boorum & Pease Co.; and 
Karl Koops, S. E. & M. Vernon, Inc. 


Exhibit List Grows For NOFA 
Convention in Philadelphia 


More than 150 companies have contracted for more than 231 
display spaces at the National Office Furniture Association's 
12th annual convention and exhibit next March 28-31 in Phila- 
delphia’s Convention Hall, John R. Gray, NOFA’s executive 
director, has announced. He said that the rapid reservation 
pace maintained so far has forced enlargement of the proposed 
exhibiting area. 

Many exhibitors already are negotiating with Luke Lipka, 
president of the Wm. H. Simkins Studio, Philadelphia, to pro- 
vide low-cost, portable custom-designed displays offered so that 
exhibitors may tie in with the “Boulevard of Style” theme of 
the main exhibit 

The NOFA Convention “Boulevard of Style” will feature 
three lamp-post lighted aisles decorated with arrangements of 
flowers, greens, and fountains. Cross “streets” will be similarly 
decorated, lighted and named. On all these ‘‘style streets” ex- 
hibitors will display their “Newest Office Furniture Advances,” 
the over-all theme capitalizing on the initial letters of the 
NOFA name 
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Lue heat aluminum chairs by Globe-Wernicke 
put you on top of the world ! 


Fine-Rest aluminum chairs send profits up . . . because 
they're tops with so many fine features. Like No-Sag 
springs, foam-rubber cushioning, just-right height adjust- 
ments. What’s more, G/W Fine-Rest chairs give you an 
advantage with streamlined styling . . . plus the largest 
array of decorator colors in the industry! Yet—these 
“luxury class” chairs, made of long-life aluminum sell 
at moderate price. From office boy to president, there’s 
a Fine-Rest chair to seat everyone . . . among the com- 
plete Globe-Wernicke line! Your copy of a beautifully 
illustrated brochure on Fine-Rest chairs is available on 


request. 


If you are not a Globe-Wernicke franchised dealer, it 
will pay you (in terms of greater sales potential) to 
investigate Globe-Wernicke’s complete line of top-flight 
products—including office furniture, files, supplies, and 
filing systems. Why not write for full information today? 


CINCINNATI! 12, OHIO 
remember ... success depends on the strength of your line 


“Fiaekeit™ 
. . America’s 
standard of 
business 
seating 








Executives and scles personnel of 
The Globe-Wernicke Co. met recently for 
their annual sales conference in the 
company’s home plant. New product: 
were introduced and the advertising pr 
gram was reviewed. 


Globe-Wernicke Holds 
Annual Sales Meet 


Branch managers and district representatives of The Globe- 
Wernicke Co. met at the Cincinnati, Ohio, home plant to attend 
the company’s annual sales conference recently. 

The introduction of new products generated a great deal of 
enthusiasm during the four-day session. Highlighting this pre- 
view was the appearance of newly designed equipment for ex- 
ecutive and general office use. Executive Techniplan equipment 
and Fine-Rest aluminum chairs . . . recent arrivals in the Globe- 
Wernicke line . . . also received favorable interest during their 
first sales conference appearance. 

Globe-Wernicke’s expanding national advertising program 
and sales plans for the ensuing year were reviewed during the 
meetings, which were opened by R. Herman Hammer, president 
and general manager of the company. E. G. Rahe and R. W. 
Sprott also took active parts in the conference. Product demon- 
strations were made by sales department personnel. 

Branch managers, representatives, and sales department mem- 
bers participating in this year’s sales conference are shown in 
the accompanying photograph. First row left to right: Bill 
Aylward, manager, systems division; Leighton Tracy, manager, 
national accounts division; John Hardinger, manage:, Chicago 
Branch; Jack Carnes, vice president—manufacturing; Elmer G 
Rahe, vice president—sales; R. Herman Hammer, president; 
Walter Albrinck, vice president—finance; Bob Sprott, general 
sales manager; Maurice Stierer, manager, New York Branch; 
Don Bird, manager, West Coast Warehouse; and C. F. Stevens, 
advertising manager. 

Second row, left to right: Hank Carlson; Charles Guion; Jack 
Radway; Tony Cincotta; Bernie Davis; Bob McConnaughy; Ed 
Howard; Ronnie Rumph; Roy Hansen; Len Schneider; George 
Handorf; Bill Bitter; Ted Taylor; Joe Somo! 

Third row, left to right: Mal Derry; Jim Turner; Fred Aus- 
tin; Jack Smoot; Larry Rice, manager, contract division; John 
Doll; John O'Mahoney; Carvel McWilliams; Ben Garlinghouse; 
Dan Schunck; John Homer; John Kelly; Dan Moran; Dick 
Veasey; Ralph Blackburn; Howard Rerry, manager, Techniplan 
sales; Carl Johnson; Ray Daudistel; Bill Stayton; Norma Hinds, 
systems consultant; Bill Herndon; Bob Linehan and Don Phil- 
lips, sales department. 


Boston Stationers’ Association Hears 
‘““Miss Secretary of 1957”’ 

The first regular meeting of the fall season for the Boston 
Stationers’ Association was held in October at the Smith House 
in Cambridge, Mass. 

President Thomas Groom IV gave a complete report on the 
1957 NSOEA convention, and committees made their regular 
reports. 

Honored guest of the evening was Miss Luci 
Boston, who was recently chosen “Miss Secretary of 1957”. 
She presented an interesting story of her selection and competi- 
tion for the title as well as an account of all the honors which 
have been hers since she was elected 


le Geyer, of 
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Stationers Square Club Enjoys 
Annual Dinner-Dance 


Over 300 guys and gals of the Stationers Square Club of 
Greater New York turned out on Saturday, November 9, for 
the club’s annual dinner, dance and entertainment held at the 
Hotel Commodore in New York. 

President Jesse S. Libien, The Libien Press, New York, wel- 
comed the Square Club members and their ladies to the affair 
and expressed the hope that everyone would have a most enjoy- 
able evening 

To help make it so, the guests were provided with a roast 
beef dinner and dance music by Herb Steiner and his American 
and Latin orchestras. 

Four lucky souls walked off with $25.00 government bonds 
which were the door prizes donated by Regency Thermograph- 
ers. No one went home empty handed as the David Kahn Corp. 
presented purse size ballpoint pens to one and all. 

For Ed and Dorothy Jensen, he’s with Noesting Pin Ticket 
Co., the affair had a dual purpose. It served as a celebration of 
their 17th wedding anniversary. The happy couple received the 
dest wishes of their many friends who were present. 

The “entertainment” part of the night’s program was ably 
fulfilled with the appearance of some of Broadway's most gifted 
acts who made the stage show a howling success. 

The entertainment committee, who had worked long and 
hard in preparation for the evening, were credited with having 
done an outstanding job. The committee members were 

Herbert Grayson, Ace Fastener Corp., and Carl C. Judkoff, 
Cantigny Ptg. & Stat. Corp., co-chairmen; Albert Drate, David 
Kahn Corp.; John F. Fisk, All-Rite Pen, Inc.; Arthur Friedland, 
Advanco Products; George F. Griffiths, Jr., Noesting Pin 
Ticket Co.; Irving O. Lasner, Goldsmith Bros., New York; Ed- 
ward Leventhal, Biddle Purchasing Co.; Mortimer Libien, Lib- 
ien Press, New York; Robert Mandell, Jayem Sales Corp.; 
Howard Shaw, Select Paper & Tablet Corp.; Charles Shelly, 
Eberhard Faber Pencil Co.; Harry Sills, Commercial Staty. Co., 
New York; J. Howard Shoemaker, Jr., Eberhard Faber Pencil 
Co.; Fred Steinhilber, Geyer’s Dealers Topics, Lewis Wein- 
krantz, Universal Pad & Tablet Corp. 


Three Honored for Service Years 
With Burgess, Anderson and Tate, Inc. 


A candlelight buffet dinner was the scene of a tribute honor: 
ing three veteran employees of Burgess, Anderson and Tate, 
Inc., Zion, Ill 

Honored for their total 130 years of service were John Burgess, 
now president of the firm; Mark Smith, production superintendent; 
and Walter Hughes. Over 150 fellow employes, their wives and 
husbands, and guests from the Chicago area were present 

Mr. Burgess was in a dual role of receiving a watch from Wil- 
fred Tate, secretary-treasurer, on behalf of the employees, and pre- 
senting a watch to Mr. Hughes for his long years of service. Mr. 
Smith, with a record of 47 years of service, received his watch 
from Harry Anderson, vice-president. 

Preceding the presentation of gifts, Roy Peacy and Stewart 
Herzog, sales representatives, alternated as master of ceremonies to 
recall the highlights of each man’s career 
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FREE 


Write right now for these dealer aids! 





MODULAR ACTION ae 
OFFICE PLANNING aL” 


GUIDE 


55-page booklet and planning 
guide for action Modular 
offices. Wonderful working 
tool and guide for large or 
small installations. 


Code No. 1 


America’s newest styled seat- 
ing sectionals and seat side 
appointments. Colorful 12- 
page catalog, including Decor 
Color Check List— to expand 
your sales volume. 





MODULAR ACTION 
OFFICE DEALER’S 
SALES AIDER 


For presentation, demonstra- 
tion, advertising, and store 
and window demonstration. 
A wonderful sales aid. 


Code No. 2 


DEALER'S SALES AIDER 
+ 


the luxurious 


SOAMER” 


ensembiettes 
8-page booklet covering pres- 
entation, advertising, viewer, 
and color post cards designed 
for a “slam-bang” sales pro- 
gram. 
Code No. 6 
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MATERIAL & COLOR 
SELECTOR GUIDE 


the luxurious 99 





SYSTEMS Mea 


42-page guide to Vizidex Viz- 
able equipment sales and the 
story of forms. Full of facts 
and information. 


Code No. 3 


ensembieties 
Actual material swatch sam- 
ples of Naugahyde, Gros 
Point, and color indications. 
A wonderful working tool. 
Code No. 7 —— % ¢ 


tt titi jr 
—_— = y. 
SALES ts West 23ard St. New York 63, N. 


aler aids 
AIDER Genter d me the following de 5 No. “i No. 
ane No. 1 














VIZIDEX 





TV: ables 


Indicates presentation, adver- No.1 ‘Neo- 2 ban ae | 
tising procedure, and includes Se ee 
exclusive Vizidex Viz-able Name..." “pee cece \ 
Steelmaster Item Inventory. —— ee — —_seanenessst ~_* 
A magnificent presentation. 8 FU™™ a cameerenerag 
Code No. 4 Se A Sent. 5 
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170 w. 233rd st., n. y- 63 





Aigner Sales Meeting . is held in the Multonomah Hotel, 
Portland, Ore. After the meeting, Henry Palmer, vice-president 
of the Joe M. Davis Co., Culver City, Calif., Aigner’s west 
coast representatives, was host at a cocktail party. From left 
to right in the first row are Henry Palmer and Mirth V. Smith 
of the Joe M. Davis Co. and C. W. “’‘Clem’’ Clemen of the 
G. J. Aigner Co. 


Seattle, Portland Dealers Hear about 
New Aigner Indexes from C. W. Clemen 


On his recent visit to the Pacific Northwest, C. W Clem 
Clemen, vice-president and sales manager of the G. J. Aignes 
Co., manufacturers of tabbing, indexes and guides in their 
plants at Oxnard, Calif., Chicago, and Long Island City, N. Y., 


introduced the new Aico Rip-Proof indexes to the leading 
dealers of Seattle and Portland, Ore., their executives and 
salesmen, at two excellently-attended sales meetings 

Assisted by Henry Palmer, vice-president, and Mirth V 
Smith, local representative, of the Joe M. Davis Co., Culver 
City, Calif., “Clem” spoke on “What's New in Indexing” and 
“How to Sell Indexes’. 

During his talk, he covered the full Aico line of tabbing 
and indexes, and introduced Aico’s new indexes with the bind- 
ing edge reinforced with Mylar, Dupont’s polyester film. With 
the aid of a testing machine, he demonstrated strength of the 
new indexes. 

All the dealer selling aids and the national consumer adver- 
tising provided by Aigner were also listed and explained. After 
each sales meeting, on October 30, at the Multonomah Hotel 
in Portland and on November 1, at the Roosevelt Hotel in 
Seattle, the Joe M. Davis Co. entertained at a cocktail party. 


Anton Kuhn Re-elected President 
of Peerless Steel Equipment Co. 

Peerless Steel Equipment Co., held its annual stockholders meet- 
ing in November and re-elected Anton J. Kuhn as president for 
a term of one year. 

Elected as directors of the corporation were Mr. Kuhn, Conrad 
Bergmann, board chairman; Francis E. Timlin, secretary-treasurer; 
Albert F. Rosenberger, vice-president in charge of production; and 
Joseph J. Galen, New York district manager 

Mr. Kuhn, in his address to the stockholders, listed the various 


Columbia Steel . . . was host to dealers 
from all over the nation at its first sales 
clinic for the 1957 fall season. Included 
in this picture are Frank Puckett, 
Thomas Adams, Walt Linden, Charlie 
Colman, Fred Cohen, Dave Morse, Bob 
Brickell, Jim Pierson, Ed Crilley, Colum- 
bia president Jack Embhardt, Herman 
Gessner, George Bach, George Little, 
Nathan Plaine, Charles Bellowes, John 
Vogal, Sam Curry, Bill Oehmler, Jack 
Milliam, Shannon TerBush, Jim North, 
Jack Oehmler, Irving Fish, Bill Marshall, 
and Robert Diener. Some names have 
been omitted. 





Seattle Session . . . of C. W. Clemen’s west coast sales meet- 
ing swing for the G. J. Aigner Co. 


expansions to plant and facilities and reported on the sales offices 
and warehouses in Chicago, Los Angeles, Dallas and New York. 

He also indicated that the research and development program 
would be stepped up in the coming year to enhance present prod- 
ucts and develop new lines of steel office furniture. Present 
volume is expected to increase during the coming year 


Friden, Inc. Ils New Name 
For Friden Calculating Machine Co., Inc. 

Stockholders of the Friden Calculating Machine Co., Inc. okayed 
a change in the firm name to “Friden, Inc.” at a special meeting 
in November. They also approved a profit sharing stock plan for 
key salaried employees. 

Change of the company name, established in 1934, was made 
because of the broad expansion in the firm’s office equipment 
lines during recent years. Adding machines were introduced in 
1954, and since then further expansion has included a complete 
line of integrated data processing equipment for automation of 
office proc edures 

At the same meeting, the directors declared a regular cash 
dividend of 25 cents per share on common stock and a 214% 


stock dividend 
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Designed by KEN WHITE ASSOCIATES 
for HASKELL OF PITTSBURGH 
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% A NEW DIMENSION IN STEEL OFFICE FURNITURE 
COMBINING DECORATOR DESIGN AND MODEST COST 


Gateway is the answer to one of the nation’s greatest needs—a decorator 

line, modestly priced. It's the new concept designed exclusively to 

fill this growing demand. Now, with Gateway, thousands of executives of 

good taste—bur limited budgets—can enjoy modern office beauty and efficiency. 


And, dealers, too, can open the way to new substantial markets! 








furniture in full color in new catalog. = 
303 E. Carson St., Pittsburgh 19, Pa. 


1 

| EXCLUSIVE Write for New Catalog today 
| FRANCHISE PLAN 

Gateway offers a most unusual plan for 

interested dealers. Complete details and HASK E Li 

| availabilities on request. See Gateway OF PITTSBURGH 

| 

| 
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Industry News 





Industry Promotion 


“Pencils do more jobs better,’ has been chosen as the theme 
of the first annual Pencil Week which begins February 24, spon 
sored by the Lead Pencil Manufacturers Association 

The slogan was selected to underscore what pencil manufac- 
turers feel makes their product an indispensable writing tool — 
the great variety of writing jobs handled by the general purpose 
pencil and the newer special purpose pencils now being marketed 


Map Promotion Program 


An extensive promotional program has been mapped out by the 
pencil companies. Advertising in national and trade media and on 
radio will call attention to the special week. Dealers will be sup- 
plied with advertising mats and an elaborate Pencil Week kit con- 
taining window and door streamers, ideas for attention getting 
displays, and sales pointers to help a merchant and his clerk sell 
more pencils. 

Pencil suppliers are also urging dealers to participate in a dis- 
play contest, offering attractive prizes: a color television set, a 
portable television set and a number of transistor and clock radios. 


Prepare Newspaper Material 


Promotional material keyed -o the Pencil Week theme, will be 
directed to news and feature departments of more than 10,000 
daily and weekly newspapers and to television and radio commen- 
tators throughout the country. Dealers will be advised on how 
to supplement the national effort in their own communities. 

Additional support for the program will come from such allied 
trade groups as the National Stationery & Office Equipment As- 
sociation, the Wholesale Stationers Association, and the Interna- 
tional Association of Blue Print & Allied Industries 


Herb Walsh Becomes Distributor 

Herbert J. “Herb” Walsh, formerly sales manager of the Ace 
Fastener Corp., has established a distributing company in Park 
Ridge, Ill., a Chicago suburb, to deal in 
stationers’ specialties 

The first specialties secured for distribu- 
tion consist of a line of Vinyl products 
being marketed under his trade mark, 
“Glad-Mar Products.” A catalog for the 
line is in preparation and will be sent to 
the trade shortly 

Mr. Walsh became widely known in 
the industry during his 18 years as a sales- 





man and later sales manager for Ace Fas- 
tener Corp., during which he called on 
dealers in all parts of the country. 

Herb has been very active for years in association work. In 
1939 he was chairman of the Field Division of the National Sta- 
tioners Association. He served many years on various Chicago 
convention committees and was convention chairman in 1948. 
Always active in the affairs of the Great Lakes Travelers Club, 
he served as president of the organization in 1938 


Herb Walsh 
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300 Attend Banquet of 
Philadelphia Stationers Association 

A crowd of nearly 300 met at Palumbo’s Supper Club on 
November 21 for the Philadelphia Stationers Association's 52nd 
innual banquet 

These friendly Philadelphians were rewarded with an evening 
filled with good things to eat and drink and an outstanding floor 
show. 

Prior to the serving of dinner, the ladies and gentlemen joined 
one another in the traditional friendship hour which gave many of 
the members an opportunity to say hello to old friends and to 
make new ones 

On hand to bid welcome was the Association's president, Irving 
Roth, Roth Bros., Philadelphia. He introduced the Governor of 
Region 3, John A. Busch, Baltimore Stationery Co., and Homer 
Lay who attended in behalf of NSOEA 

The Penn-Mar-Va Travelers Club, joint sponsors of the affair, 
was represented by First Vice-President Robert Johnson 

Another pleasant interruption was the drawing for six US. 
bonds won by six lucky guests. 

For all the ladies there were beautifully designed compacts, the 
gift of the Association 

The floor show was billed as a “Star Studded Revue” and it 
certainly lived up to its advance notices. Headlining the show were 
the Crosby Sisters and ““M.C.”” Joe Demarco. The other acts were 
Bobby Brandt, Doris & Roberts, Guy Marks and Gabriel Delos 
Rio. The orchestra was under the baton of Earle Denny. 

Dancing followed the show and continued until closing time. 

Credit for the success of the affair was extended to the hard 
working banquet committee consisting of Co-Chairmen Jack Pink- 
erton, Hoskins Co. and Sam Curry, Jr., Samuel F. Curry, Inc.; and 
Committee Members Louis Teti, Yeo & Lukens; Joseph Mack; 
Alec Bailine, Roth Bros.; Bruce Campbell, Eagle Pencil Co.; 
Thomas P. Crilley, Jr., Wilson-Jones Co.; Ed F. St. George, Oak- 
ville Co. Div.; Joseph O’Brien, Todd Co., and Thomas F. Kelly, 
Boorum & Pease Co 


Head Table .. . at Philadelphia Station- 
ers Association 52nd annual banquet. 
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Available in pencil striped hand-rubber walnut 











Modular units designed for maxi- Ei 


mum flexibility. Suitable for luxuri- 
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THE JASPER DESK COMPANY, JASPER, INDIANA 
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A New Look 
For Underwood 
At Washington 


Front Entrance . 














and extericr of new Underwood offices. Lobby is at left, demon- 


stration area in the center and display at right. 


@ UNDERWOOD CORP., a long standing member of the busi- 
mess community in the nation’s capital, took on a bold, new look 
recently with the opening of a glistening, three-story showroon 
and office building at 1146 19th Street, NW, Washington, D. € 

Colonel Alvin C. Welling, newly appointed district enginec: 
commissioner, officiated at the ribbon snipping ceremony which 
was attended by a large mamber of civic officials, company repre- 
sentatives, clients and customers 

The new headquarters will house more than 100 employes who 
sell and service the Underwood line under the supervision of 
District Manager N. D. MacLeod 

Everything from the black terrazzo floors of the first floor 
lobby to the illuminated ceiling, an integral part of the building's 
design, is functional and modern 

Providing 40% greater working space than the previous Un 
derwood office, the new building is the creative interpretation 
of Griswold, Heckel & Kelly Associates and is the latest in a 
series of Underwood office modernizations throughout the coun 


try. 
Design for Eye Appeal 


Guided by management's conviction that today’s selling is de- 
pendent on the streamlining of both the product and the display 
setting, the architects, working in conjunction with Edwin 
Weihe, AIA, designed for eye impact as well as practicality and 
efficiency. 

The entire ground floor front is recessed five feet from the 
building line to attract passers-by from the street and to afford 
shelter from the elements. A giay-green porcelain facade with 
enameled aluminum panels contrasts with a limestone surround 
on the 50’ by 140° building. 

Entrance is through a lobby of 
black terrazzo floors. A modern 


statuary marble and 
color-styled by the 


white 
elevator, 


architects, whisks customers and prospects quietly and quickly 
to upper floors. 
The large, well-lighted showroom, clearly visible from the 


street, is arranged for attractive display and convenient dem 
onstration of the full line of Underwood business machines. 

On the wall facing the lobby entrance are grooved birch 
panels which provide unlimited display variations. In the rear 
of the showroom, lacquered wood panels serve as display 
pedestals, offering striking, eye-level presentation of 
The panels are suspended away from the walls and angled in- 
versely for easier viewing. 


products 


Invite Trials of Machines 


Formica-topped tables and colorful, futuristic chairs invite 
visitors to try out the machines. To maintain the uncluttered 
look of the showroom, machine wiring is housed in hollow 


metal table legs. 

Griswold, Heckel & Kelly Vice President Hugh M. Keiser and 
co-designer Siegfrid Hermann hay xecuicd a demonstration 
room which combines practicality and functional beauty. The 
left wall is made up of five lacq 1 white wood and cork 
panels, each six feet high and 10 feet wide, which open up to 
serve as room dividers. Thus, at a 1 three sep- 
arate, semi-private demonstration areas can be created. A walnut- 
paneled conference room is adjacent for private sales conferences 
and special programs set up for clients by the management 


oments notice 
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ial 
These Attractive Desks are part of the demonstration 
area in the new Underwood showroom. By means of the cork 
and wood panels behind the desks, three separate areas can be 
created in which machine specialists can advise customers and 


prospects 





3 “ 2 i 
Red, Yellow and black barrel-shaped chairs present a 
colorful invitation to customers to sit down and try out the 
Underwood machines. In background are eye-catching panel 
displays. 


OA-1/58 























METAL-LUX CLERICAL POSTURE CHAIRS 
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at little more than a tubular steel base 





new beauty Here’s the “‘New Look” by MILWAUKEE, in three 
Model exceptional clerical posture chairs, featuring the exclusive 
M-50PB 


PERMO-PLASTIC base. The one-piece molded base adds a new, clean, 


streamlined beauty to the lines of these outstanding chairs... 





| new durability Check these fine advantages: no scuffing 
| KR possible...no screws, bolts, nuts, rivets, or metal reinforcement 


required ...nothing to come loose. Here, truly, is new perfection 


in clerical posture chairs...exclusive with MILWAUKEE... offering 


you a new, more profitable selling opportunity. 
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write for complete detai/s now 
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there is nothing finer in office chairs 


Model 
M-20PB 


Model 
M-25PB 





MILWAUKEE METAL FURNITURE COMPANY, Not Inc, 
101 N. Campbell Ave., Chicago 12, Illinois 
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The New High School . . . Syosset, Long Island, has Partition- 
ers in the purchasing office where they neatly divide the area 
into three separate departments. 


Dealers Find Schools Good Partitioner Market 


A lack of adequate space for school personnel is a prevalent 
problem in many schools throughout the country, and pur- 
chasing agents look for equipment which will help to relieve 
this condition. That is why dealers such as R. A. Kelly in 
Hempstead, L. I. and L. A. Schwagerl & Co., in Huntington 
Station, L. I. are finding a lucrative market for Partitioners in 
both new and old schools. 

Free standing steel and glass space dividers 
are designed to make the most of existing space, as well as to 
provide privacy and reduction of work disturbing noise. An 
important feature to schoo] purchasing agents is the fact that 
these partitions do not interfere with existing lighting, heating 
or ventilating systems, thereby eliminating the need for costly 
alteration work. 

Also important is the ease and speed with which Partitioners 
can be installed, or disassembled and rearranged in different 
combinations and in different areas of the school. Their con- 
temporary lines and colors are perfectly at home with the 
modern architecture, design and furnishings of the newest 
schools. 

Partitioner offices have been used in schools for child 
guidance counselors, adult education admissions rooms, prin- 
cipals’ offices, clerical offices, as temporary offices for per- 
sonnel who are waiting for the completion of new quarters, as 
department dividers to promote grea.er efficiency and as con- 
ference rooms. 


Partitioners 


W. M. St. John Elected President 
Of Acme Visible Records, Inc. 

William M. St. John, former executive vice-president, has been 
elected president of Acme Visible Records, Inc. K. K. Knicker- 
bocker was elected chairman of the board at the same meeting. 

Mr. St. John started in the office equipment business in 1919 
with Yawman and Erbe Mfg. Co. He worked up from a com- 
mission’ salesman to district manager in both Washington, D.C. 
and New York City before being advanced to an executive posi- 
tion in the home office. 

He joined Acme at Chicago in 1945, advancing through dis- 
trict offices at Washington D.C. and was vice-president in charge 
of eastern division sales at New York City. He was elected execu- 
tive vice-president in 1955. 


Arrest Two in Office Machine Theft Ring 

The arrest of two men—Luis M. Garcia of Brownsville, 
Tex., and Harold D. Miller of Harlingen, Tex.—charged with 
receiving and concealing stolen property, is believed by 
Brownsville police to have broken up an international office 
machine theft ring. 
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The Principal’s Office . . . at Port Washin jton Jr. High School 
in Long Island has been divided by Partitioners into three 
private offices. 


Monroe Introduces 
New Small Computer 


The art of computing has taken a stride forward with the 
introduction of the first all-electronic computer priced near 
$10,000. The machine, called Monrobot IX, is the product of 
the Monroe Calculating Machine Co. 

“With Monrobot IX an important obstacle to figuring auto- 
mation — the obstacle of price — has thus been diminished,” 
points out Fred R. Suilivan, Monroe president. ‘The lightning 
speed of electronic figuring is now available tv business at a 
cost far below th: $50,000 or $60,000 heretofore associated 
with electronic processing of complex figure problems.” 


= Se —_— 
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. Monroe’s new all-electronic computer. 


Monrobot |X . 


Although designed primarily for billing applications, the 
flexible program control of Monrobot IX permits its use for 
many other general accounting functions. Pint-sized in com- 
parison with the “giant brains’’ of an earlier era, the machine 
is completely housed within a single modern desk. Read-in and 
read-out mechanism is an electric typewriter with conventional 
keyboard, which can be operated by any typist 

As the operator types an invoice, for instance, the machine 
figures simultaneously, in thousandths of a second, such compu- 
tations as direct fractions, chain discounts, cross-accumulations, 
extensions and many other complex problems. Words such as 
sales tax, freight and discount may be printed automatically 
by pressing a key 
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Oxrorp works hand in hand with dealers to make 
Pendaflex filing systems easier to sell . . . more 
profitable than ever before. A three-pronged plan 


of sales support brings you interested prospects . . . 
then follows through to help you close the sale. 


TOPAYSs -_ ‘ 
SECRETAR ~ffA 
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Three-way 
Oxford program 


NATIONAL ADVERTISING 


boosts National advertising presents the Pendaflex concept 
of system filing to all levels of buying influence—top 


® 
PENDAFPLEX trintcien tlinquries local Pendater dealers. 


Dealer sales efforts! 







Oxford training sessions equip dealer salesmen to 
present effectively the benefits of Pendaflex filing 
systems. Oxford representatives conduct these at 
request on dealer premises. 
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EXPERT FILE ANALYSIS 


Oxford’s System Service Department makes avail- 
able to you some of the world’s foremost filing 
authorities. Our experts analyze your client’s filing 
requirements, and help tailor a Pendaflex system to 
meet them. 


For further information on 
the Oxford sales support program, 
and new developments in Pendaflex 


filing systems, write today! 
Oxford Filing Supply Co., Inc. : a 
111 Clinton Road, Garden City, New York. FIRST NAME Rents 
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OXFORD FILING SUPPLY CO.,INC., Garden City . New York . St. Louie . Chicago . Los Angeler 
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The Globe-Wernicke Co. 





R. H. Hammer . G/W presi 
dent . . . G/W looks to the 
future greatness of American 


business. 


Executive Techniplan 


@ FOR 75 YEARS, the Globe-Wernicke Co. of Cincinnati 
Ohio, has been producing scientifically advanced office equip 
ment, accessories, and filing supplies, functionally designed to 
speed up business routine and cut unnecessary overhead cost 
In February, 1882, a group of forward-looking Cincinnatians 
incorporated The Globe Files Co., for the purpose of manu 
facturing and selling files, including pigeon hole cases, box 
files, and leather file cabinets 

Progressive growth was the 
first. Within a year of its founding, and even before the com- 
“pany operated at a profit, it was necessary to move into larger 
quarters to house the growing manufacturing operations. In 
1884, the company issued its first catalog. 

This earliest catalog illustrates a pioneering spirit. It of- 
fered business a patented “Globe System of Filing Papers,’ 
which the catalog referred to as “The Most Perfect System 
Known for the Rapid and Orderly Filing of all Papers Writ- 
ten or Printed.”” This system consisted of cabinets of 4 to 75 
drawers each three inches high and with indexed leaves to 
serve as guides. Bases were provided so that combinations up 
to 480 file drawers could be assembled. The catalog also stated 
that the company had ‘“‘superior facilities for the manufacture 
of all kinds of office furniture and fixtures 


Becomes "The Globe Co." 


Simultaneously, the limiting word “files” was dropped and 
the company became “The Globe Co.” In 1890, the company 
again expanded. To give the growing eastern trade better serv 
ice, The Globe Co. of New York was founded and a five-story 
factory was acquired to manufacture light goods. In Cincin- 
nati, the home office and factory were again expanded and a 
sales office with show room was opened in the business heart 
of the city. 

At the close of the century, The Globe Co. erected a new 
and larger plant in downtown Cincinnati. A block in length, 
this factory was at that time one of the most modern in the 
Queen City. The company also acquired the assets, good will, 
and patents of The Wernicke Co. of Grand Rapids and the 
name was changed to The Globe-Wernicke Co. The patents 
acquired were chiefly those for the “Wernicke system of elastic 
bookcases,” the forebears of today’s modern sectional and 
modular equipment. To provide for the manufacture of the 
new bokcase line, a 14-acre tract was acquired in Norwood, a 
suburb of Cincinnati, and a building was constructed. 

One of the greatest innovations ever introduced in the office 
equipment industry was developed by Globe-Wernicke at the 
close of the century. Edwin G. Seibels, an insurance adjuster 
in North Carolina, consulted the company about making a box 
for filing papers in a vertical position. The cabinet made for 
Mr. Seibels is, today, enshrined in the Smithsonian Institution 
as the prototype of the modern vertical file 


mpany’s by-word from the 


Marks 75 Years of Progress 
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metal modular furniture for the executive 
marks Globe-Wernicke’s 75th anniversary celebration of progress 


Experimentation went on at an accelerated pace so that 
Globe-Wernicke was able to offer in the 1900 catalog four 
vertical letter file units, with four, eight, 12 and 16 drawers 
respectively. These files were finished in golden oak with met 
al fittings or oxidized brass. The drawers rested on extension 
Slides, stated the catalog, “permitting them to be drawn out 
their full length so that contents at extreme back of file may be 
examined as readily as those in front 


Expansion Program Launched 

During the decade 1911-21, Globe-Wernicke underwent a 
major expansion program. The Norwood plant, at a cost of 
several million dollars, was greatly enlarged to include both 
the general office and facilities of the downtown factory. 

In the early 1930's, J. S. Sprott took over the helm of the 
Globe-Wernicke organization and as president and general 
manager successfully guided the company’s destiny through 
the depression years. Mr. Sprott retained this position of leader- 
ship in the company until his death in 1949. 

With Pearl Harbor, G/ VW immediately pledged itself to an 
all-out program of war work that absorbed more than 90% 
of the plant's capacity. At the same time, the company’s peace 
time products were purchased in increased quantities for mili- 
tary use. 

On September 1, 1955, Globe-Wernicke was purchased by 
the City Auto Stamping Co. of Toledo. In the spring of 1957, 
the parent company voted to change the organization’s name 
to Globe-Wernicke Industries, Inc. of which The Globe-Wer- 
nicke Co., as a subsidiary, assumed a stellar position. At the 
same time, Globe-Wernicke purchased The Aluminum Seating 
Corp., Akron, makers of Fine-Rest Chairs. G/W moved this 
chair company to Delta, Ohio, where it is now in full opera- 
tion. 

Officers of The Globe-Wernicke Co. are: R. Herman Ham- 
mer, president and general manager; Joseph F. Howard, execu- 
tive vice-president; Elmer G. Rahe, vice-president — sales; 
Walter G. Albrinck, vice-president — finance; John K. Carnes, 
vice-president — manufacturing; Wayne E. Stichter, secretary; 
and William H. Patterson, treasurer. 

To mark the company’s 75th anniversary, a complete new 
line of modular executive metal furniture, Executive Techni- 
plan, was announced to the trade at the NSOEA convention. 

“At Globe-Wernicke,” R. H. Hammer emphasizes. “there 
is no basking in the light of past achievements and successes. 
With vigor and vitality, with youthful attitude, with long 
range, extensive marketing program based on product develop- 
ment and increased distribution, Globe-Wernicke looks to the 
next 75 years with utmost confidence and faith in its organiza 
tion, and its own ability to meet changing conditions, and the 
future greatness of American business.” 
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Expansion Marks 
10th Anniversary 


@ THE OPENING of a new store and the celebration of its 
10th anniversary gave Barefield & Co. in Jackson, Miss. a dual 
reason for celebration. 

The new store, located at 113 N. President St., is in an 


easy-to-reach location in the downtown area. Another store, at 
323 Woodrow Wilson Blvd. has been in operation since 1948. 
At the present time a third store and warehouse is under con- 
struction at 719 Gallatin St 

This growth has taken place within the span of 10 years 
The company, under the guidance of Dorsey Barefield, opened 
its doors in 1947. At that time, Mr. Barefield was the whole 
staff, but today there are 23 busy people involved in the opera- 
tion of the chain. 

The first office was at 318 State St. in Jackson, and a year 
later the store on Woodrow Wilson Blvd. was built. During 
the next two years the company was enlarged on two different 
occasions, and in 1953, Barefield & Co. purchased Capital 
Printing and Stationery Co. 

Mr. Barefield attributes this growth to “the faithfulness of 
customers and employees.” 

Today the firm has three main departments, the office supply 
department, the school and contract division, and the printing 
department. 

The office supply department is headed by Gerald Johns, 
and it features one of the most complete stocks of supplies and 
accessories in the state. 

-Osburne Guion, the new furniture sales manager, heads the 
contract and school division which specializes in institutional 
furniture and school furniture. As a new concept in this divi- 
sion, Mr. Guion has announced a new office planning and 
designing service. Through this service, Mr. Guion pointed 
out, the company is now prepared to do a complete job for an 
individual office or for a complete office building. 

One of the first jobs was the completion of a new office for 
President Barefield. This office, which will serve as a show- 
room layout, is, according to Mr. Guion, “attractive and com- 
fortable with an atmosphere conducive to clear thinking and 
pleasant business relations.” 

The other department of the firm is the printing division 
which is headed by Phil White. This department specializes 
in job printing of letterheads, invoices, statements, envelopes 
and the like. Lloyd Pitts is manager of the store on Woodrow 
Wilson Blvd. 


Copease Corp. Seeks Court's 
Decisions on Patent Rights 

The question of the validity and scope of patent protection 
in the photocopy field is due for solution in a civil action 
scheduled for trial. 

The suit, pending over two years, was brought by Copease 
Manufacturing Co., Inc., affiliate of Copease Corp., distributors 
of photocopy equipment, against American Photocopy Equip- 
ment Co., for violation of its patent covering so-called “dry 
process” office photocopying machines. Action was filed in 
April, 1955 in the U. S. District Court for the Northern District 
of Illinois at Chicago. 

According to Copease, the patent on the machines, U. S. 
Patent No. 2,657,618, was acquired from the inventor, Dr. 
Walter E. Eisbein of Stuttgart, Germany, who had filed the 
U. S. patent application on March 1950 and was granted 
the patent on November 3, 1953 

In addition to distributing machines made under this patent 
to office equipment dealers throughout the United States, 
Copease claims it has licensed six other U. S. companies in this 
industry, including Remington Rand 
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New Store . . . at 113 N. President St. in Jackson, Miss., is 
another milestone in the 10 years of progress celebrated dur- 
ing the grand opening festivities. Barefield & Co. is now a 
three-store operation in Jackson. 





The Whole Staff . . . of Barefield & Co., which has grown 
from a one-man operation in 1947 to a busy organizotion of 
23 persons. Dorsey Barefield, center, is the founder. Seated at 
the left is Gerald Johns, office supplies manager, and at the 
right, Osburne Guion, new furniture sales manager. 


V. W. McCann Named Manager of 
Dealers Sales for Y and E 

Vernon W. McCann has been named manager of dealer sales 
at the Yawman and Erbe Manufacturing Co., announces 
Charles W’. Schreiber, executive vice-president. 

Mr. McCann joins Y and E with a 
background of experience in both sales 
and management. Most recently he has 
been in Colorado operating his own busi- 
ness — which he is now relinquishing. 
Prior to that he accumulated more than 
10 years service with the W. A. Sheaffer 
Pen Co. 

A graduate of the University of South 
Dakota, Mr. McCann started his career 
as a _ sales correspondent, advanced 
through field selling to management un- 
til the interruption of the war. 

His extensive personal participation in direct selling, sales man- 
agement and dealer relationships has provided him with a broad 
and comprehensive knowledge of sales and service problems. This 
experience makes him well qualified to manage Y and E dealer 


sales. 





Vv. W. McCann 


Fiberesin Plastics Plans New Plant 

The Fiberesin Plastics Co. of Oconomowoc, Wis., has an- 
nounced completion of plans for a new manufacturing plant. 
The new plant will make it possible for the company to nearly 
double its production capacity. Fiberesin is a solid plastic ma- 
terial that is used for tops and panels in the manufacture of 
office institutional and home furnishings 
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Revolution in Ilumination: 


“VISION-AID" LIGHTING 


For the first time . . . Fluorescent and Incandescent Lighting blended 


IN A SINGLE 
MULTI-POSITION 
FIXTURE... 























Here’s an entirely new concept in lighting quality and 
distribution! 


The unique design of the TROMBOLITE reflector makes 
full use of both fluorescent and incandescent light 
sources — to produce higher levels of illumination with 
a minimum of undesirable glare. Result: illumination 
that’s easier on the eyes, plus a light distribution pattern 
that provides complete uniform coverage over the entire 
work area. 


Glide-Action TROMBOLITE adjusts to thousands of positions 


@ ARM EXTENDS by smooth G-I-i-d-e A-e-t-i-o-n 
© REFLECTOR TILTS, SWIVELS to any needed angle. 


ARM TILTS from vertical to horizontél, 


ARM ROTATES through 360°, locks at a touch. 


© SPRING ACTION CORD extends and retracts with 
the gliding arm. td 





Modern blue and chromium finish. Choice of mounting bases. List prices (less lamps) 
Model FSD-200 — Incandescent & Fluorescent — Screw-Down Mounting ; ; $24.95 
Model 1SD-100 — Incandescent only — Screw-Down Mounting .......... ; So + ee 


Write for catalog listing complete range of models and prices. Dept. OA-158 


ea i plex CORPORATION © 111 WATER STREET, BROOKLYN 1, N.Y. 
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Feldman 
Builds Store 


ei: 4 Pee 


MR. AND MRS. D. M. 
FELDMAN 





Stationery Display . . . seen upon entering the D. M. Feldman, Inc., store at Norris- 


town, Pa. Most of the open display fixtures were created by Henry Berry Associates 


by JOHN L. GALLUP 
eastern editorial representative 
Norristown, Pa. 


® D. M. FELDMAN of Norristown, Pa., is a man who visualized 
his expanding market in the section close to Philadelphia com- 
prising central Montgomery County in Delaware Valley 

And what is more important he did something about it. Let this 
dealer, operating D. M. Feldman, Inc., tell what prompted his 
decision which was culminated recently with a two-day open house 
celebrating the opening of a new store at 133 W. Main St. in 
Norristown. Says Mr. Feldman: 

“We saw five or six years ago that this was becoming a section 
with an influx of new industries. We had been able to serve these 
firms satisfactorily in office supplies. However, we were hindered 
to a great extent in properly taking care of requirements in office 
equipment. 

“Since many of the new firms came from large metropolitan 
cities we knew that we had a problem to contend with if we were 
to maintain our present status in the area. Insofar as stationery 
and office equipment was concerned, the important thing, we 
felt, was to get ourselves in a position whereby we would have 
the necessary facilities for the proper display of office equip- 
ment which would be readily salable in this area. 





The Leopold Co. . Documentary suite is displayed in this 
15 x 32-foot model office. 
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“We wanted to implement our sales organization with the type 
of display which we felt would result in getting more business.” 

With this objective in mind Mr. and Mrs. Feldman visited 
stores in New York City, Rochester, Buffalo, Cleveland, Chicago, 
Pittsburgh, Camden and Harrisburg. They came home with ideas 
on what they wanted to do in display and made their dream come 
true in a community having some 40,000 population, the culmina- 
tion of 20 years of stationery store operation 

Decision was made to add a decorating department with a 
decorator in charge. ““We think that this department will do the 
kind of job needed in this area,” says Mr. Feldman. His sales 
force now consists of six men with a territory for each, and one 
man who specializes in office machines alone. 

The new building is a two-story structure with a total of 16,000 
square feet of floor space divided in this manner—first floor store, 
about 7000 square feet; stock and shipping department, 3000 
square feet, and second floor stockroom, about 6,000 square feet. 


Climax to Careful Planning 


Planning for the new store began in March of last year and a 
great deal of help was given by Bill Hammon and Don Scott of 
B. L. Marble Co. in planning the office furniture department as 
well as decor as to colors, drapes and floor colorings. They worked 
from a set of drawings and specifications plus color layouts, draw- 
ings and samples to accomplish the effect desired. 

The open house was well planned. 

On Thursday night, prior to the official opening, some 200 
business people attended in response to personal invitations to 
inspect the new store. After the ribbon cutting ceremonies took 
place on Friday morning, the doors were thrown open and a steady 
stream of visitors came in response to teaser ads published four 
weeks in advance and followed by a full-page advertisement in 
the local newspaper. General invitations were also sent to some 
3000 professional as well as business offices. 

Invitations were also sent to secretaries of various offices in 
the community to visit the new establishment on Saturday and par- 
take of coffee and cakes. 

On hand to greet visitors and play hosts for the memorable oc- 
casion were D. M. Feldman, his charming wife, Herbert E. Seifert 
and J. D. Gluckman, buyers for the organization, and the entire 
sales force 

On a tour of inspection one can not help but be impressed with 
the bright cheerfulness of the commercial stationery department 
located in the front part of the store, illuminated by fluorescent 
ceiling lights. Open back type store windows permit an unob- 
structed view of the entire store. 
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Sees Market, 
to Serve It 


D. M. Feldman, Inc. .. . 
ha long featured Shaw- 
Walker steel furniture such 
as here displayed along with 
accessories needed in the 
complete office. 


In one window was to be seen an executive office setting, while 
in the other, a variety of commercial stationery products were dis- 
played. Open-display wall fixtures and cabinets and center aisle 
open-display self-service cabinets by Henry Berry Associates, are 
featured throughout the front part of the store. Office machines 
such as typewriters, duplicators, photocopy and dictating: ma- 
chines are tastefully displayed. 

The second half of the store is devoted to office furniture in an 
elaborate group settings, consisting of five executive offices in 
wood, three of which are in suites. Two executive offices are 
equipped with steel furniture in addition to furniture shown in 


general office layout 


Wall Treatment Is Varied 

Various wall treatments are used. Some are wood paneling, some 
painted, others in Japanese grass cloth or vinyl plastic in soft 
warm shades. See-through room dividers are also used to give the 
general floor area a more spacious feeling as well as to permit the 
office staff t 
Several secretarial and reception set-ups as well as conference 


incoming customers. 


rooms are shown in an endeavor to show as many style desks and 
their adaptation as possible. 

Floors throughout the store are covered with vinyl-asbestos tile 
in three shades of soft beige in a speckle pattern. Soft neutral 
colored high pile carpet is used in all executive office settings. 

Lighting for the furniture is individually picturized by incandes 
cent desk lamps and hanging lamps. Here an atmosphere of over-all 
spaciousness, soft richness and quiet dignity, in good keeping with 
sphere of the whole store, prevails. The premises 

conditioned. In connection with the furniture 


lecorating department is in Operation equipped to 


the general at 
are compietel 
department, a 


do a complete installation job including rugs, draperies, wall paper 
and office lighting 
Offices Located in Rear 
The general offices are located in the rear of the store, accessible 
to the stationery stockroom. In the latter, row after row of open 
steel shelving holds stock arranged for easy selection to expedite 
speedy filling of orders 
From the stockroom it is but a step to the packing and shipping 
department permitting efficient streamlined operation from start 


to finish 
The office 
at Marshall and Chain Sts. in a two and one-half story building 


niture warehouse is located in another building 
Providing ab 9,000 square feet of store space. 

Throughout the store and stockroom are to be seen only well- 
known products such as—Shaw Walker office equipment, Leopold 
desks, Jasper office furniture, Myrtle desks, B. L. Marble Co 
Metal chairs, Victor Safe & Equipment Products, 
Lee's carpets, Schumacher fabrics, Warner grass cloth and Van 
panel wall papers, Stiffel and Lightolier office lamps, 


chairs, Rova 
Luit design 


(Turn to Page 102, Please) 
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have their own separate display. 
One of the salesmen specializes in this department, along with 
merchandising of portable typewriters and the DeJur Steno- 
rette. 


Duplicating Machines 





Jasper Office Furniture . . . desks and B. L. Marble chairs are 
featured in one of the showrooms. Note wall decoration utiliz- 
ing a wallpaper panel depicting Route 66 in the Southwestern 
area of the United States 
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| 
| 
MAKERS OF THE WORLD FAMOUS 
| PATENTED STA-CLEAN MPTALLIC 
J PROTESTIVE-COA“ED MASTER UNITS 


U.S. PAT. 2.671.734 


A reputation can not be bought. It must be 


earned. 


We have earned ours by strict adherence 


to these rules: 


- Set one standard, but set it HIGH 
- Serve one trade, but serve it WELL 


- Make one product, but make it BEST 


SPECIALIZING IN MASTER UNITS 
SPIRIT & HECTOGRAPH CARBON PAPERS 


SUPPLIERS TO DUPLICATING SPECIALISTS EVERYWHERE 


Pi, ae ried 
1/3 Jf, | RIBBON AND CARBON MEG. CO., INC. 


GENERAL OFFICES AND FACTORY 
HARRISON, NEW JERSEY U.S.A. 
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Modern Operation 
Opens in New York 





Balcony which once held diners’ tables, now is used for 
the display of office furniture and equipment. 


New York City 
@ WHAT ONCE was a cafeteria near the financial heart of New 
York City now houses a modern commercial stationery and office 
equipment operation 
Bingham Siegert Co., under the guidance of its president, 
Jacob Friedman, made the move into the new, fully air-condi- 
tioned store at 130 Pearl St. in October. The building, which 
includes two floors and a basement, offers a total of 12,000 square 
7,000 of which is given to the selling area. 
Che curved balcony of the second floor area, which 
OA once held restaurant tables, now offers an excellent 
staff area for office furniture displays. Set well back, at 
about the center of the store, it accentuates the over- 


teet of floor space 





report all picture of spaciousness both in width and height. 
[he walls in the store, now painted a light gray, 

blue and salmon, reach very high because of the balcony design 
These have been covered with pegboard in many areas, and the 
pegboard reaches a height of 16 feet in some cases. This treatment 


makes it possible to present visual displays of stationery items, 
desk sets and other things which might catch the customer's eye. 

Open display wall fixtures and center aisle self-selection cabinets 
on the main floor have been finished in canary yellow. They were 
fications set up by Mr. Friedman in consultation with 
rs of the store, Harold Friedman, treasurer, and 


Dulit to spec 


the other Office 
Edward Philippo, secretary. 
Officers Design Store 
All three officers participated in the design of the new store, 
working from floor plans. They said that many valuable ideas 
were gained f information gathered in OFFICE APPLIANCES 


and other trade publications. Many of the new fixtures and cabi- 
nets are the result of study on the part of the officers. 

The store layout features open-back windows to permit an un- 
obstructed view of the entire main floor. In one window an office 
furniture setting is featured and in the other a variety of sta- 

ery products is displayed 

Mr. Philippo pointed out that the open display cabinets in the 
commercial stationery department has increased impulse buying. 
He said many items previously carried in basement stockrooms 
and available, and the result is an increase in 


[his new building is located a short block from the old store. 
Its advantages include a well-ordered stockroom at the rear for 
immediate forwarding and a bulk storeroom in the basement for 


general invent Shipping and receiving is done on the Water 
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Bingham Siegert Co. . . 
New York City financial district into a modern office equip- 
ment store. Commercial stationery and supplies are on the 
main floor and furniture is located in the balcony area. 








. has converted a cafeteria near the 


Jacob Friedman aad 
president, directs the 
store along with his as- 
sociates Harold Fried- 
man, treasurer, and Ed- 
ward Philippo, secretary. 


Stairway . . . to balcony 
has been utilized as a 
reception area display 
and also was chosen as 
a good spot to show 
various drapery fabrics. 





Street side of the building behind the stockroom. 

Today the firm is operating with 12 employees, four of 
whom are outside salesmen. Plans call for an additional six 
outside men in the very near future. 

Buying is done by Sheldon Katz, formerly with Empire Office 
Furniture Co. Anthony Montanaro is the stationery department 
buyer, and Mr. Friedman buys the greeting cards. 


Company Is 100 Years Old 

The company itself dates back nearly 100 years to 1866 when 
it was founded by William C. Siegert on Pearl Street, where it 
has been throughout its history. In the 1920's, Mr. Siegert com- 
bined with John H. Bingham and the firm name was established. 
The firm changed hands in 1938, again in 1948, and the present 
owners took over in February of 1953. 

The first thing the new owners did was to remodel the store, 
then located at 144 Pearl St. From then on, business improved 
at a rapid rate, based on the know-how of the men now running 
the store and a policy of complete service for the customer. 

The need for expansion was evident, but it wasn't until this 
past year that the only available spot on Pearl Street, the cafeteria, 
was obtained. The store was remodeled and redesigned to make 
it suitable for stationery and equipment sales, and the move took 
place in October so that the store would be in good shape for 
the Christmas season. 





Lions Test Cosco Chair... ‘ 
Eight massive Detroit Lions pro gridders 
pit their more than 2,000 pounds of = 
weight against a Cosco slim-legged of- ~ 
fice chair. The test was to find out just 
how strong is the product of Hamilton 
Mfg. Corp. Testing the strength of the 
square tubular steel legs, fastened to the 
seat by four %,-inch bolts, are (from 
left): Darris McCord (265), John Gordy 
(250), Bob Miller (270), Raymond 
Krouse (280), Charley Ane (275), Lou 
Creekmur (260), Joe Schmidt (230) and 
Gil Mains (260). The chair weighs but 
17 pounds. 
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Joseph Dixon Crucible Co. 
Observes 130th Anniversary 


Without formal fanfare, the Joseph Dixon Crucible Co. of 
Jersey City, N. J., has just marked its 12th anniversary as a 
prospering industrial firm. 

Now a reliable corporate arm of America’s basic industries, 
the Dixon company started in 1827 in Salem, Mass., in a single- 
story shack with a handful of employees. Its founder, Joseph 
Dixon, concentrated his scientific genius upon graphite. 

By way of a variety of formulas for mixing graphite and 
clays, Dixon developed products of vital and lasting utility — 
the famed Dixon graphite crucible which helped to revolution- 
ize the steel industry, and the Dixon wood-cased pencils, of 
which the Ticonderoga has long been established as a top seller 
among the 11, billion pencils annually produced in the United 
States. 


Father of Steel Industry 


For producing the first crucibles for the melting of metals 
that could withstand great heat without cracking and to which 
metals would not adhere, Dixon was dubbed “father of the 
steel industry” by his contemporaries 

When, in 1847, Joseph Dixon relocated in Jersey City, he 
erected a small brick and frame building alongside the tracks 
of the Pennsylvania Railroad. Today, the company’s Jersey 
City structure, spreading over four blocks, is headquarters for 
six branch plants, two of them outside the United States, and 
houses more than 1,000 employees. Through the four chief sales 
divisions now flow more than 3,000 different industrial prod- 
ucts, almost all of them graphite based, feeding 20,000 cus- 
tomers in such basic industries as iron and steel, automotives 
and railroads, oil and gasoline, television and firearms. 

An extremely diversified enterprise, the Dixon company ad- 
heres to the general purpose wooden lead pencil as its princi- 
pal product because, as its president Frank G. Atkinson ex- 
plains, pencil sales are stable in both good and bad times. The 
firm’s ten billionth pencil is soon expected to roll off the as- 
sembly lines. 


Have Four Sales Divisions 


Product distribution in the Jersey City plant is channeled 
through four sales divisions—pencils, crayons and erasers; cru- 
cibles and refractories; dry graphite and graphite lubricants, 
and silica graphite paints and maintenance enamels. Its aux- 
iliaries manufacture chalks, crayons and artists’ supplies; pow- 
dered metal parts, pencils and pencil leads. 

Dixon's subsidiaries include the important Canadian affiliate, 
Dixon Pencil, Ltd., at Newmarket, Ontario; and the Joseph 
Dixon Crucible Co., de Mexico, in Mexico City, Mexico. Other 
subsidiaries in the United States are the long-established Amer- 
ican Crayon Co., Sandusky, Ohio, pioneer manufacturers of 
crayons, chalks and artists’ supplies; American Graphite Co., 
Ticonderoga, N. Y., supplying graphite; Dixon Sintaloy, Inc., 
Stamford, Conn., fabricating ferrous and non-ferrous metals, 
a major producer of powdered metal components, and the Nitro 
Pencil Co., Nitro, W. Va., manufacturing pencil leads. 
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Bakewell Marks 30 Years 
With Victor Adding Machine 


Alvin F. Bakewell, vice-president and 
general sales manager of Victor Adding 
Machine Co. marked his 30th year of serv- 
ice with the company in November. 

Mr. Bakewell started his career with Vic- 
tor in 1927 as assistant export manager, 
He was named general sales manager in 
1946, and in 1951 he was promoted to the 
position of vice-president in charge of sales, 
In his earlier days with the company he 
also served as export manager and assistant 
sales manager 

Mr. Bakewell is credited with building 
up Victor's domestic and foreign sales organizations, now com- 
prising 55 specialist-staffed direct factory sales and _ service 
branches, over 500 franchised dealers, about 6,000 non-exclusive 
retail outlets in the United States and Canada, and distributors in 
59 foreign countries. 

He is president of Victor-McCaskey, Ltd., president of Victor 
Adding Machine Export Co., and vice-president of Vamco Inter- 
continental, Ltd., all wholly-owned Victor subsidiaries 





A. F. Bakewell 


————E 


Smead Mfg. Announces Fifth 
Annual Window Display Contest 


Smead Mfg. Co. is now conducting its fifth annual window 
display contest for dealers. The closing date is May 15, 1958. 

First prize this year will be a one-week, all-expenses trip 
for two to either New York City, Los Angeles or Miami, Fla. 
The winner will be given his choice of the three cities and may 
travel by train or by plane. 

The second prize will be a one-week, all-expenses trip for 
two to the Montana dude ranch country and a choice of spend- 
ing part of the time in Yellowstone or Glacier National Parks. 
Third and fourth prizes will be gift certificates of $200 and $100 
respectively at the store of the winner's choice. There will 
also be 12 honorable mention prizes of $10 each. 

Three judges this year include Homer B. Lay, manager of the 
NSOEA; Steve Brown, advertising manager of the American 
Hoist and Derrick Co., St. Paul, Minn., who has won recogni- 
tion as a practical photographer in both black and white and 
color fields; and Donald S. Frey, secretary of the Wholesale 
Stationers Association. 

Working independently, the judges will base their decision 
upon originality of idea, over-all beauty of the window, and 
the application of product use. 


Cook’s Inc. Opens Dallas Ful-Vu Plant 


Cook's Inc. has announced the opening of a new Ful-Vu 
division manufacturing and warehouse installation at 129-131 
Leslie St. in Dallas, Tex. 

The new operation will expedite deliveries and provide addi- 
tional service to the southwestern and western states 
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Liberator 75 


Automatic feed * Hand brush 
inking * Post card to legal size 
$99.50 Tax and counter extra 


Speed - O-Catinet 


Duplicator base and handy util- 
ity cabinet. Top provides over 
5 sq. ft. of working surface... 


khiberator 100 


Automatic roller release * An 
weight paper to post card stock 
Automatic brush inking...$149.50 
Tax and counter extra 
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Alexander Burger Honored In 
Dedication of New School 


The memory of the late Alexander Burger, Bronx business 
leader who became a champion of the rights of minority 
groups, now is enshrined in the new $4.3 million Junior High 
School 139 at Brook Ave. and 141 St., which has been named 
in his honor. 

More than 600 guests attended the school’s dedication and 
open house, including Mr. Burger's three children—Mrs. Irving 
M. Levy, Arthur Burger and Joseph Burger. The latter heads 
the Art Steel Co., Inc., manufacturers of steel office equipment 
which was founded by the father in 1920 

Cornelius J. Walsh, member of the Board of Education 
served as chairman of the dedication ceremony 





in the Bronx, N. Y. named in 


New Junior High School 
honor of the late Alexander Burger 


About 50 members and friends of the Burger family were 
in attendance, two of whorn traveled 7,000 miles for the 
occasion. Alexander Burger, the son of Arthur Burger, flew 
in from Germany, where he is serving with the U.S. Army. 
Bob Levy, the son of Mrs. Levy, came in from California. 

A highlight of the ceremony was the unveiling of a plaque 
by Mrs. Levy in tribute to her father. The inscription reads: 

“Alexander Burger — 1873-1932 a leader in industry and 
a dedicated citizen of the Bronx who believed in and practiced 
the principle of equality in employment, an ideal in our democ- 
racy.” 

The Bronx's newest junior high school is designed to provide 
the complete intermediate school program amid the most up- 
to-date facilities and services. The architectural plan, developed 
by the firm of Brown & Guenther, was cited by the American 
Association of School Administrators as a “carefully-articulated 
metropolitan development.” 

The over-all design consists of three elements 
classroom wing with cafeteria, a two-story auditorium-gym- 
nasium section, and a connecting one-story administrative area. 
The instructional units include 30 regular classrooms, 12 spe- 
cial rooms and eight shops. The school, opened at the begin 
ning of the 1957-58 school year, has an enrollment capacity for 
1,678 pupils in the grades 7-9 


2 four-story 


Hillside Metal Products Names Distributor 


Hillside Metal Products, Inc., has announced the appoint 
ment of the Wholesale Office Equipment Co. as exclusive 
warehouse distributor representative for the 11 western states. 

Wholesale Office Equipment Co. has offices and warehouses 
in San Francisco, Los Angeles, Seattle and Denver and will 
warehouse merchandise at thes« spective branches for distri- 
bution through dealers in California, Oregon, Washington, 
Nevada, Idaho, Utah, Montana, Arizona, New Mexico, Wy- 
oming, Colorado and the city of El Paso, Tex 

At the same time it is announced that Goldblatt Associates, 
with showrooms at 11033 Westmore Circle, Dallas, Tex., has 
recently been appointed to represent Hillside Metal Products, 
Inc. in the states of Texas, Oklahoma, Arkansas, Mississippi 
and Louisiana. Al Goldblatt will be covering the states of 
Texas, Oklahoma and Arkansas and Arch Halsall of the same 
firm will sell in Louisiana and Mississippi with headquarters 
in New Orleans. 
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Tribute to Alexander Burger Members of the family and 
school officials show their pleasure at unveiling of plaque hon- 
oring memory of Alexander Burger, for whom new $4.3 million 
Junior High School in Bronx, N. Y., has been named. Left to 
right: Arthur Burger, son; Mrs. Irving M. Levy, daughter; 
Cornelius J. Walsh, member of the Board of Education; John 
C. Cocks, assistant superintendent of schools; Joseph Burger, 
son, and Paul Weinstein, principal. 


Stationers 12:30 Club Honors 
Memory of Departed Members 

The usually festive time which prevai!s at the Stationers 
12:30 Club of ‘New York meetings was set aside for a moment 
at the Club’s November meeting so that silent tribute could be 
paid to the memory of Howard Sanders and Ralph Halpern. 

President Harry Sills, Commercial Stationery Co., New York, 
expressed the remorse felt by the membership at the passing of 
these two long-time friends of the industry. 

A reminder was made of the 12:30 Club’s Christmas party 
scheduled for December 23. A gala evening was promised for 
this year’s party 

Treasurer Edward Leventhal, Biddle Purchasing Co., reported 
on the club's ready relief fund. He informed the membership 
that $1,215 was the total now in the fund treasury 


New Machines Dealer in Milwaukee 

Calder Corp. is the name given to a new dealership in office 
and dictating machines located at 5350 N. Port Washington Road, 
Milwaukee, Wis 

James H. Calder is president of the firm. He has been in the 
dictating machine business for the past two years and is a former 
vice-president of sales of the David White Instrument Co 


New Addition Goes Up at Ferber Plant... 





Ferber Corp. is now constructing the third building on its pres- 
ent plant site at Englewood, N.J. The new addition, according 
to Walter G. Schoeman, executive vice-president, will enable 
the firm to increase production on its expanding line of writing 
instruments. It will be ready for occupancy shortly. 
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Every Binding Edge Is Reinforced With 
Dupont’s Famous MYLAR* Polyester Coating 
The Toughest Of All Plastic Coatings 


* Triples The Life Of AICO Index Sheets 


* Prevents Punched Holes From Wearing, Tear- 
ing, Ripping, Pulling Through. 
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Any Other Type Of Reinforcement 


* Yet, Costs No More Than The Old Fashioned 
ae ed Cloth Or Metal Reinforcement! 
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“Rip-Proof” Indexes Register 2 to 5 Times More Strength! 


AICO "Rip-Proof” Reinforcement 


In rative tests made at the recent National Stationers 
Convention, Indexes, with old-fashioned paper, cloth or metal With MYLAR Is Another FIRST 
t. pulled through the metal binding rings at 6 to 14 For AIGNER! 
whereas, AICO “Rip-Proof’’ Indexes withstood 28 


ealing 2 to 5 times more strength 


PRevistered Trademark, G. ]. Argner ¢ Chicago 7, Ill 


») nts Registered Trade Mark for its Polyester Coating 


WRITE Dept. D1 Today For FREE Supply of AICO “Rip-Proof” Indexes 
DEALERS, PLEASE NOTE: The Above Ad will appear in the February Issue Of Office Management Magazine 
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Remodeling Spurs Sales 
Of Office Supply Items 


Sales of all office supplies have increased materially at 
the Salt Lake Desk Exchange, Salt Lake City, Utah, since the 


installation 1 new self-selection display fixture 


Replacin after row of old-fashioned flat tables, the new 
display unit lividually classifying each line of merchandise 
forms a nave down the left side of the store 

Ten of the units are used to form a shoulder-high partition 
separating the small office supply department from office furni 


ture. 
Built-in fluorescent lighting, varied in color from case to Case, 
as well as the variation in merchandise encourage the cus- 
tomers to browse more than they did formerly at the flat tables 
Small office supply sales have increased by more than 15%, ac 


cording to management of the Salt Lake Desk Exchange. 


Royal McBee Marks Production of 
10 Millionth Royal Typewriter 

As automation moves into the office, the typewriter industry is 
entering its period of most dynamic growth, top executives of 
Royal McBee Corp. said recently at ceremonies marking the 
production of the 10 millionth Royal typewrites 

Philip M. Zenner, Royal McBee president, presided over the 
ceremonies at the Royal plant in Hartford, Conn. Fortune P. Ryan, 
executive vice-president and grandson of the founder of the Royal 
typewriter business, Thomas Fortune Ryan, was presented with 
the 10 millionth machine at the end of the production line 





Ms 
of the 10 millionth Royal typewriter was 
marked by ceremonies at which Royal McBee President Philip 
M. Zenner, (right) and Executive Vice-president Fortune P. 
Ryan, (center) congratulated Alan S. Cook, general manager of 
the Royal McBee Hartford plants. Typewriter at right is one 
of the company’s earliest models. 


Production 


Commenting on the new age of office automation, Mr. Zenner 
predicted that the writing machine of the future, in addition to 
performing the tasks of today’s familiar typewriter, would undergo 
radical changes to fit it for the new roles it would assume. 

rhe writing machine of tomorrow may well print whole lines 
at a time, faster than the eye can follow,” he said. 

In his acceptance, Mr. Ryan noted that more than 40% of the 
10 million Royal typewriters produced in the company’s 53-year 
history have been built since the end of World War II. 

He said that the “typewriter, or, to choose a more accurate 
term, writing machine, is the foundation on which office auto- 
mation must be built. The typewriter is the fundamental tool of 
business communication, whether the organization has only one or 
several thousand employees.” 

Mr. Zenner predicted that Royal McBee will continue to play 
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Self-Selection . . . fixtures installed by Utah firm. 


a leading role in the growth of the typewriter industry. He said 
that the planned Royal McBee research and development center in 
Bloomfield, just outside Hartford, is “symbolic of our intensive 
interest in maintaining the leadership of Royal McBee in the writ- 
ing machine business, as well as in the growing data processing 
field.” 


Marnay Sales Appoints Advertising Director 

Marvin Herskowitz, president of Marnay Sales Division, 
Rockaway Metal Products Corp., has announced the appoint- 
ment of Miss Edith Simmons as director of advertising and 
publicity. 

Miss Simmons, who was formerly publicity and copy director 
for Industrial Advertising Agency, has had 10 years of expe- 
rience in the fields of advertising, publicity and public relations 
Her new appointment is a significant step in Marnay’s 1958 ad- 
vertising plans for Partitioners, the movable steel and glass 
space dividers. 

These plans include a broader and more intensive program 
of advertising, directed to the consumer and the dealer, and the 
designing of many new and effective dealer aids. Helping the 
dealer sell will be the primary aim of Marnay’s 1958 advertising 
and publicity program, says Mr. Herskowitz. 


C. of C. Publication Lists Holidays 


Three hundred and fifty legal holidays, religious observances 
and business promotion events are listed by the Chamber of 
Commerce of the United States in the 1958 edition of “Special 
Days, Weeks and Months”. 

The publication chronologically lists special days and weeks 
in each month to permit advance planning of promotional 
events. Also listed are names and addresses of sponsors and 
the purpose of each event. 

Copies of “Special Days, Weeks and Months in 1958” may 
be ordered from the Domestic Distribution Department, Cham- 
ber of Commerce of the United States, 1615 H St., N.W., 
Washington 6, D. C. Prices are: 1-9 copies, 50c each; 10-99 
copies, 35¢c each; 100-999 copies, 25c each and 1,000 or more 
copies, 20c each. 


Saxon Paper Makes Officer Changes 

Saxon Paper Corp., New York City fine paper distributor 
and manufacturer of Sphinx typewriter papers, has announced 
a new management structure with the following officers fol- 
lowing retirement of Henry Arroll, co-founder and treasurer: 

President—Sidney W. Saks. 

Executive vice-president — Philip K. Koss. 

Treasurer—Frank Prunhuber. 

Secretary—Fae Saks. 

Vice-president—Hyman Spinner. 

Mr. Arroll has relinquished his former positions. 














The older we grow, the more we know. This is not only 
true of people, but of companies, too. . . for a company 
is only as wise as the knowledge of its combined staff. 


For 60 years, PANAMA-BEAVER has matured 
steadily in its program to provide an “easier 
office-worker life.” Since 1896, the company has 
learned to anticipate the needs of the commercial world 
before they arose. Among the first to recognize the 
important role of Vision-Engineered products, 
PANAMA-BEAVER’s research department developed 
the easy-on-the-eyes Hypoint colored carbon papers 
plus Lustra Colorful Inked Typewriter Ribbons— 
especially created to harmonize with all paper stocks and 
letterheads. Another achievement—the Eyesaver, Parma 
Pearl and the NEW Ebony Unimasters (for spirit 
duplicating) with tinted jackets to avoid glare, relax the 
eyes, relieve harsh contrast and permit faster work. 


Exciting things have already been charted for 
PANAMA-BEAVER’s next 60 years . . . as you will 
find out when you call your PANAMA-BEAVER 
man, “always a live wire!” 


PANAMA-BEAVER 
Vobind ait 


Coast to Coast Distribution 
Since 1896—"The LINE that can't be matched." 
MANIFOLD SUPPLIES CO. 
188 Third Ave., Brooklyn 17, N. Y. 
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Feldman Sees Market, 
Builds Store To Serve 


Continued from page 93 





DeJur-Amsco’s Stenorette, Rex Rotary duplicator, Ditto, Copycat 
photocopy, Remington Rand and Smith-Corona typewriters, also 
Burroughs adding machines in addition to all standard brands of 
commercial stationery products. 

Personal, friendly attention to all is valued above all else in 
this successful organization. 





. From left are Richard Harley, Don Long- 


The Sales Force. . 
acre, Howard Gluckman, D. M. Feldman, 
Charles Bickhart and Jerry Gluckman. 


Herbert Seifert, 


“We are continually on the lookout for new things that make 
for better business and better methods for customers we serve,” 
declares Mr. Feldman. “In so doing, to keep ever on the alert for 
new items and to have them properly displayed is a challenge we 
accept wholeheartedly with the knowledge that we are in a posi- 
tion to fulfill our obligations.” 


In Other Lands 
Continued from page 70 


tioner's shop is now a popular pastime for many a member of the 
public. The idea became popular first of all with bookshops; its 
development to stationers and gradually to distributors of office 
equipment has been a logical sequence 

The past 12 months have, after all, merely intensified what has 
been known for countless generations — if you are efficient 
you can survive and even extend in competitive, difficult times. 
The efficient distributor has not had a bad year. The moans 
and groans come mainly from those who seemingly are unable 
to adapt themselves to changing conditions 

eo 

Government departments in Australia, New Zealand and the 
Federation of Rhodesia and Nyasaland are to use pencil sharpeners 
made by Joseph Gillott & Sons, Ltd., Dudley 

Gillott’s are primarily penmakers and precision engineers but 
recently began to make “Boston” automatic pencil sharpeners un- 
der license from the C. Howard Hunt Pen Co. of Camden, N. J., 
oS 

Total value of the initial orders is nearly £1,500. Of a total of 
2,740 sharpeners called for, Australia with 1,968 will take the 
most. New Zealand will have 672 and the Federation of Rhodesia 
and Nyasaland 100 

These three Commonwealth Government orders, coming al- 
most together, have given a big export surge to a rapidly-expand- 
ing branch of our business,”’ said Charles Owens, a director of the 





company 


Nunn Appointed by Oakville Co. 

R. C. Chapman, assistant vice-president of the Oakville Co. 
a division of Scovill Manufacturing Co., has announced the 
appointment of Delmas C. “Jack’”” Nunn as a company repre- 
sentative in several southeastern states. Mr. Nunn is associated 
with Charles Hucke of Atlanta, who has represented the com- 
pany in that area for more than 25 years 

Mr. Nunn was formerly employed in the textile sales field. 
In his new position he will represent the company in the dis- 
tribution of its complete line of clips, clamps, pins, tacks, 
staples and other paper fastening devices 
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the dealer is 
backed by the 


BIG 9 


when he sells LYON 


I A Highly Profitable Line 


2 A Repetitive and High 
Unit of Sale Line 


A Complete Line 
*? for Many Markets 

f A Printed Sales Policy 

> A Printed Discount Policy 
6 Shipment from Stocks 


> Dealer Slanted 
National Advertising 


A Continuous Dealer 
3 . 
Promotional Program 


Help from the local 
Lyon Salesman 


WRITE US...Let us show you the 
profit possibilities of a LYON Dealership 
in your area. Address Sales Department — 


LYON METAL PRODUCTS, INC. 


General Offices: 128 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York. Pa, 


STEEL EQUIPMENT 
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NG LINE 


OF STYLES and DESIGNS! 





YOU NAME IT! 


Indiana has the chair 
to fit every office! 


The No. 1274 all-wood and the No. 
1274-S_ with padded upholstered 
seat are ty oF of the long line of 
styles and : sara to fit perfectly in- 
to every kind of office. A selling 
combination of quality and value you 
can feature with assurance. Chair 
specialists since 1929. Now, with a 
new two-story warehouse to expedite 
customer service. 


WRITE TODAY FOR 
CATALOG OF BEST-SELLERS! 


a Chain Company 


JASPER, INDIANA 


A “LOST SALE” Quiz 
Drop-in Dudley 





Copyright 1955 William G. Damroth & Co. 


‘“‘THE DISORGANIZED DIPPER”’ 


. makes no attempt to plan his individual 
sales interviews as he calls back on his pros- 
pects and customers, 

... He loses sales because... 


a)...he isn’t ready with a sound “reason” 
for his call 


b)...he doesn’t realize he is interrupting 
a busy man 


c) ...he feels he can sell his product thru 
repeated “friendly” calls 


The prospect wouldn’t even mind the untimely 
interruption if Dudley would only (a) have a 
good reason for his sales talk. 


Naturally a busy prospect will resent the salesman 
who just “drops in.” It shows a definite lack of 
consideration for a busy man’s time. A little pre- 
planning can prevent this happening to you. 


Every time you call back try to bring your pros- 
pect some news about your product; a new feature; 
a new use; a recent success in a field allied to his. 
Pre-planning has a second advantage too. If you 
know what you are going to say, you are ready 
with a “short version” when an unexpected inter- 
ruption limits your interview. 
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The Roneo 750 Stencil Duplicator, product of skilled 
English craftsmanship and precision engineering, is 
the result of over 70 years of Roneo experience in the 
office equipment field. Roneo 750 is backed by the 
West European quality seal, a symbol of guaranteed 
dependability. Roneo 750 is backed by constant and 





intensive research, a continuous effort to keep Roneo 
the world’s finest duplicating machines. Roneo 750 





is backed by the world-wide Roneo organization, 





assuring complete satisfaction. Roneo 750 is backed 
by sales promotion, to help dealers increase their 
sales and profits. You should handle Roneo 750, the 
world’s finest stencii duplicator. For details write: 
“addo-x inc”—300 Park Avenue, New York 22, NY 
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LEGAL SIZE 
LETTER SIZE 
CHECK SIZE 


UNDERWRITERS’ 
“C” LABEL 
LEDGER FILE 








No matter what the need, you 
can supply a Hercules ‘‘C’”’ 
label insulated file to your cus- 
tomer. You never need to lose 





a sale. 
; Five individual models in 1, 2 
and 3-drawer combinations 
each of standard case depth, 
each with or without pedestal 
or caster bases, each with key 


gee 


\ plunger or optional locking 
devices, and each offering the 
Single ¢rawe: : a 
Legal size greatest protection available. 


If you sell insulated files, you 
can’t afford not to sell the tops 
in point-of-use record protec- 


ss ra tion——the Hercules line! 


Pasting trays for 
Ledger size files, 
plus other drawer 
accessories 





STEEL SAFE COMPANY 
TOLEDO 6, OHIO 


‘SAFES, HOME VAULTS, INSULATED FILES, 
HINE AND TYPEWRITER STANDS 


LEDGER SIZE 





Occupies New Home... 





The Cel-U-Dex Corp. is now located in this building, its own, 
located at 23 McArthur Ave., New Windsor, N. Y. The new 
telephone number is Newburgh 2-4510. President Coleman R 
Chamberlin and Jeremiah Sullivan, vice-president and general 
sales manager, point out that faster production schedules are 
now possible 


Roth Heads Hardwoods Association 
Bice A. Roth, vice-president of Amos-Thompson Corp., Edin- 
burg, Ind., was elected president of the Fine Hardwoods Associa- 
tion at the annual meeting held recently in Chicago 
Other new officers elected for the coming year are J. B. Alex. 
ander, president of Alexander Wood Prod 
ucts, Inc., Athens, Ga., who was elected 
vice-president; and Robert P 
[Thompson Mahogany ¢ 


Thompson 
president of 
Philadelphia, who was named treasuret 
The membership also confirmed the sele« 
tion by the board of directors of E. Howard 


as executive vice-president and 


Gatewood 
secretary of this association made up of the 
nation’s leading hardwood veneer and lun 


ber manufacturers. Mr. Gatewood fills the 





vacancy created by the resignation of Bu 


Bice A. Roth 


dett Green to make his home on the west 
coast 

At the annual banquet that evening, high tribute was paid to 
Burdett Green, who is leaving the post of executive vice president 
after serving the hardwood industry for the past 29 years. Mr 
Green was presented by the members with an inscribed leather 
bound book containing letters from his many friends in the in- 
dustry. As 
honored for her many contributions to the industry 

The members voted expanded funds to continue and enlarge 


anager of Hardwoods Exhibit, Mrs. Green was also 


the work of the association, particularly in the field of consumer 


and retailer education on the advantages of genuine hardwoods. A 
series of sales clinics for furniture dealers and salesmen was ap- 
! 


proved. More motion picture and slide films are to be provided 


Desk Set for Alaska’s Governor... 








™~ Ri ) eae 
ae ' ‘4 “A ? ‘/_ am - 
Governor Michael Stepovich, center, of Alaska, i: 
ceiving a desk set specially designed for him by the Sheaffer 
Pen Co. Jack Anderson, left, Sheaffer’s distributor for Alaska, 
and Ted Lupro, right, of Capital Office Supply, Juneau, made 
the presentation 


shown re- 
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WHO'S NEXT to profit from this 
BRAND sand i ff IN RUBBER BAND PACKAGING 
AND SELLING? 

















NEW 
CONVENIENCE 





vou BUY ony 1-LB. PACKAGES S | 


vou SELL +-18., 1-18, & 1-LB. [ oft 
PACKAGES...ALL FROM ONE stock 











y tt 
. ty 


Y%-LB. BOXES 
WRAPPED AS 


ONE UNIT 


in sparkling 
clear cellophane! 


WHAT A SELLING SET-UP! 
F | PERFECT PACKAGE] saves cost and space |MATCHLESS MERCHANDISE | 
: 
Ser 

















of double and triple stock. Proper size Top quality! Ceylon rubber for maximum 
pack always in stock. Stronger, tighter strength, stretch, come-back. Uniform, seamless 
pack means easier stacking, prevents box precision cut. No miscuts, culls. Highest full-cut 
damage. count per pound. 


PRICED TO REALLY SELL! 
(} || ORDER YOUR LOW-INVENTORY STOCK TODAY 





Faye DIV. BANKERS & MERCHANTS, INC. 


3229 NORTH SHEFFIELD AVENUE CHICAGO 13 mAIN Os 
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Bring 
Typists 
A HAPPY 
NEW YEAR 


—ALL YEAR! 





Superb quality, specially suited textures. Ideally balanced, con- 
venient shapes. Split second, cleanest erasing—typists’ pride and 
joy! These Weldon Roberts erasers are stenos’ World’s Quality 
Standard. 

feature these big-selling 
Weldon Roberts typists’ favorites 
the year ’round 
ORDER NOW! 
No. 3900 TRI-PLY WHISK. The original 
3-ply eraser. The soft, inner gray 
ply erases single letters or a whole 
line on originals; the red outer 


layer smoothly erases the paper, 
cleanly erases carbon copies. W hisk 






brush attached. 





No. 399 TRI-PLY. 
Same as No. 3900 but without whisk. 


No. 9000 SUEDE WHISK. Makes quick, 
clean erasures on every kind of 
paper. Its soft texture and octagonal 
shape contribute to the popularity 
of this attractive gray typewriter 


eraser 





No. 900 SUEDE. 
Same as No. 9000 but without whisk. 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue, Newark 7, N.J. 


srt 





woes if Walldon 
ae E.nranaus 


Specialists Correct Mistakes in Any Language 











, 


L. R. Addington A. J. E. Larson Carl H. Bown 





Art Metal Promotes 
Key Officers 





R. W. Clark 


At a directors’ meeting held at the home offices of the Art 
Metal Construction Company in Jamestown, N. Y. recently, the 
following promotions were announced: 

Roscoe W. Clark was named first vice-president in charge of 
contract sales; L. R. Addington, formerly vice president—furniture 
sales, to vice-president and general manager; C. H. Bowen, former- 
ly vice-president—products and markets, to vice-president and 
assistant general manager and also sales manager of office furni- 
ture. 

The officers of the company are Andrew Wilsen, chairman of 
the board of directors; Algot J. E. Larson, president and chairman 
of the executive committee; Roscoe W. Clark, first vice-president; 
L. R. Addington, vice-president and general manager; C. H. 
Bowen, vice-president and assistant general manager; J. A. John- 
son, vice-president—national accounts; H. T. Swanson, secretary 
and treasurer and Paul V. Moore, assistant secretary and assistant 
treasurer 

Directors of the company are Andrew Wilson, Roscoe W. Clark, 
Ralph R. Davis, Algot J. E. Larson, Fergus Reid, Jr., Harold T. 
Swanson, Dana B. Hellings, L. R. Addington and C. H. Bowen. 

Roscoe W. Clark was vice-president and general manager of 
Crown Metal Construction Co. when it was acquired by Art 
Metal Construction Co. in 1916. He then assumed managership 
of the cost and estimating department. 

L. R. Addington entered the office equipment industry as a 
salesman in 1926 at Rochester, N. Y. In 1935, he was made 
branch manager in Detroit, Mich., and entered the employ of 
Art Metal as vice-president and general manager of Wabash Filing 
Supplies, Inc. in 1944. In 1947 he was elected president of Wa- 
bash Filing Supplies. He became manager of dealer sales for Art 
Metal in 1952 and was elected a vice-president in 1954. He was 
elected to the board of directors of the company in April, 1957. 

Carl H. Bowen was first employed by Art Metal in 1922 as a 
sales trainee. In 1931, after many years of experience as a dealer 
traveler and assistant branch manager, he was appointed manager 
of the Detroit branch of Art Metal and in 1945 was transferred 
as manager to the Boston branch. Mr. Bowen was appointed man- 
ager of branch sales and came to the headquarters office of the 
company in 1948. 

Algot J. E. Larson, after many years of experience in various 
capacities in factory production at Art Metal, became general su- 
perintendent and works manager in 1916. He was elected vice- 
president and general manager in 1925 and became president and 
general manager in 1946. 


Bankers Box Offers Sales Tips 

Bankers Box Co. has instituted a combination sales talk and 
advertising pamphlet for distribution among its dealers 

The pamphlet is entitled ‘Bankers Box Score’’ and features a 
cartoon message on the front page. Inside the message is devel- 
oped into a sales talk for the dealer's information and use, and 
this is highlighted by a direct message from Folger Fellowes, 
president. A selling ad is carried on the back page. Each issue also 
has a caricature ‘‘secretary” who helps with the selling copy. 
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How INVINCIBLE 


desk base inter-change 


cuts your costs ... boosts your sales! 


Hundreds of potent sales features are built into all 
units of Invincible’s complete steel office furniture line. 
Many of these features are exclusive, such as the inter- 
change flexibility of base assembly at point of sale: 
island base or smart new leg base — either attached 
quickly and securely to any desk according to the cus- 
tomer’s preference. You offer a “custom” choice, yet 
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Adjustable footings hove full 
1%," range. inter-chongeable 
on all Invincible boses and 
legs. Built of smoothly 
gliding, non-rust alumi- 
Invincible island num. Solid core for 
base typifies rugged cleanliness and ex- 
steel strength of both tra strength. 
type boses. Note buik- 
head reinforcement welded 
amid-ships for absolute ri- 
gidity, and dual-reinforcements 
ot glide ends. 
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carry a smaller desk inventory, need less storage space, 
save on shipping charges. 

Customers are pleased with immediate delivery of 
exact desk-and-base they want — are satisfied for years 
with the superbly strong construction, efficiency and 
lasting good looks of Invincible desks and return to 
you for all their furniture needs! 





Invincible Office Planning Kits 
make you a planning expert 
overnight, offering a valuable 
service thot sparks sales of 
complete Invincible offices. 
Write for details and kits! 





cio : 
esigned 


...for sales! 


Distinctively styled with every feature 


designed for easier selling lars} 


greater customer satisfaction. Only Bent 
son gives you Perma-hush construction! 
Only Be&tson gives you so many out 
standing deluxe selling features It's 
easy when you sell Bentson office 


furniture. 


87640 
Executaire 


Double pedestal desk 

with | filler on 8 

top size 76x 

erhang and color 
»vailable 


Pedestals completely sound 
proofed 

Reinforced framework 
Four channel top support 
Nylon glides for quiet 
smooth 
Removable slides for drawer 


operation 


interchangeability 
—Heavy gauge steel construc 
tion throughout 


2133-D 
Space-maker 


suble pedestal 60° x30 sec 
e desk with 
ge drawer Three box 


personal 

Unique extra storages 
storage drawers standard equip drawer in normally un s 
right pedestal. Avail- used space provides for 
can be field converted personal storage or extra 


récord filing Available 
with either right or left 


right pedestal model 


pedestal 





Constructed to withstand the 
most rugged use; six vertical 
welded reinforced 
drawer openings, outer shell 
interlocked and ‘welded, life- 
time cradle suspensions. Here’s 
designed efficiency that SELLS 


Sturdy filing cabinets 
for practic ally any office 
Unlimited 


Grawer arranaements in 


uprights 


requirement 


both legal and letter size 


sell a line that makes friends of 
sell Bentson! A full line catalog awaits your 
write for yours today! : 





The BENTSON 


MANUFACTURING CO 
AURORA, ILL 
































































A. Pomerantz and Co., Philadelphia, Pa., recently attracted 
a lot of attention with this clever window featuring stuffed 
animals. To further inspire the customer, clever signs read: 
“You don’t have to feed these animals’’ and ‘’These animals 
don’t belong in the zoo.’ The implication was that they belong 
in the home, and that is where many. found themselves. 





New England Travelers Notes 


by JOHN J. DUNNE, 
editor NET Club News 


Mr. & Mrs. Arthur King (Ward's) recently celebrated their 
25th wedding anniversary. 
& 
George Parry of Rochester Stationery Co., Rochester, N. Y. 
and formerly of Carter's Ink Co., died November: 
heart attack 


after a 


e 
Wedding bells rang recently for Maury Bloom, P. A, at 
Monroe Stationers, Newton, Mass. and for James Matthew of 
J. W. Murray Co., Boston. 


. 
Henry Doherty (Hobbs & Warren, Boston) and Mrs, 
Doherty recently returned from a cruise to Bermuda 
7 


[Think you got troubles?. NET Clubber Charles Lusteck of 
The Carter's Ink Co. was driving home recently along Route 
3A in Cohasset, Mass., when a deer crashed into his car, smash- 
ing his grille and headlights, and causing considerable damage. 
The deer season was closed so Charlie could not even keep 
the animal. A week later, he was 
power mower when the mower picked up a rock and propelled 


cutting his lawn with his 


it right through a neighbor's picture window 
7 

Jack Pixley, formerly with Gowdy’s & Shandoff in Pittsfield, 

Mass., is now with Palley Office Supply, Worcester, Mass. 
* 

Amstaco, Inc., Boston is now owned by Max Palman and 
Abe Beckerman, two long-time employees of former owner, 
Jesse Fischer. The Travelers Club extends best wishes for suc- 
cess to these two fellows. 

* 

Ralph Halperin, known by dealers 
New England, died recently. 


and travelers throughout 


. 
Mr. & Mrs. Henry Dix (Blake & Rebhan, Boston) observed 
their 54th wedding anniversary 
o 
Joe Murphy, former salesman at Ward’s Boston, is now 
deputy sheriff at Middlesex Superior Court 
o 
Sam Bluestein, Boston dealer, is opening a new store at 345 
Main St., Malden, Mass. Preliminary reports are that this will 
most modern stationery stores in New England. 


be one of the 
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GUNLOCKE CHAIR COMPANY, WAYLAND, NEW YORK 








‘‘No wonder he works 
late —I’d hate to leave 


that chair too!” 





P. S. to dealers: 
Sell comfort 
with Gunlocke. 


oe 










SELLesrate’ 58 


Mutual Centamatic Punches are the 
ONLY punches that CENTER the paper 
AUTOMATICALLY! 1200 TWO-HOLE 


CENTAMATIC PUNCH 


Only two-hole punch with Centamatic 
device to center paper automatically. 
Case-hardened and ground steel 
punches go through 25 sheets 16 Ib. 
paper. Centamatic guides are nickel 
plated. Chassis richly grey enameled. 
Base 4%" x 7%". Four non-marking 
rubber pads. Boxed for display. 


List $5.95 


#400 DIAL-CONTROL 
CENTAMATIC PUNCH 


Finest piece of punch engineering 
on the market. A fast, heavy-duty 
multiple precision punch. A turn of 
the dial control knob selects holes 
and spacing. Completely automat- 
ic in action. Set the dial, adjust the 
reciprocating Centamatic guides 
and +400 punches two or three 
V%," holes cleanly through 20 
sheets of 16 Ib. stock. Grey enam- 
el with nickel-plated handle lever 
and guides. Base 53/4," x 111/,”. 
Boxed for display. 


List $35.00 


#300 CENTAMATIC 
MULTIPLE PUNCH 


Your versatile, fast selling profitmaker. 
Reciprocating Centamatic guides auto- 
matically center paper. Easy-set ball- 
bearing selectors give you one to four 

Y%” round holes through 18 sheets of 

16 Ib. paper. Grey enamel base with 
nickel-plated hand lever and guides. ‘ 
Six non-marking rubber pads. Base ' 
5%" x 9%". Boxed for display. 


List $14.95 | 




















——— 





Models #300, #250 #250 (Not illustrated) 
#400 do the work Similar to #300 but grey enamel handle i 
of 8 different punches. lever and three non-ballbearing 
selectors. 


List $13.75 
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PUNCHES 


NEW MUTUAL #50 


NOW a Two Hole 234" Center to Center Punch 
Loaded With Features To sell at $3.95! 
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HANDLE HOLD for 
compact storing 
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PUNCH LIFTERS 
prevents punches 
from sticking 


With These 10 Big Selling Points #50 Will 
Punch Out Profits For You: 





1. Contoured handle lever 6. Case hardened and ground 

2. Positive punch lifters. No steel punches 
sticking 7. Heavy gauge rigid steel 

3. Quick-set dial view gauge chassis CAM locks gauge 
adjustor with cam lock 8. Bright parts nickel plated for positive setting 

4. Easy-out confetti tray 9. Dove-grey finish 

5. Pure rubber, non slip 10. Handle hold-down for List Price $3.95 
no-mar pads desk-drawer storing. Boxed for Display 


Wdiial PRODUCTS CO., INC. 


110 Barber Avenue, Worcester 6, Mass. 
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Don't break your back 
digging up buried information! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 
olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 Ib. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 
as well. 


SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as 
the ceiling. 


PRONTC 


STORAGE FILES 






Prices slightly higher 
in Texas. Colorado, 
West of the Rockies and 
outside the U.S.A. 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 


Check Size $2.50 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2835, Greensboro, N.C, 





Well here we go at another year. May it be as good as the 
one just finished but it does seem to be one with a lot of 
clouds on the horizon. Hope ole ’57 left you with a healthy wad 
of that green stuff and plenty of pep to withstand the rigors 
of '58. 

* 

That feller Ed Miller up N. Wilkesboro, N.C. way and 
owner of Carolina Business Machines had a recent case of 
“growing pains” and as a result opened his first branch store 
in West Jefferson, N.C. This new baby will go under the 
heading of Blue Ridge Office Supply — exact address unkown. 

Don't have any information as to who is to manage the new 
job but am surmising that Ed will continue to do the buying 
at N. Wilkesboro. Nice going, Ed. Lemme know when and 
I'll run up to wash your first Cadillac 

an 

Office Equipment Co., Spartanburg, S.C., has just opened 
a beautiful new furniture display area and added some of the 
Bulman island units. The new deal makes quite a show and 
speaks well of Mr. Ezell’s determination to stay in front of 
the pack 

Spartanburg must have the ‘clean up” fever because Cal- 
houn’s has undergone an extensive inside renovation job too, 
specially in the furniture display. 

«€ 

Mayo Printing & Office Supply, Atlanta, will move soon 
from their long-time Pryor St. address to 124 Peachtree Arcade 
Building. Have no other particulars, but do know that the 
move should attract more “drop in’ business. 

e 

Ed Wynne, manager of Webber's Inc., Tullahoma, Tenn., 
discloses a move from 25 Arcade to much larger and ultra- 
modern quarters at 307 N. Jackson St 

* 


George Stuart Co., Orlando, Fla., is still on the expansion 
march. This time George has made some big structural changes 
in his ‘super market” store. A large balcony has been added 
with individual furniture display offices much in evidence. 

One so-called “wit’ even went so far as to say George 
now has so many balconies the place looks like a Romeo- 
Juliet stage production. Following the “make it homey” theme, 
a new hospitality room for customers, us pore travelers and, 
I suppose, the hired help completes the new job. 

* 

While we are in Orlando it will be a good spot to announce 
that on or about January 1 the F. & R. Office Supply, Inc., will 
move from the present Robinson Ave. address to a new build- 
ing being erected at 1210 W. Robinson Ave. The move will 
provide double the former space, which speaks well of the 
progress of so young a firm. Gene Moore, formerly with 
George Stuart, is now with F.&R. as outside salesman 

In conjunction with above mentioned personnel change Phil 
Steinmetz is now buyer at George Stuart's 

. 

Clarence Ford, Blake & Ford of Camden, S.C., is now sole 
owner of Palmetto Office Supply, Orangeburg, S. C., having 
purchased the interest c! our Sally Scoville. Sally's done run 
off and married an apple grower from Kinderhook, N.J., where 
they will live. Sally was up there on vacation a couple of years 
ago and met this apple boy. That boy must have had plenty 
on the ball to pursue such a long distance romance. Our best 
wishes go with Sally and it is our fond hope that she will 
come back for a visit from time to time. Clarence was in the 
process of getting a manager for the store but at this writing 
I'm in the dark. Let us know, Clarence 

- 

C. G. (Doc) Taylor is now the new sales manager at Pound 

& Moore, Charlotte, N.C. 
a 
Charlie Long, son of “Red” Long and a vice-president at 
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THE NEW 


wwingline O01 


HIGH COMPRESSION STAPLE GUN 


There’s nothing like it on the 
market! New SWINGLINE 101 
High Compression Staple Gun is 
compact, powerful and capable. 
Delivers as much driving power as 
machines twice its size and weight... 
Takes two staple sizes (4/16” and 
5/16”) . performs hundreds of 
tacking jobs . even has a lock to 


Profit with ° 
all 


SWINGLINE ° 


Swingline No. 200 
these r, Compression Tacker. 
Takes 3 staple sizes 
up to 5/16”. 


ee 
leaders: ° ——— Retail price $10.50 


hold it securely closed. You'll sell 
all your customers this ultra-handy 
home tool .. . now, for the very first 
time, at a sensational! low price. And 
you'll see lots of the new SWING- 
LINE 101 in big advertisements 
(selling for you) in leading con- 
sumer magazines. So get set... 
stock up with SWINGLINE 101! 


*eenereeeeeeee 


Swingline No. 900 
Super Drive Stapling 
Gun. Takes 6 staple 
sizes up to 9/16”. 
Retail price $12.50 


Start Selling with this 4-Unit Display Kit 
See how easy the SWINGLINE 101 sells. 
Order this 4-unit case today, including an 
easy-to-set-up display for counters, walls 
or windows, 


Household Stapler 
with wall bracket and 
1000 staples. 

Retail price $2.95 


be - ® 
4S INC. LONG ISLAND CITY 1, NEW YORK 


World’s Largest Manufacturer of Staplers for Home and Office 
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DRI-KWIK STAMP PADS 
AND INKS By FULTON 


The smart dealer obviously knows that PROFITS 
must be complemented by QUALITY .. . and 
dollar profits will take care of themselves. Dealer 
protection is a Fulton trademark, extends to 
every purchase, regardless of quantity. Get more 
reliability, more economy, and better service at 
no added cost. 








Spe, ia] 
Stane), 


Fulton has stamp 
pads and inks 
to solve any problem. 
Write for full particulars 
and literature today! 


FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 
“Manufacturers of Marking Devices for Over 50 Years” 
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Long Office Supply Co., Miami, Fla., took upon himself a 
wife-mate a couple of months ago. 
a 

Ed Dunbar, Dunbar Office Supplies, Naples, Fla., was ex- 
pected to re-enter the hospital this month for another opera- 
tion on the leg which was broken in two places about six 
months ago. Sure hope all went well, Ed 

& 

Just about the shortest “retirement” on record was an- 
nounced last month. Charlie Fincher, former buyer at Business 
Equipment & Supply Co., Atlanta, flipped right back in his 
old spot. Don’t know what happened Charlie but I'll be dad- 
burned if that wasn’t the shortest vacation on record. Its nice 
to have you back though. 

* 

Have any of you seen those little file folders Tommy Olm- 
stead of American Printing Co., Macon, Georgia gets out every 
time he and Mary have something to “announce”? Well sir 
they are just about the slickest youngun announcements this 
ole scribe has ever laid eyes on. 

Tommy shows a filing cabinet on his card, with the folder 
enclosed giving all details, latest of which is about Mary Elaine. 
This filing cabinet shows the top drawer labeled “Cliff”, the 


next one “Kathy”. The third one is “Elaine’’ and get this— 
the bottom one has a padlock on it. 
e 


Jim Seybt, W. A. Seybt & Co., Greenville, S. C. is singin 
the blues these days and rightly so. Jim says he could use 
about six good people right now. “Pop” ain't been feeling 
well lately. Mr. Irwin, the bookkeeper, is back in the hospital 
with another heart attack. The Army has took John Arthur, 
his stock clerk, and bysiness is still booming so its easy to see 
Jim is about as busy as a certain cat I know of 
e 

Bertha Bowen, Eastern Office Equipment, Ahoskie, N. C., 
spent three weeks in the hospital in Richmond recently as a 
result of recurrent trouble from the auto wreck she was in 
several months ago. A cracked vertebrae was revealed and she 
is all braced up 

Ps 

Bob Mann, store manager for Shoemaker’s Office Supply, 
Wilmington, N. C., has really been having a tough time of it. 
He went to the hospital for what was thought to be an ap- 
pendectomy but complications set in and he spent almost four 
weeks in the hospital with still another trip on tap. We all 
miss you, Bob, so our best wishes are with you for a fast re- 
covery 

= 

The month of November was an especially sad one for all 
of us in the Fourth. I might even say ‘grim’. J. Neal Cadeau, 
53, publisher of two Richmond County newspapers and owner 
of Journal Stationery Store, Rockingham, N. C., died on the 
23rd after suffering a stroke on the 14th 

On the same day ,the 23rd, F. G. McNeil, Carolina School 
Supply Co., Charlotte, N. C., passed away, the result of a heart 
attack 

On the 27th, down in Orlando, Fla., A. J. Land, F. S. Web- 
ster Co., died from a heart attack. 

On Saturday, November 23, our good friend and fellow 
Southern Traveler, Frank Neville, died. Frank was visiting his 
sister in Washington, D. C. when a heart attack struck. 

H. S. Storr, Storr Engraving Co., Raliegh, N. C., passed 
away on November 29 after a lengthy illness 

* 
“Good chompin t’nite”’ 

In view of the fact youse guys still ain’t doin right by ye 
olde paragrapher by not sending in details about those “super” 
eatin joints I know you are going into, it will be necessary 
for me to stay right here in Greensboro. However, as a goodly 
number of you make it one of your regular ports of call and 
stay over one or more nights, this restaurant should satisfy 
one and all 

Go out Friendly road to the new Friendly shopping center 
and pay Harold’s a visit. This is a very swank place complete 
with organ music, the latest in dining equipment and decor and 
even an art show thrown in for good measure. The surprising 
part of all this is that the prices are very reasonable and the 
food superb 

You will not be in any hurry to get through with your meal 
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Woodruff 


“Gib” Weis 


What a fine bunch 

of men to carry out 

Weis policies, started 

over fifty years ago. John McPike 
No unfair deals, no undercover discounts, 
always on the up-and-up and always work- 


ing hand in hand with successful, respected 


retail stationers everywhere. 


You can trust these friends of yours with 
your inventories and orders. 


LASS ASA SSSA SSA SS 


The Weis Manufacturing Co. Monroe, Michigan 
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did your customers 
pass their fiscals? 


# ENO-OF-Yeag 
‘el Yon 


~ RECORDS 
AN 





. « - you can helpem start the 
new year right with 

Royal Continuous register forms - 
for every business!! 


@ IT'S A FACT: Nothing provides such strong 


protection and simplifies bookkeeping pro- 
ie 


transactions. Royal forms guard against loss, 


tampering, confusion; easily adapt them- 
selves to almost any retail business, keep 
customers coming back for more, net you 







$24 on an average order of $80! It will pay 


cedures like written proof of cash and charge 
vA) you to get full details—write us now. 


write now for sample forms 
and catalog 






ROYAL OFFERS THESE PLUSES, TOO 


shipments in 10-14 days on Standard Forms 
14-21 days on Custom Forms 








Dealer sales only! 





Shipments in your name! 





i 


REGISTER 
NASHUA, N. H. 


COMPANY 
BETTENDORF, IOWA 








as the whole atmosphere breathes “linger a while’’. The sery- 
friendly and efficient. On Sunday nights there is 
a buffet which says, “come on—stuff yourself’’-—no limit. All 
breads and pastries are baked in their own kitchen so save a 
little that is 


vite me 


ice iS quiet 


room. Bye now—see you at Harold's if you in- 
» 

Had me some swell help this month. Even our own “Alma” 
sent a bit as did Inky (Sanford) Lydiard, Bill (Bainbridge) 
Keenan, Johnny (S. P. Richards) Floyd, Joe Maura and “Son” 
Jenkins. Keep up the good work, fellers. Oops—almost missed 
Ray (F. S. Webster) Wells. Thanky 


5th District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland ‘18, Ohic 





THE CAVALCADE OF SALES in 
Detroit will take place for the third suc- 
cessive year under the sponsorship of 
The Motor City Travelers Club. It will 
be held at Hotel Lee Plaza on January 
29 starting with a cocktail party at 6 
p.m. Dinner will be served promptly at 
7 o'clock. 

The guest speaker is to be G. Herbert 
True, professor of marketing at Notre 
Dame University. Dr. widely 
known as a lecturer and is president of 
The Sterling Artists of America. He is 
special consultant to many large corporations, among which 
are General Electric, The Chicago Tribune and Trans-World 
Airlines 

Dealers from all of Michigan and northern Ohio are making 
plans to attend this important affair with their employees. 
This was present at the two previous Cavalcades, and 
will attest to the fact that the traveler can learn plenty in ad- 
dition to seeing his dealers there. Tickets can be obtained by 
contacting any member of The Motor City Travelers Club. 

= 

The Chapter, Fifth District Club, has 
announced that it will continue a very worthy Christmas proj- 
ect with a donation to The Pediatric Division, Children’s Ward 
of City Hospital in Cleveland. The funds will be used for the 
recreation of the children in the ward 





True is 


writer 


Cleveland Travelers 


education and 

The Chapter held a Christmas Party and dance on December 
7 at The Willo-Shore Country Club, Willoughby-on-the-Lake, 
Ohio 

. 

Cal Long and Jerry Devitt, Cal Long & Associates, manufac- 
turers’ representatives, are now representing La Salle Products 
Co. (smokers, ash trays and costumers) in The Fifth District. 

rT 


Haywood’s Lafayette, Ind., has gone out of the office supply 
and equipment business and will continue strictly in the print- 
ing operation 

. 

Hall-Beck Equipment Co., 134 S. State St., Marion, Ohio, has 
undergone complete remodeling. Karl Bechtle and Bob Mor- 
rison, partners, have changed the operation to self-serve. Paul 
Turvey, former furniture buyer for Kendrick Bellamy Station- 
»., Denver, Colo., has been appointed as store manager. 

© 


ery Co 


John Sheetz, formerly with Thrasher & Company, Ann Ar- 


bor, Mich., is the new Michigan representative for F. S$. Web- 
ster Co 
© 
News from Smith & Butterfield, Evansville, Ind.: Wilbur 
Keaney, with the firm since 1940 in various capacities, is NOW 
selling on the outside. ..... Courtney Erwin is a new sales- 
man with the firm in the mimeograph division 
* 
Louberts Stationers, Dayton, Ohio, has taken over the busi- 


ness block at 142-146 Valley St., more than doubling the pres- 
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It gratifies us deeply when a dealer says things like this, about Art Metal— 


“Honest, top quality merchandise, honestly priced. 
at “Guarantees on the performance of their product that mean what they say. 
ert “An excellent, intelligent, and hard-working corps of field personnel.” 


4 All this we’re quoting from that handsomely printed award of appreciation you sent us. 
Then you go on with mention of Art Metal’s “remarkable new products development pro- 
B: gram...appreciation of the dealer’s freight problem...helpful instruction directed toward 
Re improving sales techniques and product knowledge...” Plus nice words about our advertis- 
“| ing, our promotion material, et cetera. In every market territory there are a few office furniture 
’y | dealers who show the way—often only one or two. They carry the top lines. They sell product 
service not price. They hold the best customers. Their leadership is favorably reflected in 
| their own financial statements year after year. It is nice to know the list of those who hold 
a the Art Metal franchise is thickly studded with dealers of this high caliber. Among them, 


it’s recognized far and wide, is Farnham’s of Minnesota. 
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Barkley 


FOREMOST 
in FILING 


For-the-most in filing supplies, 
investigate the wide selection 

of Barkley file guides, file folders, 
and filing supplies. You'll find 
that only Barkley has the file 
guide or folder to suit every 
filing need in any business. 

File guides in all standard sizes 
and materials; over 200 
different file folders; plus report 
folders, index cards, labels and 


many more filing supplies. 


Write today to reserve 
your copy of the new Barkley 
catalog now on press. 


> 
* 


Serving 
Stationers 
Since 1921 


om Sem - 7-11. © —& Ar. 07 oF 


1220 West Van Buren Street . Chicago 7, Illinois 








ent space. Lou Mast, “elder statesman” of the firm, is down in 
Virginia visiting his granddaughter 
a 

Popular Harry Lusk, long time with Emerson W. Price Co, 
Lima, Ohio, is taking his politics seriously. He was just elected 
councilman of his district. Congratulations, Mayor! 

& 

THE BROTHER AND SISTER TEAM of Pete and An. 
toinette Thiemann, owners of Mid-West Office Supply, Inc, 
Terre Haute, Ind., have moved the firm to much larger and 
more modern quarters at the corner of Sixth and Cherry Sts. 

€ 

Floyd Thayer, long-time buyer at Typewriter Exchange, Flint, 
Mich., is now the buyer at Marsh Office Supply Co. in Ypsi- 
lanti, Mich 

* 

Julian Crutcher and Butch Dabney, Central Office Supply 
Co., 114 North Fourth St., Louisville, Ky., announce the open- 
ing of their new furniture galleries at 110 North Fourth St. 

* 

Herb Mohbat, formerly with National Fiberstok Envelope 
Co., has “joined the ranks’’ of manufacturers representatives, 
He is representing Badger, Inc., Star Office Accessories Co, 
and Price Bros. Engineering Corp. Herb is also associated with 
Nelson Cady in representing Burroughs Manufacturing Co. He 
resides at 53 E. Chicago St., Coldwater, Mich 

s 

OLD DOC STORK FLIES ON: The Howard Denomme’s, 

Bussing’s Detroit, were blessed with their fifth child, a girl, 


on November 10... . .Jean and Frank Fountain, Diehl Office 
Equipment Co., Columbus, Ohio, had their third child, son 
Gregg, on October 23... .. .Helen and Bill Johnson, Smith 


& Butterfield, Evansville, Ind., came up with a new daughter 
on October 25. CONGRATULATIONS! 
2 

Don Todrank, Todrank’s, Evansville, Ind., announces the 
moving of the firm to a larger location “further downtown.” 
After 45 years at 15 N. W. Second St., the move is across the 
street to 14 N. W. Second St. 

© 

Macauley’s Detroit, Mich., is moving rapidly with their re- 
markable expansion plans. The firm will open its fifth unit, 
consisting of a large warehouse and general offices, about the 
first of the year in 1958. The location will be at 9535 Green- 
field Rd., in Detroit; all buying, shipping and receiving to be 
done there. Jack Macauley will be in charge of the operation. 

« 

GET WELL QUICK DEPARTMENT: Max Dollens, Eber- 
hard Faber Pencil Co., is going under the knife to correct 
troubles in his leg. . . . .Mrs. George Davis, Bank & Office 
Stationery Co., Indianapolis, is just out of the hospital after 
an appendectomy 

- 

Clara and Larry Phelps, Nestor’s Detroit, are on a lengthy 

sojourn to points on the west coast. 
* 

PASSED AWAY: Sister Marie Palmyre, Sister of Charity, 
passed away at the age of 58 on November 24. Sister Marie 
was the sister of Joseph Rabaut, purchasing director of Beecher 
Peck & Lewis, Detroit. Other brothers and sisters, several of 


whom are also in the industry, survive . . Joe Miney, fur- 
niture buyer at Service Office Supply Co., Detroit, lost his 
father in October. . . .. .Fred L. Holmes, 67, died suddenly 


on November 6. Mr. Holmes was a well-known figure in the 
industry for the past 50 years, the last 20 years with Lynn B. 
Emery Co., Detroit, as superintendent of the printing depart- 
ment. Our heartfelt condolences to the respective families. 
& 
GOT YOUR ROOM RESERVATIONS FOR THE NA- 
TIONAL IN CHICAGO? 
6 
THE FRIENDLY FIFTH REGIONAL CONVENTION is 
ahead at Greenbrier, White Sulphur Springs, West Virginia, 
March 20-22 
This column wishes all of you and yours a wonderful holl- 


day season. 
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No. 1533C . Glenbrook Lounge 


Distinctive Business Chair == 


yy JOHNSON 


Good design . quality materials 

expert craftsmanship... . are all combined 
in this GLENBROOK SERIES to make 

it one of the fastest moving numbers in the 

JOHNSON Line. 

The GLENBROOK Series has more ot 
everything . good looks . .. greater 
ym fort finer materials . . . modern 

design better construction. Important 
factors that add up to mean more value 
for your customer . . . and easier selling 
for you 

Let us send you complete details on this 

popular series. 


No. 1533RL Glen- 
brook Lounge Chair 


JOHNSON CHAIR COMPANY 


7109 Merchandise Mart Chicago 54, Illinois 
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6th District Notes 


C. O. SCHLAVER, correspondent 
C ‘ce Appliances 
600 W. Jackson Bivd., Chicago 6, Ill. 
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. ae Thanksgiving Dinner Comes a Day Early at Saunders .. . 
billed to you, and 1. Phil Lloyd (left) and the “‘boss,’’ Bill Saunders after put- 
shipped under your ting the ‘’‘Closed’’ sign on the front door the day before 

Thanksgiving Day. 


If you want top-quality business forms to 
sell at a profit .. . with your imprint .. . 





label . . . write today. 2. Don Pike surprised at the liquid refreshment counter. 

: : -" 3. Julia Eaves at her desk, backed up by Catherine Mantell, 
Ask for two circu- taking care of business while the rest of the staff enjoys 
lars: ““Hano — the the party 

eo 4. Tom Gillice, Rockwell-Barnes Co., busy at his annual job 
Complete Line’ and of turkey carving. 
"BR . F 5. Gordon Kickels, Smead Mfg. Co., one of the nearly 100 
usiness orm guests, receiving some special service from Tom Cody of 
Profits.’”’ the Saunders staff. 









PHILIP 
New Job for Jim. . .On December 9 Jim Golden severed re- 
lations with the Chicago office of the F. S. Webster Co., and 
COMPANY INC. joined the sales staff of the Eaton Paper Corp., working out 


of Minneapolis. Jim succeeds Jack Guntrum, covering the 
states of Minnesota, Wisconsin and North and South Dakota. 
+ 


MANIFCLD PRINTERS SINCE 1888 
General and Sales Offices: Warehouse ond Branch Plant 
HOLYOKE, MASSACHUSETTS MT, OLIVE, ILLINOIS Pass the Drumstick. . .For the 2ist time since 1937, Bill 


Saunders, W. J. Saunders & Co., Chicago, was host at a turkey 
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EST SELLING FEATURE 
wuarter of a century 





NE W 


, ORTHO-7/L7 


On Aluminease A-Series 


BY 





PERFECT POSTURE at every degree of tilt! 


, BACKED By THe scot” 


AVAILABLE IN 6 EXCITING NEW MODELS, 
INCLUDING DUO-POST MODELS, FOR A 
COMPLETE OFFICE CHAIR STYLE ENSEMBLE 


> yee CHAIR COMPANY, INC. 


625 Adams Street, Kansas City, Kansas 





CP-571119 - Dealer Ad 
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dinner in his store on Wednesday afternoon, November 27, the 
day before Thanksgiving. Including the Saunders staff, well 
over 100 were present to enjoy the festivities. Most of the 
guests were manufacturers’ salesmen, but the group also in- 
cluded some other Chicago dealers and special visitors. 


2 
Did You Know That: Ken Henderson, personable salesman 
, a 4 ’ y : and energetic civic worker of suburban Hazelcrest, has left 
| | | i The Carter's Ink Co. to join the Ace Fastener Corp. sales staff? : 
That Herb Johnston has been promoted to the sales manager- 
NCAA IA\ = LA U ’ \ nash ship of the Ace Fastener Corp? 


That Jerry Henningson is now with the American Pad & 
Paper sales staff out of Chicago? 

That No. 6 in the family of John Sullivan, Wilson Jones 
FLEXIBLE KEY PLAWN Co., Chicago, was born November 23? The new arrival 
Maureen, is the fourth girl. 

Doug Allen has transferred the scene of his sales operations 
with the American Pad & Paper Co. to Erie, Pa? 

Bill Simpson, formerly with the Chicago Stationers, is now 
branch manager for General Fireproofing Co. in San Francisco? 
= 
Stork Notes. . .Joe Domanski of Smead Manufacturing Co. 
is a grandpop for the second time. Don Pike of W. J. Saunders 
& Co. became a papa on November 2 

. 

Birthday Ball. . . Chairman Bob (Desk Pad) Krumwiede of 
the 1958 GLTC Birthday Ball says that the scene of the fes- 
tivities has been transferred out of the Chicago Loop to sub. 
urban Brookwood Country Club. This was the wish of the 











Pian 1 majority. 
One key to open every piece of office equip- The on for this traditional function is Saturday night, Feb- 
ment...no matter how many you have. ee e ; 
First 1958 Golf Date. . .Plans are advancing for GLTC’s first 
| eal golf outing of the season to be held Sunday, May 25, at Nip- 


persink Country Club near Genoa City, Wis., as the opening 
event of the Sixth Regional Convention. Walter (OA) Lennart- 
son is chairman and Ken (Ace Fastener) Henderson is co-chair- 
man 
«© 

New Members. . .John Zeremba, Codo Mfg. Corp. and John 
A. Thorsen, Richard Best Pencil Co., are new members of GL- 
TC 





& 
Reserve Your Rooms Now. . .Reservations are in order for 
the Nippersink (Region 6 convention) accommodations. Write 
Nippersink Manor, Genoa City, Wis., or get the details from 











Separate keys for each different piece of office Ray J. (Service Steel) Eichenlaub. Dates are May 25, 26, 27. 
equipment. t 
Dennison Launches ’58 Spring Line 
With Seals-in-Books, Gift Wraps e 
Dennison Manufacturing Co. claims that its 1958 spring line 
of gift wraps and decorative seals and cut-outs with a seasonal TI 
theme will be the most extensive in the company’s history. ar 
Noting that industry volume in seals and cut-outs and other nu 
decorative products for Valentine’s and St. Patrick’s Day, Easter 
and patriotic holidays has risen sharply in recent years, Denni- eff 
son officials strongly remind the wholesale and retail trade of th 
the excellent “‘salability’’ of this type of merchandise. Schools *v 


are becoming a particularly good outlet, they note. 

The Dennison 1958 spring line will include four new books 
of decorative seals for special occasions. Each book contains 
various colorful illustrations for the particular occasion: Valen- 
tine, patriotic, St. Patrick, and Easter respectively. 

New cut-outs depict leprechauns, tulips, jonquils and Easter 





One key to open all office furniture, plus separate flowers, and two new king-size American flags. The line also 

keys for each individual piece of equipment. will include 10-inch-high silhouettes of Presidents Washington 
and Lincoln 

Find out about Flexible Keying from ILLINOIS LOCK today Also in the 1958 line are special spring-season gift wraps 


in two-sheet cellophane-wrapped packages. Assortments of 48 
packages are shipped in a ready-to-use display cabinet. 


® Gets in the Swing with Sputnik Sale 


John D. Attaway, operating an office supplies store in Wil- 


THE ILLINOIS LOCK COMPANY liamston, S. C., recently held a ‘Sputnik Sale” offering “‘satellite 
806 $. ADA STREET *« CHICAGO 7, ILLINOIS savings direct from outer space.” 
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today’s most 
efficient and economical 


Thousands of leading business and industrial firms 
are using the Venus Velvet Ball PEN -cil as their 


number one office writing tool! It improves writing 


efficiency and lowers costs . . . because it combines 
the best features of both a pencil and ball pen: 
‘wood barrel has light comfortable feel of a pencil 


ball Ped 
llth 


a 


check style desired here 
Regular... forallgeneral 

¢ Os ‘wilting 

, } E “Ink co -* . 0960 ease 
Doubl 

Be one eraronan Ci erseseteae 


= Super-Fine—for stenog- 
0 raphers, a 

ex ting. 

*Ink color ay 


es th 
velvet 
ball PEN’ cil’ 


0D Liguie. << toy Liga 
Graphite 
0 Tharmocony for dew, 


office duplica machines. 
*choose blue, black, red or 
green ink. 
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IT’S THE CROSS BETWEEN 





. ball PEN-<il Regular Ne io 














S°VELVET 





THE PEN AND THE PENCIL 





writing tool for the office 


* no point to wear down or sharpen « finest ball 
mechanism + writes on any normal surface—even 
glossy photos - ink supply lasts longer + nothing to 
twist, turn + comes in 5 styles to cover every 
writing job. 29c—39c each. More economical by the 
dozen. Order from your stationer today. 


MAIL THIS FREE TRIAL COUPON TODAY 
Venus Pen & Pencil Corporation, Hoboken, N. J., Dept. OA-! 
Please send me a sample of the Venus Velvet ball PEN -cil 
at no obligation to me. 


Name___ 





please print 








State. 











7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 801/, St., Bloomington, Minn, 





Dear Travelers and Regionettes 

Here's hoping you all have a Merry 
Christmas and an exciting New Year. 

€ 

NEW LOCATIONS—tThe Henry Car 
ney Co. moved to a new location on Ex. 
celsior Blvd.—a very beautiful building, 
Mr. Carney states that expansion is due 
to increased business. He is specializing® 
in school and office equipment 


* 
COMING EVENTS—Giant sales rally 
to be held January 14, 1958 at the Leam: 
ington Hotel, Minneapolis, Minn. Call Earl Collins for details, 
2 
Our sympathies go to the family of Gus Trapp, who died 
recently. We are going to miss Mr. Trapp who spent many 
years with Curtis 1000 and was a friend to all. Sorry, too, to 
hear that Ned Safford’s mother passed away. 
& 
The wife of Clarence Ahlstrom of Sperry Office Furnituré 
died recently. The family has our sympathies. 
. 


Harry Woodmansee, Sr. of Woodmansee Stationery in Bis 
marck, N. D., had a heart attack and is in the hospital. Get 


For the most important seat eps 


. f . 
in an executive s life oe ana REMODELING—Grundy’s Office Equipment Co. at Thief 


River Falls is going through some extensive remodeling. 


Wally Hubbs, former Governor of District 7, says his com. 
NN. ACTION CONTROLS pany, Thomas & Grayston, will remodel soon. 


* 

. , me : NEWS FROM DISTRICT 8— Mrs. Peg Rader of Rader§ 
Executives — and indeed all office personnel Office Equipment in Omaha stated they had a colossal business 
— spend far more time in their office chairs aicaa’ Sin Piatti 
than in any others. Remind your customers that Bumped into Jerry Smith and Jack Lang within three days 
they deserve the best — chairs with Seng Action time. My competition is getting keen 
Controls providing the comfort and firm sup- P 
port that reduce fatigue and step up efficiency. BEST SHOW OF THE MONTH—Warren Carlson, a former 
The Seng line features such basic models as the Northwest Traveler for Wilson Jones, not only has his ows 
Syncro-Tilt for executive posture chairs and the business but has started a TV show called Northwest Office 
Style P for secretarial posture chairs, as well as Suppliers 
Style V and G controls for regular tilting chairs It is on Channel 4, WCCO Minneapolis—time Sunday 11:00 
with or without arms. to 11:30 A.M. The stationers that are participating in this 

‘ : . P weekly TV show are the Journal Chronicle, Owatonna; Hennes 
Advanced engineering and design incorporate pin-Lake Stationers, Minneapolis; Schmidt Printing, Rochester; 
such features as life-time Nylon bushings and Globe Publishing Co., South St. Paul, and Office Specialties, 
bearings, and easy-to-adjust height and tension Mankato, and of course, Warren’s company, The Fireside Shop 
controls. Precision workmanship assures lasting in Minneapolis. Incidentally, Warren also has another TV show 
satisfaction. in connection with his hobby shop 
© 


BEST FOR LESS FOOD OF THE MONTH is the Y.M.C.A, 
across from the Northland Hotel in Green Bay, Wis 


You'll please your cus- 
tomers and build repeat 
business by featuring 
Seng fixtures. e 
REGIONETTES—On Friday, November 22, the Regionettesj 
held a luncheon at the Elks Club in Minneapolis. There were 
22 members present. A tarewell gift was presented to Bunny 
Seng Syncro-Tilt Control Guntrum. As I mentioned once before, Jack Guntrum has b 
transferred to San Francisco, Calif. We will all miss Jack and 
Bunny around here but hope they will be very happy in sun 
California. The next luncheon for the Regionettes will be held 


Fe HN Comaany |= 


It is a shame that the Northwest Travelers who like to reaé 


CHICAGO AND LOS ANGELES this column will not furnish any material simply by dropping + 


a note to yours truly. The above address is very plain. Remem 
General Office: 1450 N. Dayton St., Chicago 22 ber this column depends upon its bivnde 


vy 
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| 8th District Notes 


| IZZY VODA, correspondent 
2001 S. Hanley Rd., St. Louis 17, Mo, 





An 8th District pre-planning meeting was held on November = 
15 and 16 at the magnificent Western Hills Lodge, Sequoyah 
State Park, Wagoner, Okla. The meeting was under the direc. 
tion of our very able Governor Lou Blair, hard-hitting and 
enthusiastic General Chairman Jack Coleman and our untiring 
president of Midwest Travelers, Al Perry. 


Decorator-designed 
Display features 
‘ 1 doz. pencils of 
"= each color in line. 





Seen at 8th District Pre-Planning Session . . . 
1. Jack W. Coleman, Coleman Office Supply Co., Wichita, 
Kan., general arrangements chairman, and Lou Blair, Blair 
Office Supply Co., St. Louis, Mo., governor of 8th District. 
| 2. Standing: W. F. Cromwell, Eaton Paper Corp.; Bob Atta- 
| way, Tulsa Stationery Co., Tulsa, Okla.; Clint J. Cooper, 
Esterbrook Pen Co.; Seated—AI Perry, Federal Stationery 
Co., president, Midwest Travelers Club; Dave C. Neuhaus, 
mfrs. rep ' 
3. Al Steitz, Field Stationery Co., Tulsa, Okla.; Jack Haney, 
Eastulsa Office Supply Co.; Jimmy O’Brien, Boorum & Pease 











Co. 
: ; 4. Standing: W. F. Cromwell, Eaton Paper Corp.; John Chown- 
Dixon offers you these striking decorator- MORE COLOR IN LESS SPACE ing, Federal Stationery Co.; Seated: Vaughan T. Williams, 
designed fixtures for colorful display of Dixon Get ALL THREE for , pe effec. | Schooley’s, Kansas City, Mo.; Max Keating, mfrs. rep. 
Best, Thinex and Anadel color pencils! tive colordisplay. OF use TWO —Dave Neuhaus Photos 
From every angle, this modern wrought iron an pe ie . ; 
display gives you an eyeful of colorful pencils. colo. _ Ground work and plans were formulated for one of the 
: finest regional conventions to be held at one of the nation’s 
Your customers will be attracted BY COLOR a ' sanaieah ‘auaiaiee.. "Tite tales’ ‘k : ee hei ; 
Baer get one, two, or greatest resort ne following tox time and spent their own 
to BUY COLOR pencils in quantity... raising three, these new displays are | money and traveled long distances to help make your regional 
your profit level to a new high! super salesmen | informative, educational and pleasurable: 
For complete information on setting up YOUR Governor Lou Blair, St. Louis, Mo.; Bill Shockley, Kansas ‘ 
Color Pencil Department write: | City, Mo.; Jack Coleman, Wichita, Kan.; Vaughn T. Williams, 


Sy Kansas City, Mo.; Al Perry and Wayne Gibson, Tulsa, Okla.; 

D IX oO WN | Jack Lang, Kansas City, Mo.; Cuba White, Wichita, Kan.; Bill 
| Cromwell, Kansas City, Mo.; Maxwell Anderson, St. Louis, 

Mo.; Floyd Marshall, Jr. Tulsa, Okla.; Clint Cooper, Kansas 

City, Mo.; Charles Plant, Oklahoma City, Okla.; Sid Andersoa, 


Lincoln, Neb.; John Chowning, Kansas City, Mo.; Bill Wolfe, 
Kansas City, Mo.; Earl Scott, Wichita, Kan.; Jim O’Briea, 


Pencil Sales Division TO-1 
THE JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City 3, New Jersey 
Dixon Pencil Co., Ltd., Newmorket, Canoda 
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"They just can’t Tangle” 















Dd  Open-Ring” 
A (i) Rubber Bands 
SS Make Angels 
of Office Workers! 


Everybody’s happier using 
ARCO “Open Ring’”’ Bands 
You can handle them 
Blindfolded — with one 
hand! 






EXTRA STRONG AND STRETCHY 
AND TANGLE-FREE THANKS TO 
OPEN RING DESIGN. 


ey): 


“Vf Unavailable, Mail 
Coupon With Your 





| (PBC) 





Regular Dealer's Name | Gee 
Address, For Samples” be oun 








[ ALLIANCE RUBBER CO., Alliance, Ohio 
Please Send FREE Sample of ARCO OPEN-RING 
STATIONERY BANDS 
FOU cnnccshciniinsnnnssiironsisacitsgias inci n |, ER oe 
|, EC City oo EL er 
“STRETC HY” Mey State Dame 06S ccecesessititiniciancetnagaitiie So a ansicietislbiiediils 
The ARCO Band-Man PT ratio eisrcunintincceee Se nininctailithiiomesd ES ale 
OA-1 











STOP! LOOK! SELL! 


America’s most complete line of .. . 


@ DRAWING SETS e DRAFTING MATERIALS 
e@ DRAFTING INSTRUMENTS e DRAWING EQUIPMENT 
e DESIGNING AIDS e MEASURING DEVICES 


EARN UP TO 50% PROFITS 


Here’s QUALITY merchandise for engineers, draftsmen, 
architects, designers, students, etc. . . . at DOWN-TO- 
EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. 


No. 5000D - FREE Counter Display 
with 12 Alvin Precision Lead Pointers. 
Four knife-edge blades-assures a per- 
fect true point every time. A sure bus- 
iness builder! 


No. 5013D - FREE Counter Display, 
with 12 Alvin Mechanical Lead Holders. 
Pocket size, featherweight-push but- 
ton design with finger-tip control. A 
real sales stimulator! 


No. 5018D FREE Counter Display 
with 24 tubes of refill leads. 12 leads 
to a tube. A choice top grade refill 
drawing lead of superior quality and 
strength. A real sales leader. 

Retail price: 
Your cost:. 
Your profit: 


No. 5012D ~- FREE Counter Display 
contains 12 lead holders H, 2H ond 
4H having 2 ea. with clip and 2 ea 
w/o clip of ea. A traffic stopper. 


THE ABOVE DISPLAYS ARE SUBJECT TO A 40% DISCOUNT. AN ADDI- 
TIONAL 10% WITH EVERY ORDER OF 3 ASSORTED DISPLAYS. 


FREF GIANT - NEW 
s 


1958 ALVIN 

CATALOG 
84 pages — fully illustrated showing Alvin's 
complete line. 1001 quality items at the right 
price. Orders promptly filled. Also an ideal 
sales tool. 


«O° 
cunerey cats 
1958 


“QUALITY AT THE RIGHT PRICE” 


ALVIN & COMPANY, INC. 
Windsor, Connecticut 


ALVIN & COMPANY, INC. Windsor, Connecticut 


Please send me the following items which | have checked below. 


FREE folder showing Alvin's complete line of 
Sales Aids 


No. 5000D 


CO) FREE 84 Page Catalog 


0) No. 5013D No. 5012D No. 5018D 


0 Information on FREE imprinted envelope stuffers on above items 


Name . Title 








Company 


Address 





State 








City Zone 
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Tulsa, Okla.; Dam MacDougall, Kansas City, Mo.; Al Steitz, 
rulsa, Okla.; Glen Evans, Kansas City, Mo.; Robert Attaway, 
Tulsa, Okla.; Bill Brown, Kansas City, Mo.; Max Keating, 


Kansas City, Mo.; Dave Neuhaus, Kansas City, Jack Haney, 
Tulsa, Okla., and Izzy Voda, St. Louis, Mo 
. 

From reporter John Chowning, Federal Stationery Co., I re. 
ceived the Kansas City Stationers Association election results 

President—Joe Wilner, Stanley Sargent Co. 

Vice-President—Ray Greenstreet, Schooley, Inc. 

Treasurer—Bill Chester, Kansas City Stationery Co 

Secretary—Phil Booser, Kansas City Loose Leaf Co 

The Kansas City Stationers’ Christmas Party was held on 
December 13 at the Hillcrest Country Club. A large overflow 
crowd entered into the festivities and the holiday season was 
ushered in by both dealers and Chairmen for the 
party were Helen Cox, Shepard Stationery Co., and for the 
dealers, and John Chowning, Federal Stationery Co. for the 


travelers 


travelers. 


© 
Our deepest sympathy to Mr. & Mrs. Fred Stubeck, Jr. Carter 
Stationery Co. Lawrence, Kan., whose daughter Carol was ac. 
cidently killed recently by a school bus 


+ 

We are all happy to hear that Joe Wilner, Stanley Sargent 
Co., Kansas City, Mo. and Bill Shockley, Sam’! Dodsworth Co, 
Kansas City, Mo., are both back on the job again after serious 
surgery 

+. 

Frank P. Burnap, founder of the old Burnap Stationery Co, 
Kansas City, Mo., died recently at the age of 92. He was one 
of Kansas City’s most generous citizens having given to the 
Nelson Gallery of Art priceless collections of antique pottery 
and other-objects of art. 

s 

From Reporters Clint Cooper and Dave Neuhaus we have the 
following: Paul Tinder Tinder Office Supply Co., Pittsburgh, 
Kan., recently returned home after undergoing a serious opera 
tion. Good luck, Paul! 

e 

Rozelles of Beatrice, Neb. have enlarged the store. It is really 
a beautiful addition! All travelers are asked to stop in when in 
Beatrice 


2 
The Lockwood Co. of Atchinson, Kan. recently remodeled 
the stationery store. Another improvement in our 8th!! 
2 
Wayne Boyer, buyer for Spencer Office Supply Co. Great 
Bend, Kan. recently was called on to do three men’s work when 
D. Spencer was hospitalized with spinal meningitis and M. 
Spencer suffered a severe heart attack. Glad to hear both 
Spencers have recovered. Mr. Spencer, we would like to seé 
Wayne Boyer at our regional next May. How about it? 
Among those big game hunting in the Colorado Rocky 
Mountains recently were Winfield White, Ponca City, Okla; 
Paul Baird and Dan MacDougall, Kansas City, Mo.; Sharkey 
Stovall, Fort Worth, Tex.; Ted Warkentin and Bob Scott, Law- 
ton, Okla., and Basil Martin, Woodward, Okla. It is reported 
Art Pfister, Aspen, Colo., dropped a large bull elk weighing 


about 1000 lbs. That’s a lot of - - - - elk! 
a 
New address of the National Office & Book Supply is 18 
A” St., N. W., Box 57, Ardmore, Okla 


s 

Scott Purvis, field manager of Joseph Dixon Crucible Co, 
advises me of the appointment of Bill Wolfe as representative 
traveling Missouri, Kansas and Oklahoma 

& 

Bob Maynard advises me that Vincent R. Collura has re 
cently been made sales manager of Latsch Bros., Lincoln, Neb. 
Best of everything to you Vince in your new job! 

° 

Our deepest sympathy to Mrs. Charles Wells in the recent 
death of Charles Wells, Joplin Printing Co. Charles had had 4 
heart condition for several years. He is survived by his widow 
and two daughters, Sally and Susan. 

<< 


Gene Stoltz, manufacturers’ representative of St. Louis, Mo. 
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GRAY 


LIGHT BLUE 


BROWN 








iVORY 





DARK BLUE 


ORANGE 










GREEN 
TAN 





VELLOW GOLDENROD . 


DUO -TANG 


LOOSE-LEAF COVERS 


YOU SELL MORE COVERS 
WHEN YOU SELL 







*The ORIGINAL 
Loose-Leaf Cover with 
Built-in Fasteners 


Here they are—the ‘cream of the crop”’ 
of loose-leaf covers—DUO-TANG. These 
distinctive, popular creations provide a 
real combination of color and quality, 
plenty of natural consumer appeal with- 
out premium price. 

With the most complete range of colors 
and materials of any loose-leaf cover line, 
DUO-TANG offers your customers a wide 
selection for all their loose-leaf problems. 
Simple briefs—elaborate presentations— 
utility covers—fancy covers—catalog 
covers—instruction manual covers. All 
at down-to-earth prices. 

Contact us and let us show you how this 
“imitated but never duplicated”’ cover can 
play a great part in your sales picture. 





200 South Peoria Street, Chicago 7, Illinois 
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OFFICE TOOLS 


% A COMPLETE LINE % 
THE FINEST IN TIME SAVING STEEL OFFICE SPECIALTIES 


WITH CUT-OUT 
LETTER RACKS = sueie FRONTS 
NO CORNER POSTS TO DODGE! 
Sorts and classifies the daily mail. No 


corner posts to dodge. Sloping trays. 





NO. 101 1 tray and base List $3.75 
NO. 102 2 tray and base List $5.00 
NO. 103 tray and base L $6.25 
NO. 104 4 tray and base List $7.25 


MIST GREEN 
GREEN—GRAY—BROWN—COPPER TAN 
Also made in legal sizes. Send for complete 

descriptive catalog 














Daily Business Sorter! 


SORTING TRAY 





Active papers can be re- 
ferred to instantly... open 
like a book. When used with 
A-Z index, folders or tab 
guides the corrugations in 
the bottom prevent slipping. 














NO. 115 LETTER SIZE without index $4.00 
NO. 116 LEGAL SIZE without index $5.00 
STATIONERY 
SEPARATOR 


Fits into standard typewriter 
desk drawers without papers 
catching when drawer is 
used. 3 inches high, 4 letter size and || half 
size trays. Holds 200 sheets. 8%/" x 18" x 3" 
Electrically welded one piece. NOT ADJUSTABLE. 








NO. 310 LETTER SIZE with 5 divisions — Wt. 4 Ibs. $4.50 | 








CASHIER’S PAD RACK 


Every business has various pads, 
bank checks, receipts, contracts, 
partial payments, delivery and serv- 
ice forms. This rack holds each, 
easy to reach. Saves space and con- 
fusion. All one piece welded steel. 
Hollow space inside. 














No. 566 Six Pocket 8”x72/2”x4” $4.00 
No. 568 Eight Pocket 8”x92/2”x51/2” $5.00 
No. 570 Ten Pocket 8”x91/2”x65/e” $7.50 
STATIONERY RACK 
Made to hold letterheads, second 
sheets, carbon paper, copy sheets 


and other letter size forms. Top di- 

vided for long and short envelopes. 

\"" spacing between the shelves. 

GREEN - GRAY - BROWN - COPPER 
TAN - MIST GREEN 











NO. 108 7 aT & ae” List $7.50 








CORRESPONDENCE 
SEPARATOR 


Keeps letters, price lists, folders or 
catalogs separated for quick, easy 
reference. Not adjustable. Special 
sizes made to order. Distance be- 
tween uprights 134". Label slot each 
side. Comes in five colors. 








| NO. 105 LETTER SIZE with 5 divisions — Wt. 6 Ibs. .$6.00 





DEALERS WRITE FOR COMPLETE CATALOG AND 


DISCOUNT SCHEDULE 
a CURRIER MFG. CO. 


2448 W. LARPENTEUR AVE., ST. PAUL 8, MINN. 
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recently completed 25 years as representative of Indiana Desk & 
Co. and Indiana Chair Co. Here's to 25 more enjoyable years, 
Gene! Sy 


& ee 
It's a boy for the Jimmy O’Briens, Tulsa, Okla.; was born on 
October 26. Their two daughters, Kathleen and Nancy love 
their baby brother named James Patrick Izzy O’Brien. 
a 
It was a golden wedding anniversary on November 27 for 
Mr. & Mrs. Joe D. Landes, 4033-25th Ave. N., St. Petersburg, 
Fla. Joe, before his retirement, was vice-president and buyer 
for Schooley Printing & Stationery Co. of Kansas City, Mo. 
Also celebrating 50 years of happily married life on November 
26 were Mr. & Mrs. Alex J. Bartens, 3668 Wilmington, St, 
Louis, Mo. Before his retirement, Alex was vice president and 
buyer for Shallcross Printing & Stationery Co. in St. Louis, 
However, he still publishes the nationally known and _ used 
Bartens Buying Guide. Both of the above men completed 59 




































years with their respective companies before retirement. Best 
wishes to you gentlemen, and to the ladies too! 
e 
St. Louis Stationers Association held its annual Christmas@ 


Party on December 20 at the Gatesworth Hotel under the dé 

rection of John Griffiths, president of the St. Louis Stationers 

Association, and Izzy Voda. The annual party was attended by 

all the dealers and their wives. A good time was had by all! 
. 

Carl Shutz, Eagle Pencil Company has left the ranks of the 
Midwest Travelers. He has been advanced by his company to 
the position of sales promotion manager, with headquarters ig 
New York. During his last trip to St. Louis he and his lovely 
wife Chesta were guests of your correspondent and Margaret 
Carl, we all are sorry you are leaving us—you have been a fing 
business associate and friend! We all wish you and Chesta thé 
best of everything (except pencil business) !! 

© 

Governor Lou Blair, Blair Office Supply Co., St. Louis, re 
quests that the dealers and travelers of the 8th District make 
their hotel reservations early. You may send your requests to 
either Al Perry, 744 S. Pittsburgh, Tulsa, Okla., or to Wayne 
Gibson, Palace Office Supply Co., Sheridan Industrial District, 
Tulsa, Okla. Come on fellows, let’s get going! 

“LET’S GO WESTERN” 
WESTERN HILLS IN ’58 
MAY 22-23 


Polychrome Corp. Appoints Nemeyer 

Gregory Halpern, president of Polychrome Corp., has am- 
nounced the appointment of Frank L. Nemeyer as advertising 
and public relations director. 

In his announcement to the sales department, Mr. Halpern 
pointed out, “As a result of our national expansion, sales of 
offset plates and offset inks have increased well over 100% im 
the past year. As leading manufacturer of a complete line of 
graphic arts supplies, Polychrome must progress in the areas 
of sales promotion and public relations. All this is in direct 
line with our growth in physical size as well as sales.” 

“Sales offices have been opened in over 15 cities throughout 
the United States. Because of this growth picture, we must dé 
velop a more extensive sales management force and sales pro 
motion department, designed to help our local salesmen do they 
best possible job. Public relations too, has become an important 
aspect of our business. Our customers, our staff, our sales pros 
pects and even our local community have all become ever de 
manding of our services.” 


Y and E Appoints O’Neill Branch Manager 

The appointment of George R. O'Neill to the position of 
manager of the Philadelphia branch office has been announced 
by Charles W. Schreiber, executive vice-president of Yawman 
and Erbe Manufacturing Co. 

Mr. O'Neill has been with Y and E for several years, serving 
in various capacities in the sales division. Most recently, he 
has been district manager of territory 50, comprised of the 
state of Pennsylvania. 
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Put comfort into your contemporary offices 


with the *rend group of Sturgis Chairs 
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1985-G-Trend Spring-Back 
FIBER GLASS BASE. Ad 
swivel armchair with 20% °’ x 19% 
7 5’” full depth foam rut 
Backrest is 14’ x 1844" x 4”’ 
a 24%4"’ thick cored foam rubber pa 
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9th District Notes 


CHARLES C. MCDANIEL, correspondent 
4909 Overton Ave., Fort Worth 15, Tex. 





Cot tulations to the office equipment dealers in Houston 
ne of t yst beautiful displays ever seen in a busi 
show. Also to t several manufacturers who had wonder 

vas held in the Municipal Coliseum 

»3 and was very well received by the 

t Houston who braved the elements to visit 
ind this cut down the attendance, much 


participating 

S il Texas Travelers were present, including Bob Straf- 
ford, Dick Lowe, J. T. Pryor, Jim Parker, Dave Myles, Tom 

} Flaherty, John Klein, Pat Whitesides, Mrs. Frankie McCall, 
Mrs. Ellis Ryan, Dick Gage, Bill Scheffler, Lorenz Bauer- 
kemper, Art Buchanan, Murry Cole, Ace Collins, Ed Corbett, 
Henry Deutsch, Tom Gulledge, O. D. Mann, James Mills, L. H. 
McDaniel Jr., L. H. McDaniel Sr, Al Okerberg, and Bobby 


Walther. If any 1 s are omitted, please forgive m« 
o 

iV" ippy to see James Mills, Stationers Distributing Co 
back at his desk after a visit to the hospital And 
n tulations to Bob Smith, Perdue Co. Pine Bluff 
Ark ho was recently Glad to hear that Mrs 
Dorothy Maddock, fe of Walt Maddock, E. R. Conner Co 
Worth, 1] | OK after a recent operation Con 
lations, also to Manual Mata, assistant to his brother Alex 
Mata, M ick ¢ ke Co. Austin, Tex., on the birth of a son 
tly Bob Book, former Texas traveler and more recent 
Mav k Clarke, Houston, is now with Clark & Courts 
Bill White, formerly with Swingline, Inc. is now 


for Cathey Office Furniture & Supply, 


| D I Sam Mayer, Houston, has bought out Abbey 
df Equipment Co. of the same city and is operating under 
of SAM’S The Joe Cockrell Co. Austin, Tex., was 
/ by V Boeckman-Jones Co. same city on October 1 
i | } brother James joined the Von Boeckman- 

Ss ¢ tion in the consolidation 

© 

Bob Strafford s that a very successful sales school was 
Harold Barnes, Victor Safe & Equipment Co. in Dallas, 
tl week of November 4. Some 14 franchise dealers were 
Word con n that Vic Hayes, F. F. Hansel, New Orleans 
9th Region convention, is getting the 
g in a big way. He asks the travelers to 
keep up tl ( rk in selling the dealers to attend. I might 


also, t Bob Strafford and Clarence Escher have just 
letails for the Travelers’ party. This 
vill never forget 
— 


Warren “Cub” Bair, manager of Maverick Clarke, Austin 
that | nd a number of business men of Austin enjoyed 
isul ess on a recent deer hunt. One of the 


oint buck that dressed out at 141 pounds 


@ 
Capit City Off Outfitters, Austin, is now located at 204 
Ray Woytek planned a formal opening about Decem- 
n thi location, offering about 6000 square feet of 


. 
x to 7 Roscoe Benge, the portly representative 
( Glad ¢t ave you with us. Had a nice visit with 


Chas. Wallace, Parker Pen Co., in Austin recently 


I ask the travelers to send me news items. Now 

k y o read this column, to send me any and all 
All of us would like to know what is going 

ight od when it happens. The news loses its 

n it tv yr three months old. A post card will 


Much obliged 
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Parking neter and traffic violation envelopes are 


currently being featured by the Justrite envelope 


companies of St. Paul and Atlanta 


Furnished in 3 functional styles, these popular en- 
velopes are tailor made for any traffic department's 
requirements. They open up new avenues for in- 


creasing your sales and profits. 


Styles 1 and 2 are specially designed for cities using 
the Traf-O-Teria or Fine-O-Meter fine box systems. 
They come in the standard size of 3”x7” in yellow 
waterproof and red kraft stocks complete with 


carbonized sheets, ready for printing and binding. 


No carbon sheets are required in Justrite’s Style 3 
violation envelope. It's furnished in white stock and 
measures 3!/g”x51/.”_ with an additional 434” for its 
extended flap. This flap is removed by the traffic 
officer; the violator uses the envelope for remitting 


the penalty. 


Get in on your share of this fast growing market. 
Write either Justrite factory for samples and prices 
of these and other items in Justrite’s complete line of 
standard and specialty envelope products. 
Two Modern JUSTRITE Factories 
J NORTHERN STATES ENVELOPE CO. 
uS 






300 East Fourth Street . Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 
523 Stewart Avenue, S W . Atlanta, Georgia 
Sold for Resale Only 
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SPECIAL SIZES 
ON ORDER 


PAPER: 30 sheets of 80 
pound sulphite drawing 
paper with a surface and 
sizing suitable for cha 
crayon, pen, pencil and 
water color. 


COVER: Sturdy solid Gold 
kraft board 


BACK: Heavy caliper news 
board 





















Write Dept. ML-A for illustrated 
No. 8 with price list on these superior 
quality artist’s sketch books. a 


; MUAPLELERE 


EMP/RE STATE BU/LD/NG 
NEW YORK /, N.Y. 


l1th District Notes 


HAL SULLIVAN, correspondent 
17252 13th Ave. N.W., Seattle 77, Wash, 





On December 9, the Oregon Trail Travelers held their 
annual quarterly meeting at the Columbia Athletic Club ip 
Portland. Ore. The business meeting was followed by a cock. 
tail hour and dinner. On December 20, the O.T.T. enjoyed 
its yearly Christmas party at the Inglewood Country Club, 
John Burns was in charge of all arrangements 

The on Oregon Trail Traveler Roster, complete with 


pictures has already been mailed out to all Northwest dealers 


and travelers. This roster is in loose leaf form so that addi. 
tions and corrections will be a simple mattet 
oo 
Recent visitors to the Northwest have been Franklin Rising 
(Bankers Box), Pete Masterson (Acco), Ray Thompson 
(Smead) Hank Lyles, (R. L. Smith Co.), Bill Thompson 
(Oxford), Ray Fay (Western Tablet) and Bill Joost (Mfrs 
Rep.) 
° 
[wo new stationery stores in the Northwest are Leeper's 
Office Equipment Co. of Salem, Ore., managed and owned 
by William Leeper, formerly of the Commercial Bookstore 
of the same city, and Van's Stationery & Office Supply of 
Tacoma, Wash., owned by Peter Van, formerly of Tacoma 


Office Supply 
* 


manager of the furniture depart 


B. E. Gustavson, former 
ment of Lowman & Hanford, has resigned to join the James 
D. Headley Co. of Seattle as an outside Best of luck 
from all of us, Gus. Ron Medina (Texcel Tape Co.) has been 
for northern California, so will 
Congratulations, Ron 
a 

Ken Sutherland (Wilson Jones) 
is now permanently located here in Seattle on Mercer Island 


salesman 


sale Ss 
San 


a to manager 


Franc ISCO. 


promote 
be moving to 


your former correspondent, 


1 


Portland’s loss is certainly our gain 


au 
We want to appeal to all Northwest dealers to please sub- 
mit their application forms for their candidate for “Salesman 
of the Year,” which is being sponsored by the Oregon Trail 
Travelers Club. Any dealers wishing further details, please 
ontact Ken Dickensheet. 
* 
Don’t forget the weekly travelers’ luncheon every Monday 
here in Seattle at the Stewart Hotel 
Fresno Firm Doubles Floor Space 
Shelburne’s stationery and office equipment store at 1931 
Mariposa St., in Fresno, Calif., has doubled its floor space. 


leased and remodeled to provide an 


An adjacent 


5,000 square feet of space 


store was 
Ver all 

The nev finished in 
entrance way. The facing under the windows is flagstone 


$30,000 


redwood with louvered doors 


front is 
in the 


The remodeling, costing in excess of provides for 


office quarters on the second floor 


Joseph Williams, formerly of Bake rsheld, is the store man- 
ager. The firm has a warehouse and display room for office 
equipment at 1827 Inyo St 


The business is owned by Mr. and Mrs. Jack Shelburne and 


has been the same location for 50 years 


New Firm Opens in Phoenix, Ariz. 


Che Business Machines Co. has opened for business at 5809 
N. Seventh St. in Phoenix, Ariz. Partners in the enterprise art 
Wood Woodson and Virge Williams, both formerly with the 
Phoenix branch of Clary Corp 

Mr. Woodson will be sales manager and Mr. Williams will 
be service manager and handle sales in the partnership. Mf 


Woodson also will continue as Arizona wholesale manager [or 
Clary 

The firt will be a Clary sales agency with factory-trained 
service for adding machines, cash egisters, typewriters and 


new and used check guards. 
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Bassick Casters cost 
less than floor repairs 


Here’s why all good off ~e chairs ride on quality casters- 
Bassick’s, for instance. 
Easy action of Bassick swivel and wheel bearings lets 
casters respond instantly to chair motion. This quick, 
smooth-rolling action prevents dragging... guards against 
marking or scuffing floors. 
Wheel construction of Bassick casters also protects 
floors. New, wider, soft rubber ““Baco”’ wheel developed 
by Bessick and Firestone engineers lasts longer, won’t 
mark. And use Bassick ‘‘Atlasite’’ solid molded wheels 
on rugs or carpets. 

Smart office appliance dealers sell floor protection and 
clinch sales by pointing out Bassick casters as a sign of 
quality on fine office equipment. 8.54 


THE <T3 = 
BASSICK COMPANY gmp 9 Ba $ sicK 
, CONN. 
aaa: r oe SYMBOL OF EXCELLENCE 
BELLEVILLE, ONT. » } 7 MAKING MORE KINDS OF CASTERS MAKING CASTERS 00 MORE 
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12th District Notes 


J. R. “JACK"’ SMOOT, corresponden 
253 Tulare Dr., Larkspur, Calif. 








On November 15 some 200 to 250 dealers, dealer employees 
travelers and friends of our industry and their wives enjoyed 
the annual 49’er Travelers Harvest Cocktail Party. The success 
ful party was held at the American Legion Hall in San Mateo. 
Calit where everyone enjoyed dancing to the musk Of Our 
favorite ‘“Simpfony Ensemble’? who always entertain so well at 
Northern California functions 

As always, the ticket of admission trom each person who 
attended was a gift properly wrapped and marked for a less 
fortunate boy or girl. The presents will make Christmas a 
happier time for the children at “Indian Mission” in Ukiah 
Calif 

Ed Cooper, of S. E. & M. Vernon, Inc. was the lucky winner 
of our TV set and although he wasn't present, he was ably rep 
resented by his partner Elgin Burke. 

Jack Mehan of Minnesota Mining and Manufacturing Co 
and Danny Kerr of the R. L.Smith Co. did a grand job as co. 
chairman of this affair, Our thanks to then 


At the 49’ers luncheon on November 18 Bill Tonkin was 
proudly showing pictures of the beautiful 42-acre ranch which 
he and Mrs. Tonkin just purchased in the historic Valley of the 
Moon near Santa Rosa. Outside of a few sore muscles, Bill is 
certainly enjoying ranch living 


) 


Many of the 49ers were together on November 22 at the 
H. S. Crocker Co. grand opening for their San Jose store. The 
firm is to be congratulated on a beautiful new store 


Bob Haslett, who is a mechanic for Dudek Office Equipment 
Co. in Eureka, Calif., has turned his skin diving hobby into a 
prohtable weekend business 

He and three friends have formed a Pacific Salvage Co. and 
pend most of every weekend in the cold Eureka waters 


Their motto is “If it’s too deep for you call us 
* 
The 49ers are being praised for the beautiful and complete 
new roster recently distributed. It’s loose leaf binding is really 
omething 


Cash Prizes Awarded Stationers 
For Letter Writing Week Displays 


Cash awards amounting to $1000 have been distributed to 20 
retail stores and to a display director for window displays judged 
best in the annual competition sponsored by Paper Stationery & 
Tablet Manufacturers Association, Inc. The occasion for the 
window displays was the 20th annual National Letter Writing 
Week, October 6-12, 1957 

Included in the cash award is a special prize instituted five 
years ago for personal reward of the designer of the window 
best reflecting artistry and skill in the display profession. This 
year it was awarded to A. Van Hollander, display director of 
Gimbel Brothers, Philadelphia, Pa. The window which won this 
award for Mr. Hollander placed second in the department store 
division of awards 

Separate prizes were awarded to first, second, and third priz 
winners, equal amounts, for department stores, stationets, 
variety chains, drug stores, and gift and book stores 

First prize winner in the Stationers’ division was Kistler’s of 
Denver Jackie C. Perkins was responsible for the display. John 
H. Potasz of Schwabacher-Frey Co., San Francisco, trimmed the 
second prize winner and Mrs. C. E. Newton, Jr., Southern States 
Printing Co., Griffin, Ga., was responsible for the third priz 
winne! 

Smith's Book & Stationery, Vallejo, Calif. was second in the 
gift shop and book stores category and Brosky Office Supply (Mss 
Earl Jornt doing the display) of Kenosha, Wis. placed third 

Honorable mention awards went to Commercial Office Supply, 
Cleveland, Tenn. and H. S. Crocker Co., San Francisco, Calif. 
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Because of all Transfer Files on the market only STAX carry all the load on 
their skyscraper style steel structure with each individual corrugated fibre-board 
e unit suspended within the overall framework. 


his is dramatically illustrated by the photograph above of an actual battery 


stallation in which some drawers and many complete units have been removed. 
t shows clearly the full steel! support front and back on horizontal stackers that 
arry the load at four equal points... the factory applied side plates that inter- 
ock units for double strength... and that no fibre-board actually touches any 


ther fibre-board 


STAXONSTEEL files can be stacked to the ceiling . . . as high as you please to 
save valuable floor space. They can be interlocked side-by-side ...as wide as 
you wish with no lost space between units. And, however large you build a 
STAX file battery there can be no sagging, jamming or warping . . . each drawer 
will Open and close easily 


Compare these unique STAXONSTEEL features with others and you'll agree 


that they're the best Transfer Files you can sell and the best buy for your 
Customers 


WRITE FOR CATALOG PRICES and DEALER INFORMATION PACKET 


another fine product of... — 
a a 
BANKERS BOX COMPANY ~ .— 


2607 North 25th Ave., Established 1918 
Franklin Park, lll. (Suburb of Chicago) Our 40th Year 
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Only 4VEYEUSSS. can make this picture! 


This is the STAXONSTEEL Unit 





Steel Shelving 
and an 

easy-access 
drawer type 


file, 


all in one. 


FILE “SHELL” of strong high-test corrugated fibre-board with factory 
applied heavy gauge steel side plates. 


FILE DRAWER of sturdy high-test corrugated fibre-board reinforced 
front and back with full size masonite sheet panels connected securely 
with steel rods at sides. Rustproof easy-grip pull handle with card holder; 
“tote” handle in rear panel. Sides and bottom of drawer wax coated for 
easy glide action. 


STEEL STACKERS, interlocking bolts and nuts. Entire unit shipped 
flat for easy set-up. Packed both 2 and 6 to a carton 


5 STANDARD STOCK SIZES—tLetter, Legal, Tab Card, Check and 
Freight Bill. Accessories available include Partitions, Follower Blocks 
and Metal Tops. 
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U.S. PATENT OFFICE 


Remember! 
"PROTECTED 
fad 1°) MY te eo) | > Ae)! le 
with Advanco’s policy 
of selling through 
dealers exclusively! 





for constant use... 
The ADVANCO PUNCHLESS PAPER HOLDER. 
No need to remove all top 
Papers to reach the one you want. Spring steel 
clip . . . holds up to 150 sheets. Samples on request 
Colors: Red, Black, and Gray. 


} pe 25 point 
te, é pressboard 

al on all 
items shown. 

Write for 
















The = general Catalog 
SUSPEND-O-FOLDER . . . mee Pelee Uist! 
Equipped for expansion to its 

Y full one inch capacity. Permanent 
insertable angular metal tab for 
quick visibility. In Green only. 


? 







Manufacturers of 

Manifold Books * Printed 

Stock Forms * Pressboard 

Guide and Folders * Bristol 
and Pressboard Guides For permanent use.., 
* Suspend-O- Folder * ADVANCO’S PRESSBOARD 
BINDER . . . to file away or store 

away. Holes punched to fit any 

* Filing Supplies size sheet up to 1l1l’’ x 812". 

* Punchless Colors: Red, Black, and Gray. 






* Collated Manilla Folders 





Paper Holder 


ADVANCO PRODUCTS Inc. 


76-05 51st Avenue, Elmhurst 73 
Long Island, New York 
Telephone ... Hickory 6-4848 
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Sunny Side of the 
Golden State Travelers 





by George Frey 
7819 Anise Ave, 
Los Angeles, 45, 


Our sympathy goes to the famiiy of Frank M. King, many 
racturers representative who died n October Frank W as 
a long-time ember of the Golden State Travel Club 

we 

Fred “Colonel” Coots, Linton Pencil Co., was in the hospital 
for a week suffering from Asian flu. He is up and calling on 
the trade again 

— 

Bill Lindsey, West Coast Stationery & Printing Co., took 

the long way home from the NSOEA convention. He returned 


via New York City and Washington, D. C. and arrived home 
with the New York flu, variation of the Asian flu 


& 

Eddie Coco, Bevco Stationers, advises that his fir has moved 

to a new location at 9134 8S. Western Ave 
e 

Ken Landis, former owner of Beverly Stationers in Beverly 
Hills, and the beautiful Roslyn Cohen were married on No 
vember 9 Their honeymoon took them to Las Vegas, Mexico 
City and Acapulco. Ken is now representing a hi-fi concern 

& 

The B. & B. Typewriter Shop in Beverly Hills has moved t 
363 N. Beverly Drive and is now pushing stationery, greeting 
ards and filing supplies 

o 

SPORTS NOTE—Congratulations to Ohio State and Oregon 
| on being the Rose Bowl choices. W wish all success to the 
school representing the great state of Oregon but we can't ad. 
mire the way in which na* ow-minded professors made sure of 
this pick two years ago . making three logical contenders in 
eligible through penalizing the players of UCLA, USC and the 
University of Washington 

o 

Che meeting held at the Rodger Young Auditorium on No- 

nber 11 included 19 travelers and guests. We were very 
happy to have fellow Golden Stat Traveler Bill Joost with 
us. Bill resides in Sausalito and doesn't get down this way very 


often 

Present were President Walt Waldvogel, Bob Lauterjung, 
Treasurer Stu Anderson, Loyal Carlon, Ben Vorwick, Dick 
Kirkpatrick, Ernie Daniels, Bill Joost, Ralph Maneval, John 
Radovich, Les Ewart, Pat Koughan, Lee Schaeffer, Dean Despie, 
George Hatten, George Gilfillan and George Frey 


Tickets for the Christmas party of December were made 
available at $12.50 each or $25.00 per couple 

Dick Kirkpatrick announced that the two main speakers fot 
the sales rally to be held at the Statler Hotel on January 30 
were signed up. Acceptance by John N. Christianson, Quality 
Park Envelope Co., was announced previously. The other speak 
er will be Jack Schwartz of the Telephone Sales Clinic. Mr. 
Schwartz is known as America’s greatest telephone salesman 
and will speak on “The Art of Selling by Telephone 

a 


[he Stationers Association of Southern California held its 
November meeting at the Rodger Young Auditorium on No 
vember 13 with approximately 90 present. Henry Henneberg 
was guest speaker and gave an informative talk on “Whata 
Trade Association Can Do for You 


o 
We all regret the passing of R. A. Thomas on November 3. 
Tommie” was a stationer of many years’ standing and for the 
past three years had been managing director of the Stationers 
Association of Southern California 
= 


Carl Beymer, Sierra Stationers in Chico; Roger Sodaro, Pet 
insula Stamp & Office Supply in Redwood City, and Harold 
Crouch, San Diege Office Supply in San Diego, were in Lo 
Angeles in November for a sales training school 
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1957 was an eventful year for Columbia Steel Equipment 
Company. It was a year during which we stressed the im- 
portance of modular furniture. Our Nine-to-Five groups 
became the leader in functional job office furniture. Nine- 
to-Five will be increasingly important to you in 1958 and 
we urge you to think and sell as “office space engineers” for 
better and bigge! sales. 

During 1957 the emphasis was on color and even more 
hues have been added so that, going into 1958, we have 13 
different colors with possibilities of more than 150 combi- 
nations in our office furniture and equipment. 

In 1957, we conducted eight important sales clinics high- 
lighted by the All-Women clinic held in June. Appropriately 
called Operation Eve, it was an unqualified success and will 
be repeated during 1958. Sales clinics will occur frequently 
during this new year; remember while you are our guests 
Columbia picks up the tab for all expenses. 

[his past year we made structural changes in our com- 
plete line. The Z-bar vertical member added to Columbia’s 
famous horizontal skyscraper construction filing cabinet 
opened up new sales possibilities for you, particularly in 
bidding for closely specified installations. 

[he most dramatic and far-reaching event of 1957 was 
our affiliation with Standard Pressed Steel Company in 


letter to Columbia dealers 


from Lb Enki 


PRESIDENT 


Jenkintown, Pa. We became a subsidiary of this fast-grow- 
ing company after a long, deliberate study of what it would 
mean to them and to us. We now have the splendid support 
of one of the world’s great metalworking industries, Its en- 
gineering, experience and facilities are at our command and 
the growth factor, so important to a company such as ours, 
is speeded to the point that improvements which might have 
taken years to accomplish are now immediately present. 

A new 53,000 square foot extension has been added to 
our Fort Washington, Pa., facilities giving us a total of 
150,000 square feet for accelerated engineering and manu- 
facturing. We are completing a plant at Santa Ana, Califor- 
nia, for fabricating, assembly and warehousing to better 
serve Our important Pacific Coast customers. 

Perhaps the best news for you is this; we expect to be 
shipping a complete chair line by mid-1958. Moderately- 
priced bookcases and mobile desk partitions are recent addi- 
tions to our line; moreover, with our SPS affiliations, we are 
now able to offer a complete line of Hallowell storage cabi- 
nets, Erectomatic shelving and storage walls. 

Our allegiance to you, our loyal dealer organization, will 
continue stronger than ever this year. We firmly believe 
there are wonderful things in the future for all of us. We 
know if you demonstrate, show and sell the broader Colum- 
bia line—things will be great in 58! 








141 





Incento Quality 
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The finest 


Qyle lo and 
Boauty! 


At first glance you can see INGENTO’s Quality 
and superiority. It’s the line that offers so many 
extras to dealers and users alike from the 
small 6 inch models right up to large heavy duty 


table models. 


THERE’S AN INGENTO CUTTER FOR EVERY PURPOSE 


Offices Homes Schools Industry 

Shipping Art & Photography Manufacturing 
eereeeveeoer ee eet eeee rset eteeeanereseereeee ee eees 
. 
e Sales Representatives: Wm. P. Corbett 
ad Charlestown Village 
; M. G. Patterson Harry Tehan, Jr. Phoenixville, Pa. 
= 3710 Grosvenor 84 Peachtree St., N. W i 
a Cleveland, Ohio Atlanta 3, Ga Harry B. Gorline 
930 Sutter St. 
ie Martin M. Moldow Assoc Milton Havlick San Francisco, Calif 
‘ 401 Broadway 4827 Marietta 
e New York 13, N.Y Houston, Texas 
*e #e@e *eeeees *ee8ee ee . *e @e 





TRIMMERS 


Send for Illustrated Sales Brochure 
MANUFACTURED BY 


IDEAL SCHOOL 


8318 South Birkhoff Avenue — Chicago 20, Ill, 
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Workmanship. 


SUPPLY COMPANY 





Check and Double Check — 
IT'S YOUR MOVE 


by HAROLD J. ASHE 
@ WHEN AN OFFICE 


from one location to another he may expose his business to 
certain dangers and suffer certain losses not readily anticipated 


appliance dealer moves his store 


In transferring a business from one loca. 
nore involved than physi- 


( guarded against. 


tion to another, there is something 


cally shifting fixtures and store equipment and merchandise 
and other items to the new store 

Any dealer making a move should work out a plan well in 
advance of moving date. He should calculate every step and 
every action deemed necessary to reduce risks and losses to a 
bare minimun 

The expiring lease. The lease 
be re-read critically. This agreement may reveal 


about to end on the old store 


may need t 
certain obligations on the part of the dealer which must be 
fulfilled on or before the time he vacates the premises. Failing 
to do so may prove an expensive oversight. The cost of volun. 
tary compliance while still in possession of the premises may 
be far less 

If the building has been altered materially to suit the dealer's 
needs he, long ago, may have obligated himself to restore the 
structure to 
ment. If so, this is as binding on him as other lease condi- 
building which 


its original condition as part of the lease agree. 


tions. He may have damaged materially the 


cannot be dismissed as normal wear and tear 


Be Sure on Tenancy 


Month-to-month occupancy. By arrangement with his land- 


.ord, a dealer may continue at his old location for a time 
after the lease ends, pending being able to get possession of 
the new store building 
1carn the law of his state in respect to 
Otherwise, he may learn too late that he is required to give 
After his departure a dis- 


additional month's rent in 


However, a dealer may be wise to 
nonth-to-month tenancy 
notice prior to moving 
gruntled landlord may demand an 
lieu of a 30-day notice. 

Be careful what is moved. A dealer may court trouble 
zealous in what he moves out of the old store. Any 


a 30-day 


he is too 
improvements which he has made must remain with the build- 
improvements are 
These will 
toilet facili- 


ing and the surrounding land if these 
attached to the structure or the land 
lighting fixtures 


physically 
include such items as furnaces, 
ties and even fences surrounding parking areas. If there is any 
doubt about certain items, and a substantial value is involved, 
an attorney should be consulted 

Leave the premises litter-clean. While not too commonly 
practiced, it is a wise dealer who leaves the old premises 
reasonably clean and free of litter so this is not a problem 
either for the landlord or a new tenant. Aside from being a 
good will gesture which costs little extra time, it reduces the 
possibility of a fire originating because of the dealer's neg- 
ligence. Oily rags, paper and other 
chemicals, should be disposed of 

All facilities, including water, should be shut off without 
fail. Gas outlets should be capped or plugged. All doors 
should be locked or securely bolted. Cartons and trash should 
not be left behind — even outside the building. Such dis- 
carding of unwanted junk may serve as an “attractive nuisance 


for children at play, and to their possible injury 


inflammables, including 


How Is Your Insurance? 


Insurance coverage. All insurance carriers, or their agents, 
should be notified prior to the physical move taking place 
preferably getting a written acknowledgment of the fact from 
followed by a “removal permit” being issued by the 
insurance company. This should not be Fire and 
other policies are void if the assets insured are removed from 
the place described in the policies. 
either a higher or lower rate may prevail at the 

A typical provides a removal 
period not in excess of 15 days and while in 
in that proportion which the 


the agent 
neglected 


Moreover 
new location “removal permit” 
in old location 


transit to, and in new location 
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Harter Tempo 300 Executive Chair 





There’s a new Tempo in the office 


.. and it means a new Tempo 





of sales for Harter Dealers 


Here are chairs with authentic contem- 
porary styling—the true decorator flair. 
And, with this they have the fine quality 
and comfort so traditional with Harter. 
The Tempo series gives Harter dealers a 
new avenue to profit. Promoted by beau- 
tiful four-color national advertising and 
literature, the Tempo series completes a 
profit picture that’s brightest with a 
valuable Harter franchise. 

If there’s no Harter dealer in your area, 


drop us a line for complete information. 


Harter Tempo 310 Side Armchair 


HARTER CORPORATION > 125 PRAIRIE STREET + STURGIS, MICHIGAN 
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Sell your customers a sorter from the 

Kohlhaas line—best in all-around sorters ! 

for manual classification of all types of 
media—and you can be sure they'll 

STAY SOLD. For Kohlhaas has kept | 

pace with modern requirements in all phases ; 

of sorting work ... more than forty years / 

experience built into every sorter. : 















HOLDING FILES 
No. 912-25 Letter Size 
No. 915-25 Legal Size 


NUMERICAL 
SORTERS 
No. 472-W 

2 digit, 00-99 


Each Kohlhaas sorter supplies your customers with all the 
features their work requires—Speed, Accuracy, Space 
Saving, Easy Operation, Flexibility and Sturdy Con- 
struction. Every sale brings you attractive profits and 
excellent prospects for repeat sales. Write today for 
catalog, discounts and full information. 


THE JehUiaas COMPANY 


8012 South Chicago Ave. « Chicago 17, Ill. 
Telephone: BAyport 1-4433 


Manufacturer of Vertical Sorters for— 







Checks, Sales Tickets, Invoices, Bills of Lading, Correspondence, 
Mail, Purchase Orders, any size or type of media. 
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value of said property in each location shall bear to the value 
in all locations, and thereafter shall cover only in the new 
location 


If new fixtures are installed at the new location, and the 
stock of merchandise is increased, the original policies will 
be insufficient to protect adequately a dealer from possible loss 
Very likely some new and uninsured fixtures and mer 
handise may be delivered to the new location before the move 
from the old store takes place. This too represents a risk, 


even if only of short duration. Coverage should be provided 
from the day initial deliveries are made to the new stor 
Expect moving delays. In moving to a newly constructed 
building or one requiring major alterations, a dealer should 
be prepared for possible delay which may hold up moving date 


[his should be anticipated well in advance so that, if possible 


there is some moving leeway before the old lease expires 
In short, a dealer should not be caught in a situation where 
he loses possession of the old store before the nev one 1s 


ready for occupancy. It can happen. It can also be costly, both 
in double moving charges, storage amd shut jown of business 


pending getting possession of the new storé 


Too Much Rush Costly 


Trying to ake taking possession ot the new store too 
closely coincide with relinquishing possession of the old 
store to save rent may be far more costly than the 


louble occupancy costs fora month or two 

Where half a dozen or more building trades and a like 
number of their suppliers are concerned, there can be any 
number of causes for delays in completing a new building or 
remodeling an old one. In one ett instance, a prolonged 
strike in the sand and gravel industry virtually halted all 
building operations for months in on¢ tropolitan area 

Loss of customers. A geod many customers may be lost 
by any move, unless every effort is made to reduce the causes 
Even a move of only two or three blocks may result in cus 
tomer losses. A dealer should do everything possible to make 
it easy for customers to locate his new stor 

Some customers are not going to exert themselves to do 
so; others have slight loyalty which should not be tested. Any- 
thing which disturbs their habits and creates problems may 
be sufficient to cause them to turn elsewhere for their needs. 
If possible, they should not be obliged to go to the old store 
first. 

Here are a few things which should be done to reduce loss 
of customers through moving 

1. Notify business neighbors of the new store address so 
they may answer occasional inquiries 

2. Place a large sign in the window of the old store giving 
the new address (this underscores the importance of leaving the 
former landlord in a good frame of mind and not offending the 


new tenant with excessive litter) 


Make New Address Known 


3. Before making the move display the new address on signs 
prominently displayed in the store, and giving approximate 


noving date 


4. Mail change of address cards to all customers on the mail 

ing list 

Dake isplay space im newspapers to remind customers 
of the new address; in regularly scheduled advertising, devote 
ore space to emphasizing the change of address than ordi 
narily is given to the address. 

6. Place temporary signs on the new store building well in 
idvance of occupancy indicating the name of the future oc- 
cupant 

Insist that new store signs be installed not later than the 
late OF movin 

8. Relet ks with the new address as soon as the move 


" 
is made 


9. Don't forge 


dress 


highway signs which need a change of ad 


Miscellaneous details. Change vehicle registrations to reflect 


the new address. Give the postman a change of address card 
Have new stationery printed. Advise all suppliers and sales 
men. Finally, hope the sign at the old location will direct 
some customers to the new store but don’t count on it 
That sign may not stay there as long as hoped for 
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THE CLEAVERS@ 


® 
(REMINGTON PORTABLES 


Both on the CBS “LEAVE IT TO BEAVER” Show 
every week for you and Remington Rand! 





This great new T'V Show is the backbone of the 
Remington Portable Typewriter Spectacular... 
the most powerful, most colossal advertising 
campaign in portable typewriter history. This 
huge saturation campaign works for you week 
in and week out, pre-selling the Remington brand 
with mass impact, with relentless continuity. 
This is the history-making campaign that can 
bring customers into your store... and put 
dollars into your pocket! 
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Don’t miss out on your share of the huge po- 
tential sales and profits. Let the people know 
where to buy...at your store. Advertise and dis- 
play REMINGTON Portables. And remember, 7out 
of 10 customers want to buy on low terms... 
use Remington’s Deferred Payment Plan! 


femingytore. Famed. vive sacs 


DIVISION OF SPERRY RAND CORPORATION 
316 Fourth Avenue, New York 10 












Patents 


me (Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted November 5, 1957 | 
2,811,918. S Feeler Control in Accounting M f V ' 
2,811,945. R table Writing Instrument La M 
2,811,946. Writing Instrument acot 
2,811,94 cking Device for Fountain Pe " 






















2 812,047. Drum Stop Mechanism for Rotary Dus ating Mact 
2,812,048. Rotating Drum Typewriting Machine T ; 
‘ Busine 4 y y 


2,812,049. Automat Carriage Return 





j f New York 
2 812,131 mbined Paper Feed and Functior ntro| Mect 
2,812,138. Keyboard. Arthur J. M 


MACHINE 


2,812,226. F -abinets 



















Granted November 12, 1957 


2,812,563. Per and Pen Holder. Way 
2,812,744. Eraser Support for Mechanical Pencil : 
2,812,799. Height Adjusting Support for Swivel Chairs 





2,812,862. Alphabetical Sorter. Harry / 
2,812,901. Sign Insertion Devices in Calculating Machines. | V t ; 
2,812,902. Accounting Apparatus. Byr 

t t A thame Alle } 2 ’ yf 


2,812,906. Decimal Point Mechanism. 
2,812,991. Knock-Down Office Equipment 





Granted November 19, 1957 





2,813,484 nker Control for Rotary Duplicating Apparatu 
2,813,511. Writing Instrument. W 
T esville W 
2,813,512. Method of Improving the Life of Ball Point Writing Instruments 
t¢ \ y f 
2,813,513. Ba Point Pen Cartridge 
t t Paper Mate v 
2,813,611. Front Feed and Operation Contr Mechanism for Calculating Ma 
hine s i 0 r F f t he 
Jat ayt t 
2,813,612. Single Sheet Feed Mechanism A 
N.Y 
2,813,714. Sheet Feeding and Folding Device. \ W 
; Pitney-Bowe f 
2,813,715. Sheet Feeding Devices 
é Viachine Corr New " Y 
2? 813,71¢€ Duplicating Apparatus. Edw 
{ Corr Clevela ' 
2,813,717. Feeding Arrangement 


2,813,718. Record Material Feeding Control 


313,986. Accounting Machine Systems 
Smallest Adding Machine 
in the World 


“Engineered to last a lifetime!” 


SWIFT BUSINESS MACHINES CORP. 


Great Barrington, Mass. 


Granted November 26, 1957 
814,154. Removable File Support for File Cat 





814,248. Duplicating Machines 


Pr 





276. Desk Set. Burnie M. Cr 
438. Pin Contact Feed. Clarer 


h ( 


RRNA Re os meomrmemrre ne 






] 





2,814,439. Error-Checking Device for Accounting Machines 


ete 
















2,814,544. Filing Cabinet. In R 


SS im 





545. F y Cabinet. Irv 
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General Office Desks Posture Chairs Accessories 












ST E LCAS Convertible Units 


offers you the most complete line 
ro) ie df al-We-¢-1-1 mo) adlet- Mal galiiela- 


in the country 





Executive *« General Office Chairs Executive Desks 








If you are a prospective office fur- If you are a prospective Steelcase dealer, 

niture buyer, think how important think of the sales opportunities such a com- 

it will be to be able to equip each plete line presents . . . in terms of completely 

office area with distinctly different integrated installations .. . 

types of furniture . . . yet furniture Write Steelcase Sales Director for more in- 
which as a family, is completely correlated formation about the Steelcase Independent- 
with respect to style, design, construction Dealer method of selling. Steelcase Inc., 1491 
and harmonious Sunshine-Styled colors. Division, O, Grand Rapids, Michigan. 


STEELCASE IN C@ 
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REGULAR and REINFORCED 


DURABLE + ECONOMICAL 


READY COLLATED 
€ 
MANILA: 8 pt.—9% pt 
KRAFT: 8 pt.—11 pt. 
COLORS: 11 pt. 


11 pt.—13 pt 


Free Samples and Information from 


THE WARSHAW MANUFACTURING CO., INC. 


One of America’s largest manufacturers of file folders and allied products. 


1 MAIN STREET, BROOKLYN 1, N. Y. 
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Deaths 





Clayton O. Markham, 
of Berkeley, Calif west coast repre- 
sentative of the Sturgis Posture Chair 
Co., died on November 11, after a brief 
illness. His death was caused by cere 
bral thrombosis 

Survivors include his widow and two 
daughters, both married. His connection 
with the Sturgis Posture Chair Co. be 
gan in 1953 and since that year he had 





traveled regularly throughout California 
Arizona, Washington, Oregon and Ne 


vada. He had formerly been west coast manager for Arnot & Co 


R. H. Lowdon, Sr., 
president of Stafford-Lowdon Co., Fort Worth, Tex., died Novem 
ber 10, 1957, while watching television in his home 

Mr. Lowdon apparently had been in good health and on that 
Sunday had observed his usual custom of attending services at the 
Central Church 

He was born in Brooklyn, N. Y., while his parents, of Abilene 
[ex., were visiting there. He came to Fort Worth in about 1900 
to work for Swift & Co. In 1903, he joined the printing firm of 
Sam H. Taylor and a few years later started his own company 

Mr. Lowdon was a trustee of the Central Methodist Church and 
a member of the Fort Worth Club, Colonial Country Club and 
Chamber of Commerce. 

Survivors are his widow; two daughters, Mrs. A. K. Doss and 
Mrs. D. Gordon Wiley; a son, R. R. Lowdon, Jr., a sister, Mrs 
Cleveas Rhea, and a brother, W. C. Lowdon, all of Fort Worth 
another brother, Graham N. Lowdon, of Wilmington, Del. and 
12 grandchildren 


Joe E. Peyton, 
55, sales representative for Carpenter Paper Co. for more than 25 
years, died November 13 in St. Anthony Hospital, Oklahoma City 
Okla., after a lengthy illness 

Mr. Peyton was born March 17, 1902, in Lucy, Tenn. He lived 
in Memphis, Tenn., and Fort Worth, Tex., before coming to 
Oklahoma City in 1937 

A Mason, Peyton was a member of Siloar 
India Temple consistory at Guthrie, Okla. He also was a member 
the Royal Order of Jesters, Uptow1 Kiwanis Club, Young 
Men's club, Sooner Dinner club, Sportsmans club, Mayfair club 
Oklahoma City Chamber of Commerce, Craftsman club, Oklahoma 
printing industry and the Oklahoma City Sailboat club 


Lodge 276 and the 


Survivors include his widow, Nan; his mother, Mrs. Lorie 
Peyton, Millington, Tenn.; a sister, Mrs. Martha Branch, also of 
Millington; and a brother, Malcolm A. Peyton, Memphis, Tenn 


George F. Ryan, 
57, president of Mohawk Business Machines Corp., Brooklyn, 
N.Y., and of Can-Erin Mines, a Canadian mining corporation, 
died October 1957, after a brief illness at New York Hos- 
pital 

Mr. Ryan was born in DeGraff, Minn., and was graduated 
from the University of Minnesota. In World War II he served 
with the Army in the Air Transport Command and was dis- 
charged with the rank of major. 

Surviving are his widow, Mrs. Marion H. Ryan, and a 
ter, Miss Margaret J. Ryan. 


daugh- 


George H. Parry, 
59, manager of the school supply and equipment division of 
Rochester Stationery Co., Inc., Rochester, N. Y., for seven 


years, died of heart attack November 7, 1957, in Highland 
Hospital 
He was employed by the Carter's Ink Co. for more than 30 
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Look here. 


For “customer-keeping” Office Papers and 





as “specialists to the stationer”’ 


Spotseald” Adding Machine & Other “COPY” Second Sheets * Bond & Sulphite 
Rolls « Desk Blotters, Embossed & Plain Papers « Duplicating Papers * Mimeo 
* File Folders, Manila * Notebooks, Eye- Papers * Manifold Papers « Manila 


Tint’ & White « Pads, Plain & Ruled « Printed Second Sheets. 


Ask about cucnaliged Labeld — another customer-keeping aid! 


sae eee Rockwell-Barnes Company 


oan See ee Specialists to the Stationer Since-1903 


dealers upon request. 


Py 
calif 


Paper Products 


> 

‘ 
4 In the big Rockwell-Barnes catalog you'll 
"9 find the top selection of customer-keeping 
yy office papers ond paper specialties .. . 


products backed by a 55-year reputation 


products you can depend on to deliver 
satisfaction and produce repeat orders. 
Both you and your customers will 
come out ahead when you make 
Rockwell-Barnes your one-source head- 
quarters for all your requirements 


of these paper products: 


R-B means Repeat 
Business—Prove it to yourself! 





“| 


35 EAST WACKER DRIVE © CHICAGO 1, ILLINOIS 
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Stand illustrated: Model 7800-TF. 


Sell Toledos... 


the typewriter stands that combine 


HIGHEST STRENGTH 


with smart, attractive appearance 


It pays to start your customers off right with 
Toledo Typewriter stands. 

Toledos are famous for strength, safety and 
convenience. As for long life, they’ll outlast the 
equipment they’re designed to support and protect. 

Toledos are attractive in appearance, too. Thus 
even the most modern office can use them to ad- 
vantage in providing security for valuable office 
equipment. 

Call or write us today and we'll see that you get 
complete information about Toledo Typewriter 
Stands, and other Toledo Equipment you can 
handle with pride and profit 


Toledo File Stool 
Model 5056-14 


All-steel. Perforated round seat 
very rigid, durable and com- 





fortable. Wide leg spread pre- 
vents tipping. Large easy 
rolling rubber casters permit 
moving about quietly without 
effort 


The Toledo Metal Furniture Co. 


1100 HASTINGS STREET + TOLEDO 7, OHIO 








Production 
Seating 


Vault Trucks Tables Posture Chairs 


——— 





Series 7250 Series 8100 Series 9606-17" Series 8150-26” 
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years and was 


Club of the 


a past president of the rravelers 


National Stationery & Off: 


Empire State 


Equipment Associa- 


t10n 
Surviving are his widow, a son, a daughter and grand- 
children 
. 
Wade Adelbert Helms, 
72, president-treasurer of W. A. Helms, In Cleveland, Ohio, 


furnitvere and filing equipment dealers, died November 19 in the 


home of a son, Wade C. Helms. He founded the pany in 
1927, after having been since 1908 general manager for Ohio for 
the Library Bureau division of Remington-Rand In He long 
had been ember of the National Office Furniture Dealers 
Association 
Besides his son, three grandchildren and a sister survive 
rs 
J. Frank Neville, 
14, Southern representative for Haskell of Pittsburgh, died in a 


Bethesda, Md 
A native of 
Marne Drive 
Mr. Neville 
ment business as a manufacturers 
ber of St 
Town & Country 
Club 


Surviving are his 


hospital, November 24 
Birmingham, Ala., Mr: 
Atlanta, Ga., 


was W ide ly 


Neville had lived at 3227 
during the past six years 

known in the southern office equip 
representative. He was a mem 
Cherokee 


Luke's Episcopal Church, a member of the 


Club and also a member of the Southern 
Travelers 
widow, the former Miss Camille Clements: 
Neville of Atlanta; his mother, Mrs. Helen 
William A 


1 daughter, Camille 
O. Neville of Washington, D.C.; and a sister, Mrs 
Spiker also of ® ashington. 
* 
William Wittlesberger, Sr., 
Adding Machine Sales & 


Md., died recently. He is survived by his widow, three 


owner of the Service of Baltimore, 
sons 
and a daughter 

Mr. Wittlesberger was 


business for many 


adding machine and 


member 


active in th 


calculator years. He was a charter 


of the Baltimore Office Machine Dealers Association, past 
president and leader of the group, and was active in many civic 
organizations 

a. 
Felix Pfeffer, 
owner of Norta Distributing Co., New York City, died recent- 


ly of a heart attack. He was 62 years old 
Mr feffer was a director of the Ame 
Institutions, In 


rican Fund for Israel 
his widow, Mrs. Rose Pfeffer; two daughters 
sister, Mrs. Miriam Arazi of Tel Aviv, 
Yehuda Pfeffer of Haifa 


Surviving are 
Doris and 


and a brother 


Barbara: a 


a. 
Anna F. Mossman, 
mother of John E. Mossman, Desks, In New York City, and 
president of the National Office Furniture Association, died 
November 20 

Mrs. Mossman, who resided at 144 Maple Ave., Rahway, N.J., 

s also survived by sons Thomas and Drew 

. 
Charles C. Rea, 
68, Youngstown, Ohio, office supply salesman, died November 
9 of a heart attack. He was a salesman for the old H. H. 
Treudly Cx until destroyed by fire, and then joined the S. A. 


} 


Barnes Office in nearby Warren, Ohio, where he was 


employed until his death 


Supply Co., 


His widow daughter, two sisters, and three grandchildren 
Survive 


Charles Wallace Selden, Sr. 

79, a co-founder of the American Furniture & Fixture Co. 
died November 6. He founded the store, bank 
in Richmond in 1904. He 
mittees in the industry 


Richmond, Va 


and office fixture firm served on 





' 
several national con 


a 
Aaron J. Land, Jr., 
of Orlando, Fla., veteran F. S. Webst Co., sales representa 
tive, died in Orlando, November 27, 1957, two days before his 
53rd birthday. His sudden passing was the result of a heart 
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Aristo-Craft ty Smead 


REGISTERED U.S. PAT. OFFICE 


BRIEF COVER LINE CRAFTSMEN 
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No. 470-Br. Brown. 2-tone color. 
Back coating in matching color. 


Ria " 
ph eel 
ad 


bata 
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No. 470-G. Green. 2-tone color. 
Back coating in matching color. 


No. 470-T TAN Back coating in matching color. No. 470-BI. Black. Kid Grain. 


THE ULTIMATE IN APPEARANCE | 
AND QUALITY! 


Ne Giner COVERS MADE 


You cannot offer your customers a better Cover 


than the New No. 470 Aristo-Craft Line by Smead. Sook, contin in ana 


Only by actually seeing them can you appreciate 
the beautiful new colors, toning and designing. 
The ‘‘feel”’ of the material will tel! you that here 
is a lasting quality surpassed by none. 


Better still—your customers will react to them 
in the same manner. Everyone will recognize 
that this New Aristo-Craft Cover will enhance 


any presentation for which it is selected. 
No. 470-R. Red. 2-tone color. 


Back coating in matching color. 
MATERIAL a one-piece, non-woven cover stock made e 8 


Ressure-Sensitive Label of new cotton rag fibres impregnated with Latex and 
furnished with each Cover. Pyroxylin coated. This processed leather finish Stamps, 
Embosses, Prints, or Silk Screens with excellent results. 


CONSTRUCTION for sheet size 11” x 8%”. Embossed 
border and title panel double-tang fasteners and 
metal eyelet binding holes. Fastener spacing 44%” apart— 
8%" outside centers. Also available with acetate window 
in the W470 Line 
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WITH FLAP — ELASTIC CORD 
A to Z—21 POCKETS 
3 SIZES 
NOTE No. GRI15A 
LETTER No. GRI17A 
LEGAL No. GR119A 





| Smead MANUFACTURING CO., HASTINGS, MINN. 
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Wit. This new addition 10] 
‘it Smead's line of EXPANDING FILES | 
“i is in two-tone gray with an embossed leath| 


erette finish. This new color has been created by Smead} 
to harmonize with the decor of modern offices. We invite you 
inquiry for a sample of this beautiful material. 


No. 12) 
BRANCHES 
LOGAN, OHIO CHICAGO,! 
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att k week before while he vas traveling on his 
rritory 
Mr. Lars ly successful sales career with the Webstet 
( el rs, all in the Florida, Georgia, and Alabama 
area. His me as a shock to his many business friends 


sympathy is extended to his wife, Betty 
bs nd his daughter Betty (Mrs. Donald Wilson) 


Joseph M. Haskell, 


I Ed Haskell of Haskel In Pittsburgh 
} N ber 12. Mr. Haskell ice-president of 
Merchants 7 Journal for years and just 1 ntly had retired 
lt tic to | ind Ed, he is survived by his widow, Mary 
Mrs. S. J. Beskind of Great Neck, N. Y. 
* 


Harry D. McFarland 
president ar founder of the McFarland Offi 
1 on November 22, 1957 


Equipment Co 
Rockford, I 


News Notes from Southwest 


hy ART CARROH 

J. A. Hoes Co., wholesale stationers, is moving from 400 

houpit St.. on February 1, to a large new home at 311 
M ne St New Orleans 

e 

Joe Cock Co., for over 10 years an office supply house in 
Austin, T¢ t 1616 Lavaca St., has been bought by Von 
Boeckman-] ( of Austin. Joe Cockrell, Steve Romanski, 


lim Cockrell Walter Adams, formerly with Cockrell Co 


ssociat with 


Von Boeckman-Jones 
* 


Sam Mayet business of Abbey Office 
Equipment ¢ at 1001 Caroline St., Houston, and changed 
name to S. A. M. Office Furniture Co. Mr. Mayer has been 


brother, Nathan Mayer, in the Mayer Office 


pur¢ hased the 


s 
f 


| t ( Gray & Travis in Houston 
a 
Frost Park I 560 Florida St., Baton Rouge, La., is mov 
304 | | St., in Baton Rouge and adding office sup 
o 
Beacon Off Supply operated by Maurice Krinsky at 1209 
Caroline St., Houston, is preparing to celebrate 10 years in the 
ffice supply business in Houston 
e 
= A. KB inn, Jr., H. A. Kuhlmann Office Supply of 
Baton Rou La., was selected as “Boss of the Year’ by the 
Baton R ipter of Executives’ Secretaries at their third 
nnual “B Night. Mrs. Homer Brown is his secretary 
There | change in the ownership and management 
Lomax Print & Stationers, Inc., in Laurel, Miss. Rhea P. 


Lomax, Sr., acquired all of the stock of Rhoss C. Lomax, 
or., and wi nt 


tinue to operate from the same location, 530 


Central A Laurel, Miss 


Paper Mate Fights for Fair Trade Policy 


The Par Mate Manufacturing Co 
inctions nst R. H 


has obtained preliminary 

Macy and Co., Inc., E. J. Korvette, 
lt Mast It and Masters-Westchester enjoining 
the s Paper Mate products at less than established retail 
prices pending the trial of the cases on the 


( orp., 


Paper Mat is also obtained permanent injunctions against 
Whitehall Jewelers in New York City and Modell’s Shoppers 
World of Bergen County, N. Y 

Paper Mate has filed 10 more law suits in the New York 


nd three law suits in N« Jersey in support 


rogram in those states 
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copying a 
machines ™ 
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Help clear up your customers’ 
confusion about copying 
machines and pencils. Some 
pencils reproduce on copies, 
some don’t. Only the Dixon 
FAX line covers them all... 
a line of reproducing and non- 
reproducing pencils for every 
copying machine made. 

it’s easy to match the right 
FAX pencil to the right 
machine because FAX pencils 
are color-coded, keyed fo: 
use and smartly packaged in 
the industry’s first flip-top box. 
Made in 2 blacks, 5 colors. 
Packed in dozens in half-gross 
boxes. 

Also available in counter-top 
sampler display. 


Only Dixon makes FAX 
. +. the complete line of 
ll copying pencils 


wie 


ner a 


we” 


: i — 
CE eee ° 


Write for the FAX chart 
and information on prices 


D IXO N 


Pencil Sales Division TOA-1 
THE JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City 3, New Jersey 
Dixon Pencil Co., Ltd., Newmorket, Conada 
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Sell The. 
Stationers’ TOP LINE | 


....Made for you EXCLUSIVELY! 7 











ASSORTMENT SD-12 








2» 
STATIONERS’ ASSORTMENT | 


INCLUDING 


REE 


COUNTER DISPLAY CABINET 


This display is sturdily constructed of beautiful 
blond-finish oak and comes equipped with glass 
front. For convenience, display has storage space 
in back for reserve stock. 

SD-12 ASSORTMENT CONSISTS OF: 


e@ 2 Pair 3752, e 3 Pair 3218, 


12” Trimming Shears 8” Utility Shears 
@ 2 Pair 3760, e 3 Pair 3217, 

10” Office Shears 7” Utility Shears 
e 3 Pair 3769, e 3 Pair 3216, 

9” Office Shears 6” Utility Shears | 
e 3 Pair 3768, e 3 Pair 1718, 

8” Office Shears 8” Clipping Shears 


e@ 2 Pair 1719, 9” Clipping Shears 


TOTAL RETAIL VALUE $93.60 
DEALERS COST $56.16 | 





YOUR FULL 40% Profit 937.44 


CLAUSS CUTLERY COMPANY 
Fremont, Ohio 
New York Office, 1107 Broadway | 


HOT HAMMER FORGED 
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Financial Notes 


Burroughs Shows Sales Increase, 
Announces Decline in Income 

For the first nine months of 1957, Burroughs Corporation re- 
ported world-wide revenue of $204,861,122 compared with 
$190,450,710 for the same period of 1956. Consolidated net in- 
come after taxes amounted to $6,687,661 or $1.11 per share for 
the nine months compared with $8,956,702 or $1.49 per share 
for the same period in 1956. 

Most of the increase in revenue was in product categories 
which provided a lower rate of profit, the company stated. In 
addition, operations were adversely influenced by lower than 
anticipated shipments of large computers. There also was a 
reduction of shipments of certain types of conventional ma- 
chines resulting from introduction of more automatic equip- 
ment on which a substantial order position exists but for which 
deliveries have not been made. 

These factors, as well as higher costs for wages and material 
and costs of preparing for the introduction of new products, 
served to contribute to the lower profits 


Smith-Corona Debentures Sell Well 


Smith-Corona Inc., has reported that approximately 90% of 
the 6% convertible subordinated debentures which were of- 
fered to stockholders on» November 1 have been subscribed to 
under rights which expired November 18. Of the $4,235,700 
in new financing, $3,784,000 have been subscribed to and the 
balance will be taken up by members of the underwriting syn- 
dicate headed by Lehman Brothers. 

The offering was on the basis of $100 of debentures for each 
20 shares of stock held of record on November 1, 1957 They 
are convertible into common stock at $18 a share, and carry 
sinking fund provisions under which the company, at its op- 
tion, may retire up to $250,000 principal amount of debentures 
annually beginning November 1, 1962, through 1966 

Beginning November 1, 1967, through November 1, 1977, 
the company is required to retire $250,000 annually and may 
optionally retire up to an additional $250,000 in each of those 
years. The debentures will be redeemable for the sinking fund 
at 100% and at the election of the company at prices ranging 
from 106% pat 

Upon completion of the offering outstanding capitalization 
comprises $11,000,000 long-term debt; the $4,235,700 deben- 
tures, and 847,131 shares of common stock 

The net proceeds from the offering will be added to working 
capital and used for gerieral corporate purposes, including in- 
creased expenditures for research and development, financing 
the introduction of printed communications and integrated data 
processing equipment in the commercial field, and financing the 
company’s increased volume of typewriter business 

The company’s most recent report, covering the three months 
ended September 30, 1957, showed sales of $15,564,600 and net 
income of $618,300 or 73 cents a share, compared with $12,- 
359,100 and $352,100 or 42 cents a share, respectively, in the 
like 1956 period 


Royal McBee Reports on Sales 

Royal McBee Corporation on November 22 reported sales for 
the first quarter ended October 31, 1957, were $24,975,000 com- 
pared with $26,174,000 for the like period of 1956 

Net earnings for the quarter, after provision for federal 
taxes, totaled $930,000, or 55 cents a share on the common 
stock, compared with $1,605,000, or 99 cents a share in the 
first quarter of 1956. 


Booklet Hails Fort Steuben Metal Anniversary 

To observe its 10th anniversary this year, Fort Steuben Metal 
Products Co. of Follansbee, W. Va., has published a book that 
traces 10 years of progress and activity in manufacturing steel 
bins and shelving. The book also illustrates products and pro- 
duction facilities. A copy of this brochure can be secured by 
writing to the company. 
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Your Guide to 
FACT CONTROL 


for All File Systems 















PAT. PENDING 


METAL PROJECTING SIGNALS 
lock on slotted card 
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for all vertical records ( 
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for protected visible 
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MAPTACKS and MAP FLAGS 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 
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Frank Lloyd Wright . . . is seated at a desk he designed in 
1935. At his left is H. L. Davis, representative of Steelcase, 
Inc., manufacturer of the desk, and at right John Ober of 
Indianapolis Business Office Furniture Co 


Wright Forgets Indianapolis 
But Remembers Steelcase Desk 


Frank Lloyd Wright, in Indianapolis, Ind., for a speech at 
John Herron Art Institute on November 2, brought his usual 
grab-bag of scathing remarks with him. He felt that the town’s 
soldiers’ and sailors’ monument “was a nice elaborate post”, 
and had to admit that it was functional for he “didn't remember 
Indianapolis at all, but remembered the monument 

The seemingly ageless iconoclast did voice unqualified ap- 
proval of a Steelcase desk on display at the showroom of the 
Businéss Office Furniture Co., Indianapolis Steelcase dealer, at 
a cocktail party ven there in his honor prior to the speech. 

It's the most efficient desk ever designed; I dare you to 
show me a desk on the floor that is more functional’, he said 
It is only fair to mention that the desk in question was designed 
by Mr. Wright for the famous Johnson Wax Building back in 
1935, and was built to his specifications by Steelcase, Inc., of 
Grand Rapids. Some of its features are still being used by Steel- 
case in its modern office furniture today 

An interesting note, which further bears out the famous ar- 
chitect and critic’s view, is that a repeat order for 40 more 
identical desks has been placed by the Johnson Wax Co. with 
Steelcase, Inc. The .original models, after 22 years have ap- 
parently been deemed appropriate in design. Only one complica- 
tion concerning the furniture has been recorded, and that in- 
volved a special matching three-legged chair. It seems the single 
front leg was a source of instability 

Steelcase modified the chair along more conventional lines, 
and the incident was officially closed after the doughty archi- 
tect, as usual, fired the last gun. “You have to /earn to sit on 
it’, he contended, when informed of the chang« like you 
have to learn to ride a bicycle. People still do learn to ride 
bicycles, don’t they?’’ Albeit there was no one to say him nay, 
the new chairs will feature an obvious four-leggedness 


Sheaffer Promotes ‘‘January Write Sale’’ 


The Sheafter Pen Co. has initiated its first January W rite 


Sale” designed to spur retail sales of writing instruments in 
the generally slack post-Christmas season 
Special values on writing instruments sold in boxed combi 


nations are the feature of this promotion which starts on Jan 


uary 

Edmund F. Buryan, marketing vice-president, said the Janu- 
iry sales drive will offer dealers something they have never 
had before—a sales promotion in the month following Christ- 
mas to help maintain the momentum developed during the holli 
day season. “It will,”” he continued, “provide dealers with a 
store-wide theme around which they in build sales 
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| MANUFACTURERS: Chicago Lock 
| builds Security You can Sell 


Fit the equipment you manufacture with Chi- 
cago Locks and you've got a point worth talking 
about. 

They're small, they're strong, they’re preci- 
sion-made for maximum security. 

You can sell that security. 

Whatever office appliance you make... 
desks, cabinets, lockers, strong boxes . . . in 
wood or metal . . . you'll find a rugged, smartly 
designed Chicago Lock or locking mechanism 
that answers your need. 






















CHICAGO LOCK CO. 


2016 N. Racine Avenue « Chicago 14, Illinois 





Write for your FREE copy of our catalog { | displaying the entire Chicago Lock line. 
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DESIGNED AND BUILT & 
With A Flare For Sales! 1 


Heavy Gauge Stee! Construction 


ct om Electrically Welded Throughout ee 
Chrome Finished Hardware 
Positive Locking Compressors 
Color Choice of Green or Gray 

om Ball Bearing Rollers Pe 


Satisfaction Guaranteed 








FULL SUSPENSION NON SUSPENSION 
FILES FILES 





Write Today For Complete New 
Catalog And Price List 








Welham Metal Products Co., Inc. 
Michigan City, Indiana 
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Dates to Remember 


February 16-19. Midwest Show of Luggage & Leather Goods 
Manufacturers of America, Inc., Palmer House, Chicago 


March 2-5—Annual convention and International Merchandis- 
ing Exhibit of Wholesale Stationers Association, Hotel New 
Yorker and New York Trade Show Building, New York City 


March 28-31. National Office Furniture Association exhibit 
and convention, Bellevue-Stratford Hotel and Convention Hall. 
Philadelphia, Pa 


April 8-11. National Association of College Stores, Inc., an 
nual Convention, Biltmore Hotel, Los Angeles, Calif 


May 25-28. National Office Management Association annual 
convention and exhibit, Conrad Hilton Hotel, Chicago 


May 25-28. Stationery & Office Equipment Guild of Canada, 
Inc., exhibit and convention, Royal York Hotel and Queen 
Elizabeth Building, Toronto, Canada 


June 29-July 2. National Office Machine Dealers association 
exhibit and convention, Schroeder Hotel, Milwaukee, Wis 


September 27-October 1. National Stationery & Office Equip- 
ment Association exhibit and convention, Conrad Hilton Hotel 


( hic azo 


October 20-24. National Business Show, New York Coliseum, 
New York City 


October 25-28. Second Annual Eastern Commercial Stationery 
Show, New York Trade Show Building, 500 Eighth Ave., New 
York City. Stationers Association of New York—Metropolitan 


Travelers Club 


Regional Dates 


Region 

5 The Greenbrier, White Sulphu: 

Springs, W. Va March 21, 22 
4 Peabody Hotel, Memphis, Tenn April 18, 19 
9 Jung Hotel, New Orleans, La April 10, 11 
14 Hotel Westward Ho, Phoenix, Ari: May 2, 3 
11 Sun Valley, Idaho May 8, 9 
12 Hotel Ahwahnee, Yosemite, Calif May 12, 13 
10 Cosmopolitan Hotel, Denver, Colo May 16, 17 
8 Western Hills Lodge, Sequoyah State 

Park, Wagoner, Okla May 22, 23 
6 Nippersink Manor, Genoa City, Wis May 26, 27 
7 Hotel Leamington, Minneapolis, Minn June 2, 3 
3 Cavalier Hotel, Virginia Beach, Va June 9, 10 
2 Schroon Manor, Schroon Lake, N.Y June 13, 14 
13 Grossinger Country Club, 

Grossinger, N.Y. June 16, 17 
1 Equinox House, Manchester, Vt June 23, 24 


New Ownership for Mutual Punches 

Samuel Goltzman has announced the transfer of his Mutual 
Centamatic punch business to Worcester Pressed Steel Co. of 
Worcester, Mass., which has been doing manufacturing for 
some time. The Mutual Centamatic line of punches will be de- 
veloped and expanded by the new owner under the corporate 
name of Mutual Products Co., Inc., 110 Barber Ave., Worcester 
6, Mass. 

Mr. Goltzman will serve as consultant to the new company, 
introducing the new Mutual organization to the trade with 
which he has so long been identified, and help to develop en- 
tirely new items of interest to the stationery world. C. F. 
Morse is marketing manager of Mutual Products Co., Inc. 


General Index Moves Plant 


The General Index Mfg. Co. has moved its office and plant 
to a modern, air-conditioned building at 1515 Cherry Hill Road 
in Baltimore 25, Md. 
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THOUSANDS 


MORE DOLIN STEEL 
TRANSFER FILES 
WILL BE SOLD THE 
NEXT 3 MONTHS 


Year end records transfer time means volume 
sales of steel transfer files. Pace-setting dealers 
always recommend and sel! DOLIN STEEL TRANS- 
FER FILES — the most complete line available 
through the dealer. There’s a DOLIN engineered 
file for your customer’s every requirement. 45 
stock sizes in 3 different styles are ready for im- 
mediate on-time delivery. See your customers to- 
day and SELL YOUR SHARE, TOO! 


COMPLETE 
LINES 


45 
STOCK 
SIZES 


WITH BALL-BEARING ROLLERS 
FRONT OFFICE LOOK ''500''s ties 


WITH EASY ACTION ROLLERS 











"G300"'s 


WITH 
NYLON GLIDES 


"A SIZE TO FIT 
EVERY RECORD" 


PRICED TO MEET YOUR 
DIRECT SELLING COMPETITION! 


for extra profits... 


We will drop ship direct to your customers, using 
your labels — at no extra charge. No handling, no 
stock for you to reship — just bill your customer. 
(Free delivery in New York City) 


WRITE FOR DESCRIPTIVE LITERATURE 


EDOLEINE METAL PRODUCTS, Inc. 


315-18 LEXINGTON AVE., BROOKLYN 16, N. Y. 
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industry Awards 


Three Generations of Pomerantz Family .. . 






Mrs. A. Pomerantz, widow of the founder of A. Pomerantz 
and Co., Philadelphia, was recently honored with a gold medal 
at the company’s annual banquet. She is pictured with her 
three sons and her grandson, Richard D. Pomerantz, Jr., who 
has just entered the business. The others are Austin Pomerantz, 
Lester Pomerantz, and Richard D. Pomerantz, Sr., president. 


Dixon Receives Industry Safety Award... 


A testimonial plaque has been awarded to the Joseph Dixon 
Crucible Co. for exceptional industrial safety achievement. The 
award was made by the American Mutual Liability Insurance 
Co. in recognition of the fact that no accident occured in the 
Dixon plant over a continuous work period totaling 344,477 
man hours. Charles J. Williams, left, presents the plaque to 
Ewald Maas, Dixon safety chief, right, while James De 
Quinzio, center, general plant superintendent, looks on 


NSOEA Revises Training Manual on Safes 
The NSOEA manual, “How to Sell Safes and Other Pro 


tective Equipment,” has been revised to reflect the new rating 
ind marking systems of the Safe Manufacturers National Asso- 
1ation 

Changes in premium discounts allowed by insurance com- 
panies for various grades ot protective equipment ar also con- 
sidered in the revised training manual 

It includes new charts, illustrations and copy which brings it 
up to date. This 48-page, two-color manual is available only to 


members of NSOEA 


Start Production Soon at IBM Plant 


Production in the new punch card plant of the International 


Business Machines Corp. in Sherman, Tex., is expected to be- 
gin about December 23, according to William Long, plant man- 
ager 
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64,000 QUESTION? 


It might be even more. In any event, 






ie « 


it’s a question you should ask every 


office manager on whom you call 





The question, simply stated, is this: 





“If you had a disastrous fire, would 
your records be safely preserved to 
substantiate your insurance claim?” 





It's an important question—more important today than ever 
before, because fire losses in the nation are increasing and 
loss of records is estimated to represent THREE TIMES THE 
PROPERTY LOSS! 

Be — A business house may have complete coverage against fire 
Ree: nts & Receid Sele. one of on its building and contents. It may even have business 
the many styles and sizes in the interruption insurance. But if its records are not completely 
Herring Hall » Marvin line. protected it is actually playing with fire. Two out of five 
companies go out of business within six months after records 
are destroyed by fire. 

Point out these facts to your customers. Remind them that 
insurance doesn't cover records—that most insurance com- 
panies require records to support claims. Ask them the 
challenging question stated above. You'll be pleasantly 
surprised to see how many real, live prospects for fire-resis- 
tive safes and insulated files you will turn up. 




















A number of exclusive sales territories are open. Write 
today for a copy of our ‘Profit Portfolio’. 





HERRING-HALL*MARVIN SAFE COMPANY 


This modern Herring Fall » Marvin Hamilton, Ohio + Builders of the U. S. Silver Storage Vaults at West Point 
insulated File provides dependable 


protection for records at point of use 
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EVERY ATLAS SYSTEMS 
SALE CREATES CONTINUOUS 
REPEAT BUSINESS FOR YOU! 


When a customer buys an Atlas System from 
you he immediately becomes a prime prospect 
for more Atlas equipment...for Atlas Hangers 
at regular intervals and for additional 
Atlas Cabinets as his expanding requirements 
exceed the capacity of his original Atlas 
System. A good idea: check your past Atlas 
customers now for more Atlas business today! 


ATLAS 


VERTICAL FILING 


SYSTEMS 


FOR NEGATIVES « OFFSET PLATES 
STENCILS ¢ SKETCHES « ARTWORK 
e X-RAYS * MASTERS 





FAST 
EFFICIENT 
ECONOMICAL 

SAFE 





ATLAS CABINETS-—<a complete line 
of models for negatives, plates, stencils, etc. 
up to 21” wide. Capacities up to 1400 pieces. 
Wide range of sizes, up to 26” wide, 52” 
high, 28” deep. 


ATLAS HANGERS - over 20 types and 
sizes, a complete patented line of lug, spring- 
clip and envelope types to fit every need. 


Write for Current Literature 





STENCIL FILES CORP. 


16716 Westfield Ave. «+ Cleveland 10, Ohio 
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Help Fight TB 
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Buy Christmas Seals 


Many Win Top Honors in 
Victor Adding Sales Contest 

A first-class trip and three fun-filled days in Chicago for hus. 
band and wife at a manufacturer's expense is the prize for six 
business machine dealers and seven salesmen who won top honors 
in Victor Adding Machine Co.'s gala nationwide Christmas 
in Chicago’ sales contest. 

Dealers placing first in their respectiv 
the holiday are Olney’s Office Outfitters 
Pierce Typewriter Co., Fort Pierce, Fla 
kee, Wis.; Business Equipment Unlimited, St. Petersburg, Fla, 
Godley Typewriter Co., Ventura, Calif.; and Patrick Office Ma 
chine Co., Shreveport, La 

These Victor dealers attained 394 88, 349, 306, 263 and 
229% of their contest sales quota, respectively. 

[wenty-four other outstanding dealers in the nation won 


e divisions and winning 
Dickinson, N. D.; Fort 


Ira E. Stouffer, Milwau- 


RCA Victor 14-inch portable television sets. They a 
Office Machines & Equipment Co., Clarksvill Tenn. (349 
of quota); Larson Office Equipment, Wausau, Wis. (340%) 
Heier Office Machines Co., Benton Harbor, Mich. (319%) 


Business Service Co. of America, Kendallville, Ind. (314%) 
Hedges Typewriter Co., Huntington, Ind. (308%); Bissell 
Office Equipment Co., Somerset, Ky. (303%) 

Also Larry's Business Machines, Marysville, Calif. (288%); 
Business Equipment Co., Lake Charles, La. (246%); Carolina 
Office Equipment Co., Hickory, N. C. (239%); Davis Office 
Equipment, Santa Cruz, Calif. (237%); Allen Business Machine 
Co., Fort Wayne, Ind. (216%); Central Typewriter Co.,, 
Kearney, Nebr. (209%); Office Machine Co., Creston, Iowa 
(200%) 

Also Peterson Equipment Co., San Jose, Calif. (187%) 


Stockwell & Binney, Inc., San Bernardino, Calif. (184%); The 


Typewriter Exchange, Columbus, Ohio (182%); Albuquerque 
[ypewriter Exchange, Albuquerque, N. M. (168%) 

Also Stuart Typewriter Co., El Dorado, Ark. (162%); J. M 
Taul Fo Lauderdale, Fla. (161%) Patterson's, Corpus 
Christi, Texas (133%); Lerch-Maloney Associates, Rock Island 
Ill. (125%); Wilson Typewriter and Adding Machine Co 
Macon, Ga. (122%); and Henry’s 
Fla. (108%) 

In Victor's own branch sales organization, top regional in 
dividual winners were M. Lieberman, New York; J. Paschal 
Los Angeles; A. Swimmer, St. Louis; T. Stretton, Detroit; R 
MacKenzie, Winnipeg; and H. Hunter, Dallas. Their quota 
attainments ranged from 216 to 154% respectively 

Top National Accounts sales specialist was K. Nelson, Los 
Angeles (160%). 

Many salesmen won other merchandise 


[ypewriter Co., Tampa 


prizes in a concurrent 


Business Builders Bonanza. 


Office Furniture Dealers Hold Workshop 


Eighteen were enrolled in a management workshop at Denver 
Colo., for office furniture dealers which began November 12 and 
was closed with the awarding of diplomas at banquet held 


December 

Leader of the seminar was John R. Waldeck, state si pervisor 
of distributive education. Chairman was Sidney N. Buka, president 
of the Denver NOFA Chapter and the Mutual Furniture & Fix 
ture Co., Denver 

Sponsors were the Colorado Region of NOFA and the Colo- 
rado State Board for Vocational Education in co-operation with 
the Emily Griffith Opportunity School 

The first course was designed for executives and 


| 


only. A course for other sales personnel 


management 


will be given later. 
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1958 N.9.F.A. CONVENTION 
March 28, 29, 30 and 31 
Convention Hall, Philadelphia, Pa. 


You'll like the “new look”’ of this excitingly different 
N.O.F.A. Convention-Exhibit. Make your plans now 
to be on hand for the entire 4-day show. Go “‘window 
shopping” on the Boulevard of Style . . . a million 
dollars’ worth of new ideas in office furniture, 
accessories and planning that you can use to good 
advantage. It’s the only show devoted exclusively 

to your needs as a creator of fine offices. Beat the 
crowd. Avoid inconvenience. Mail this Advance 
Registration coupon now. 


Advance Registration 























wooo aaa a EE EE EE - 5 
ADVANCE REGISTRATION ! 
NATIONAL OFFICE FURNITURE ASSOCIATION ! 
327 South La Salle Street, Chicago 4, Illinois ; 
Please register me and the following members of my staff for the | 
1958 N.O.F.A. Convention in Philadelphia, March 28-31. | 

| 

I 

l 

l 

FIRM NAME | 
ADDRESS 
CITY ZONE STATE | 
eee ea ee ea ee ee ee ee ee —_ s—— — 4? 
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A Modern Sturdy Maso SCOMDA Conducts Sales Training Class... 
7 


Elevator Stand—OUR SPECIAL! 
At Rock Bottom Price! 





Pictured are members of a sales training class conducted under 
the auspices of Southern California Office Machine Dealers 
Association in co-operation with the Los Angeles Board of Edu- 
cation. Gene Hart, chairman of the committee, selected as the 
instructor Walter J. Schulps, special sales supervisor of the 
National Lead Co. and an owner of three successful organiza- 
tions. Certificate of satisfactory completion of the course will 
be issued to each graduate. 














Southern California OMDA Elects Officers 


[he Southern California Office Machine Dealers Association, ig 
annual meeting at the Rodger Young Auditorium in Los Angeles 








elected the following officers and members of the board of direc. 
tors to serve during the year 1958 

President—C. Murray (Cy) King, Henley Typewriter Co 
Hollywood 

Vice-president—Gene Hart, Hart's Typewriter & Adding Ma- 






No. 1695 
“Our Special"’ 






hine Co., Los Angeles 
Secretary-treasurer—Lloyd Linabury, Business Machines Co, 
Colors: Mist Green, Gray, Desert Tan Long Beacl 
Directors—C. A. Bales, Bales Office Equipment Co., Santa Ana; 
Ch kf Th MM A. C. Bandfield, Western Typewriter Co., Huntington Park; 
eC. ese any George Bonelli, Typewriter Co., Huntington Park; Paula Picker. 
ing, National Adding Machine Agency, Los Angeles; Dan Post, 


Sales Features Post Typewriter Co., Arcadia and H. Otto Schwichtenberg, Ameti- 





in Typewriter & Office Equipment Co., Santa Monica 

This OMDA Chapter now has 215 members and claims to be 
Undercoated »<« O the largest in the nation. It offers its members a combination 
absorb noise life-medical-hospital insurance plan and is now working on a pen- 


sion progran ror employees of its men bers 


e All steel - 


e All edges rounded 

e Rattle proof Penn.-N.J.-Del. OMDA Nominate Officers 

e Elbow type arms Election of officers and directors for 1958 was slated for De 

© Tubular legs mbet by the Office Machine Dealers Association of Penn- 
; i sylvania, New Jersey and Delawars 

e Rigid back brace Report of the nominating committee was 

e Baked enamel finish President—Burd H. Armor 


Vice-president—J. $. Gladney 
secretary Joseph Weidringet 
e Soft rubber casters lreasurer—Albert Becket 

Directors, ex-officio members—-Edgar Noll, Herbert Toussaint, 
Edward Pfitzenmaier and H. E. Steinke 

Directors for two years—Ralph Francolini, J. Paul Valentine, 
Hugh Ridall, Noel G. Grover, Thurston DeGroft 


e 2 drop leaves 


e Exclusive l-pe. 


leg bracket 





Other products made by Int — include a wide va Hold-over directors for one year unexpired term are Myer JJ 
riety of wardrobe and storage cabinets; steel elevator Bernstein, George Headley, A. J. Felice, Fred W ashbourn and | 
type stands for heavy business machines; office utility Alvin Spaide 

stands ; plastic chair mat tc. FOR FREE CATA A New York Jamboree is planned for January 14 at Palumbo 


LOG SEND COUPON 


Interstate Metal Products Co., Inc Dept. A-S p ° 
DHtice Equipment Division) a Boston Stationers Hear Dr. Ralph Cies 
6 Lake Shore Drive, Chicago 11, 
Gentlemen: please send me FREE office equipment catalog The regular November meeting of the Boston Stationers A¥ 


| & price Maso product sociation held recently at the Smith House, Cambridge, wa 
¢o \ " wane slieti addressed by Dr. Ralph D. Cies, NSOEA consultant 
pt sits 52 Dr. Cies spoke on cost savings procedure, inventory contd 
OMPAN . 
i oe - ind accounts receivable. Many questions were asked by meme 
ADORESS is 
| 








bers of the audience. 
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the New 
Ink-Pen-Cil 
Rocket Display 


by Fisher 


Hitch a few inches of counter space 
to this “star salesman”... and watch 
your Ink-Pen-Cil sales skyrocket. 

4 types of Ink-Pen-Cils...3 different 


points, 6 exciting colors... give 





your customers their favorite 
choice. Ask your wholesaler or write 


direct for full-color literature. 


‘Dialer Ink-Pen-Cil’’ 


Now available 


1 
° 

« 

: 

: 
4 
e 

¢ 
3a 


$5.76 


Your profit 51% 
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= Space © 


)) for More Counter Space 
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Appointments—— | “ 


THE “Unduplicated” 3 
DUPLICATOR VALUE! 


New Representative for Ennis 


Al Smith has been announced as sales 
representative for the Ennis Tag and 
Salesbook Co. and the American Carbon 
Paper Mfg. Co. He is covering the states 
of Wisconsin, Minnesota, lowa, North 
and South Dakota. His headquarters are 
in Waupaca, Wis. Before moving to 
Wisconsin, he was located in Dallas, 






Tex. for the past eight years. Dir 
Jan 
i Cor 
Covers Southwest Area for Cosco , 
Wayne Preston is the newest Cosco 
(Hamilton Mfg. Corp.) representative in par 
a southwestern territory covering the cout 
states of Texas, Louisiana, Arkansas, Geo 
Oklahoma and New Mexico. He joins velo 
Bob Silliman as a partner in the Dallas, as ¢ 
LIQUID DUPLICATORS Tex. firm of Ward H. Silliman Asso- 
ciates. In addition to handling the Cosco 
line, he also carries a complete line of Ne" 
It's VALUE that has put MASTER LIQUID DUPLICATORS office supplies. He has traveled in the 
at the top of the duplicator sales picture. Right down the territory for six years. a 
line they stand out for value — in quality — in customer 
preference — in faster, easier sales — in bigger sales profit. 
There ate || reasons for MASTER'S growing popularity . . . Security Steel Appoints Branch Manager 
all of them point up an unduplicated value to your cus- 
tomer and YOU! Burnham Matthews has been appointed 


as branch manager for Security Steel 
Equipment Corp.’s New York office at 
41 E. 42nd St. Mr. Matthews has until 
recently been manager of the firm’s na- 
tional accounts division working out of 
the home office at Avenel, N. J. He has 


Check Them! 
1. LOW INITIAL COST — America’s lowest priced Liquid 
Duplicator. Letter size retails at $37.50 
Legal size retails at $44.50 


Both with supplies and case 
2. HIGH QUALITY REPRODUCTION — Clean, sharp copies every 





time been prominently identified with the of- 
3. VERSATILITY — Reproduces everything written, typed or fice equipment industry since 1936 when 
Guan he started with Security. Since that time 
4. PRINTS UP TO 5 COLORS AT ONCE — Red, green, blue, he has headed up sales in Chicago ond 





purple or black, or any combination 
5. QUICK SET UP AND FAST OPERATION — Ready in seconds, 
prints up to 15 copies per minute 


traveled extensively throughout the na- 
tion calling on dealers. 





6. EASY SIMPLE OPERATION — No special skills or training 
necessary 
2 Fe are enere ee ee ee S$. R. Sengbusch Joins Sengbusch as Salesman 
8. LOW OPERATING COST — Less preparatory cost, waste and Stephen R. Sengbusch, grandson of 
iasenques : % the original founder of the Seng- 
——— a SS WEE GENw colution, Gabe Ge busch Self-Closing Inkstand Co. and 
messy inks, stencils or gelatins. 
10. TWO MODELS AVAILABLE — Letter or Legal size . . . the nephew of Fred G. Sengbusch, presi- 
latter prints an area up to 8” wide. dent, has joined the company as a 
11, NATIONALLY ADVERTISED — completely warranted by the direct sales representative in Minne- 
manufacturer. sota, North Dakota, South Dakota, 


Montana, Colorado and Wyoming. 


He is a 1957 graduate of Drake 
vou $F/ [ morE—You MM A KF more University and lives with his wife, 


Margery, in Minneapolis, his head- 


with MASTER LIQUID DUPLICATORS ! east 


LJ Be a ‘coupon clipper’ . . . get all the facts about 
the Unduplicated MASTER LIQUID DUPLICATOR Manages Midwest Division for SoundScriber 











ee | Joseph Pavlisko has been appointed mid- 


MASTER ADDRESSER CO. west division manager of the Sound 


Scriber Corp. He will have his head 
eee Wat Cake Oh, Siamsapelie, Sian. quarters in the Prudential Building. He 
previously served with the Prudential In- 
surance Co. and the Gray Audograph 





Tell me more about your Unduplicated DUPLICATOR values 





SE MMRER ERE TS SARS F805 4s pwanbessssrtetieaeess. Co. in Pennsylvania where he managed 
PRM «.-.--.-.. sales, sales training and recruiting for 
ee oe Pag Bae ww adie vain ve three years. In his new post, he will as- 
sist with sales training, recruiting, ne 
ok a OEE en cent eeaaes Ox : 
tional accounts, and general sales co 








ordination out of Chicago. 
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Named Sales Manager for Impression Products 


L. D. Markham is the new sales man 
ager of Columbia Ribbon & Carbon Mfg 
Co.’s new Impression Products Co., Inc 
subsidiary. Mr. Markham was formerly 
sales manager of the Underwood Corp 
supply division, and he brings to Colum 
bia 15 years of experience in the carbon 
and ribbon industry. He is directing the 
extension of the Impression line on a 
national basis 





Directs Sales Promotion for Copease 


James D. Wood has joined Copease 
Corp. as directory of sales promotion. 
In his new post, he will be in charge 
of an’ expanded promotion program ini- 
tiated by the company in support of its 
network of 150 dealers throughout the 
country. He will work with J. E. De- 
George, advertising manager, in the de- 
velopment of sales help material as well 
as co-operate with dealers 





New Autopoint Sales Promotion Manager 


Wayne A. Fischer, formerly assistant to 
the sales manager of the retail depart- 
ment of Autopoint Co. division of the 
Cory Corp., has been named sales pro- 
motion manager. In his position, he will R RIAN . NAL INSTRUMENTS @ STENCILS @ 
be responsible for the promotion of all rae. 
Autopoint products, including office sup- AR PS os. 

plies, mechanical pencils, advertising TMM LY /d Ys. MHA 32 U4 
specialties, business gifts and the new CO ca” ae 
ball point pen. 


NOUN 





Hedges 
puts BrriIicinncw 
into the 


office routine 






























wood desk trays 


of seasoned lumber with locked corners, 
set-in veneer bottom. Oak, walnut or ma- 
hogany finishes. Each tray individually 
boxed. Also in extra deep size. 


wood card files 
of seasoned wood with securely fastened 
clinch hinges. Oak, walnut or mahogany 
finishes. All sizes individually boxed. 





write today for catalog and prices on our complete line of filing accessories in wood, metal, paper 


& 2931 Wentworth Ave. Chicago 16, fll. 
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Men on the Move 
KRUEGER Series 8O 


provides more 


Mary E. Chadwick has joined the Oxford Filing Supply Co. 
Inc. in the capacity of director of systems service. Her duties 
include the administration of the systems education and systems 

installation portion ot the Oxtord frass roots sales Su 
comfortable, longer °\... pport 
rOoLTam 


Miss Chadwick will conduct filing systems seminars with 


lasting seating than 


dealers’ key customer accounts in addition to her training 


you’ve ever known 





COMFORT AS YOU LIKE IT — WITH EXTRA 
LARGE SEATS AND BACKRESTS 


Mary Chadwick W. C. Fauth 


activities with dealer personnel. She and her staff will also 
® Larger, comfortable contour-shaped E 


” F ” be available to d 7 : : . ar - ail 
state — 18%" wile = 16” deep i lable to dealers for assistance with large filing system 


installations 
® One-piece contour shaped steel! seat Prior ¢ 
(No. 81) or 5-ply hardwood veneer 


contour shaped seat (No. 82) 


» joining Oxford, she was director of procedures with 
the Great American Insurance Co 

Oxtord has also announced the appointment of William C. 
Fauth to the northern New Jersey territory. He will cover this 
area in conjunction with Harry Armitt. Mr. Fauth has had 


several years experience in all of Oxford’s customer service de 


® Smooth, baked-on enamel! finish in 
Beige, Azure Grey or Saunder's Green 


STURDY CONSTRUCTION FEATURES ASSURE 


partments, and he was one of the original participants in the 


LONGER THAN EVER CHAIR LIFE program of training prospective salesmen on the dealer's floor. 
® Heavy 18-gauge electrically seam « 
welded tubular steel frames Ralph T. Soulby, who has been a member of the sales organi- 


zation of the Eberhard Faber Pencil Co. for more than 12 
years, has been named sales manager of its wholesale and na- 


® L-shaped steel cross bar beneath 
seat for extra backing strength 

® Built-up steel seat spacers for tional accounts division, a newly created position 
stronger pivot rod bearing points 

® Solid steel pivot and stop rods double 
as frame bracers and strengtheners 

® Tubular steel leg stretchers on front 
and rear legs increase frame rigidity 


® Securely welded seat stops with rub- 
ber silencers minimize folding noise 


DESIGNED AND ENGINEERED FOR COM- 
PLETE SEATING SAFETY 





® Non-marring, annular design rubber 


feet tightly secured over stee! dome R. T. Soulby W. J. Harju 
gliders prevent floor skidding 

® Fully covered folding hinges safe Mr. Soulby, who will operate from the home office im 
Vv r ' - : , 
seats against pinching Wilkes-Barre, Pa., has previously been located in New York 

as eastern district and chain and variety sales managet 

® No sharp edges—all are fully rolled ; 
a enacts Soreiateey duainet tatery He has been replaced in that position by Wesley J. Harju, 

7 cate who will function as eastern regional manager. Mr. Harju 
Non-tipping Y-type design permits joins the co! ipany after serving as assistant gene ral sales man- 


edge of seat sitting without tipping ane of tel 2 Olin ee 





Melvin Nelson has been named director of engineering at 
Corry-Jamestown Mfg. Corp. He will be charged with the 
- a Demountahle over-all co-ordination of all product engineering functions i 
a luding research and tool design, all fields in which he has 
CHAIR TRUCKS = 4 fon ' zz : 
had wide experience. Mr. Nelson, who has spent the past l2 







4% Seven standard sizes 
w hold both X-type 
channel or Y-type Jamestown between 1937 and 1945 as chief engineer. He 
tubular chairs—up 
right or horizontal 


years as chief engineer in the field, was previously with Corry 


originally joined the firm as a draftsman in 1936 


or under-stage models + 
Demountable ends ond exclusive , 
> an . ] ‘ > 
Fer new, complete line catalog chenssnele frames permit cack Bernard W. Blackman has joined the sales staff of Americat 
No. 700 as well as brochure 10€ ng empty trucks one on the other Business Systems. He will work in the Philadelphia, Pa. tert 
tory. Mr. Blackman was formerly with Cole Steel Equipment 





( 2) 
«€ 





BeLA folding chairs division of J&J Tool and Machine @ 


METAL PRODUCTS @ GREEN BAY e WISCONSIN as announced the appointment of five new manufacturess 
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representatives part of its stepped-up program of met 
chandising 
Those named include Elmer A. Mitchell, of the Elmer A 
Mitchell Co., Toledo, Ohio, who will service accounts in 
Indiana, Ohio, Kentucky, West Virginia and lower Michigan; 
Ted Bullock, A.A. Bullock Co., Milwaukee, Wis., who will 
handle upper Michigan, Minnesota, Wisconsin, North, and 
South Dakota; Phil Benn, Philadelphia, Pa., who covers Penn- 
sylvania, Delaware, Maryland, and Washington, D.C.; and 
Lee’ Day and “Chuck” McBride, L.G. Day and Associates 
present the lit in Kansas, Iowa, Nebraska and Missouri 
e 
Herb Mohbat, formerly with National 
Fiberstok Envelope Co., has joined the 


Herb Mohbat 


Mr. Mandell 
it wine his 


To bette: 





ranks of manufacturers representatives 
In association with Nelson H. Cady, he 
will carry Burroughs Mfg. Co. products, 
and Star Office Accessories Co 
sories and desk pads. 
- 
Promotion of H. H. Mandell to Chi- 
cago branch sales supervisor, retail trades 
announced by 


acces- 


tape division, has been 
Minnesota Mining & Manufacturing Co 
the a tape salesman in 1951 

luation from the University of Illinois 

. 


its dealer organization in the Southwest, the 


company as 


foledo Metal Furniture Co. has named Pat Whitesides as fac 
tory sales representative for all of its lines in Texas, Arkansas, 
Louisiana, and Oklahoma 
e 
George Walton, Jr. has been named market analyst for the 
fice typewriter sales and service division of Royal McBee 
Corp. At the same time, it was announced that Robert Manley, 


Ir. has joined th 
ng research f 


M1 Walton 


for 


SYSTEMat 


profits 


feature America’s outstanding 


Space Savin 





MAKES SHELF 


WRITE for Catalog & Full Details of the 


Visi-Shelf Dealer 


OA~1/58 


the international divisional 


VISI-SHELF FILE, Inc. 


corporation as assistant manager of market 
operations. 


had eight years of experience in the field, 


adi al "8, 


g Filing System 


“THE SYSTEM THAT 
FILING PRACTICAL!” 


Promotion! 


NATIONAL 
ADVERTISING 


Printers ink 


—t 


Clearin: if ThYE 


i — 2 
basin, WY 





DAY'S 
SECRETARY Ii 


25 Broadway. 
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Acco Not Only Makes The Best 
But HELPS YOU SELL IT! 


| For well over 50 years Acco’s rep- 
utation for quality and leadershi 
has been tops. But Acco doesn’t 
stop there. Acco wants to see your 
merchandise move. 

That’s why Acco has always be- 
lieved in giving you sales making 
displays and promotion helps. 
And it’s why Acco is using Na. 
tional Advertising to your cus- 
tomers — spreading the knowl- 
edge of and demand for Acco 
products. Millions of readers will 
see Acco advertising again in 
1958. Are you ready to sell 
them? See your Acco catalog. 


ACCO PRODUCTS 


A Division of NATSER Corporation 
Ogdensburg, New York 
In Canada: Acco Canadian Co., Ltd., Toronto 





A Complete Line! 


Units from 7 to 10 openings — 
WITH DOORS — and without! 


Correspondence and Legal Sizes. 


Nationally Advertised 
on the Pages of 














































































New York 
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Modern 


or 


conventional 
| “Uy, 
AY LAMOYY) 
belongs with any 


office decor.... 


Functional in design... 
engineered for space economy 
... finished in lasting beauty. 
Skyliner Desks, the 20th Century 
office furniture with built in 
value and features found in 

few desks at any price. Choose 
from five distinctive decorator 
colors, Skyliner Gray, Modern 
Green, Modern Brown, Executive 


Green, and Executive Beige. 





illustrated: 
E-601-A SKYLINER EXECUTIVE 


Top size: 30” x 60”. Height, 2912” to 
3042”; box drawer, 5”x13”x25” deep; 
center drawer, 3” x22e”x193%4” deep; 
file drawer, 11”x 1234” x25” deep; 
knee space, 23” wide. 


For additional information, write for 
descriptive literature showing complete 
j 


line, prices and shipping quotations, 


a METAL INC. 


2412 South 7th St. St. Louis 4, Mo. 





G. Walton, Jr. R. Manley, Jr. 


having worked with advertising agencies in that capacity. Mr 
Manley joins the company with over six years of experience in 
the field of international marketing. He was also in the man. 
agement consultant field. 

a 

Harry Tehan, Jr. has been appointed southeast sales repre. 
sentative for the Clauss Cutlery Co. His territory includes all] 
of Florida, Georgia, Alabama, North Carolina, South Carolina 
Tennessee, and Virginia. 

* 

The appointment of James D. Me. 
Campbell as regional sales manager for 
the western sales territory has been an- 
nounced by R. H. Friebertshauser, gen- 
eral sales manager of Deluxe Metal Fur- 
niture Co. He will supervise sales in 
the states of California, Oregon, Wash- 
ington, Arizona, New Mexico, Colorado, 
Utah, Nevada, Idaho, Wyoming, and 
Montana. 

This is a newly created position to 





J. D. McCampbell 


meet the increasing demand for the com- 
pany’s products in the western part of 
the U.S., a company spokesman said. Mr. McCampbell comes 
to the company after serving as general sales manager for the 
Neilson Equipment Co. 
we 

W. H. Oehmler & Associates have been appointed district 
representatives by Columbia Steel Equipment Co. The organi- 
zation covers western Pennsylvania, West Virginia, western 
Maryland, and counties on the Ohio river across from West 
Virginia in Ohio. 


bos 
» 





W. H. Oehmler Jack Oehmler 


W. H. Oehmler, better known as “Bill has covered the 
territory for approximately 20 years. His son, Jack, joined him 
nine years ago 

% 

Clary Corp. has announced the appointment of David L. 
Edwards as assistant branch manager of its Houston, Tex 
office. Mr. Edwards was formerly a salesman in the Eugene, 
Ore., branch and he will now work under the direction of 
Norman Leppo, Houston branch manage 

At the same time, Clary announced the appointment of 
Donald L. Horsley as field trainer operating out of company 
headquarters. He formerly was assistant manager of the firms 
Salt Lake City, Utah agency. 


E.W.A. Rowles Representatives Chosen 

E.W.A. Rowles Co. has announced the appointment of the 
Carl W. Draper Co. as sales representatives in the Pacific and 
Mountain states. The firm has offices in Los Angeles, Sam 
Francisco, Seattle and Denver. 
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Chicagoan Introduces Bill Changer 


William A. Patzer, president of the A. B. T. Manufacturing 
Corp., Chicago, recently introduced what he claims is the world’s 
frst automatic dollar bill change-maker. 


According to press accounts, the machine, unveiled in Patzer's 
ffices at 715 N. Kedzie, Chicago, accepts a dollar bill, inspects 
quarters three dimes and four nickels 
the first models will be available—on a leasing 
58. Telling about his machine, designed for the 
the Chicagoan said: 

It can’t be fooled. This little machine will throw back the very 
best of counterfeit bills and it will never short-change you. 

And if you put in a $5 bill by mistake, the machine will give 
+ right back 


and hands out two 
Mr. Patzer said 

DaSIS early in 19 

nding industry 


Lewis A. Griffin Establishes Business 


Lewis A. Griffin of Brownwood, Tex., has sold his interest 
the firm formerly known as Collins & Griffin and has re- 
itered business under the name of Lewis A. Griffin Type 


He has 
and Friden 


114 Austin Ave., Brownwood, Tex 


sales agent for Underwood Corp 


write! Exchang 
l appoint ] 
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Spieth Named Gestetner Representative 

Wist Supply & Equipment Co., 633 N 
Ariz. has been named representative of 
that company for Gestetner Duplicating Machines 

The Wist firs 
northern Arizona 


Otto Spieth, of the 
Second St Phoenix 


recently was named dealer in the Valley and 
ireas for the Gestetner Co 


Corpus Christi Firm Takes New Location 

John E. Yochem Co., office equpiment firm of Corpus Christi 
[ex., established in 1948 in a small building on Chaparral St., 
as opened for business in its new location at 612-14 §S. Staples 


~ 





It's CHAMPION CLASP in a new dress 
for greater utility and durability— 
machine glazed Kraft stock adds to 
wearability, printability and ‘‘feel- 
ability.” It’s the PINE KRAFT CHAMPION 
CLASP! 


Sold through Dealers Only 
QUALITY PARK ENVELOPE CoO. 


General Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
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| ammond's SUPERIOR Series 
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Standard Edition Maps 
* World * United States 
* North America * Asia 
* South America * Europe 
* Canada * Africa 
* Australia & Pacific 
Attractive, authentic, 
wall-size maps covering 
the world and 10 major 
geographic sub-divisions. 
Each 50” x 33” authori- 
tative map comes folded of the 
and inserted in an ap- WoRtp 
pealing 9” x 12” colored ‘<n 


ete  — 


INTERNATIONAL ng io 





booklet — a combination ew an. 
selling jacket and con- weg Vay rt 


venient stocking aid. 
Extremely popular sellers at only 


$1.00 retail. 
This handsome, versatile display 
| 
. 









: stand available on request. 

Call or write today for com- 
plete details of titles, sizes and 
prices. 

See the many opportunities 
offered you by the extensive 
line of Hammond globes, maps 
and atlases—write now for 
your copy of the latest C. S. 
Hammond catalog. 









CS. Hammond & Co. 


MAP twee t NEW 











the Machine Glazed Kraft 

that makes CHAMPION the 

most complete line of Clasp Envelopes 
in America .. . or ANYWHERE! 


NOW ... Champion Clasp becomes the 
most complete line of clasp envelopes 
with a 1, 2, 3 sales punch for you... 
(1) Parkraft . . . (2) Cameo Kraft... 
and now (3) Pine Kraft in all popular 
sizes. There’s a Champion Clasp to 
meet every need. 





ney 
“ano oF canes © 





















with pleasu re! 
"ROMCO LINE 


BUILDS BETTER SALES! 


Build important customer satisfaction and a 
profitable future for your business. 

The functional design and inherent beauty of 
the ROMCO LINE plus superior construction 
and a competitive price lets you sell with con- 
fidence. 

ROMCO, with styling that sells, appeals to 
customers. ROMCO desks are attractively fin- 
ished in three colors that will harmonize with any 
decor. 

Wear proof, burn proof, ink proof and chip 
proof. 


ROMCO dealers en- 
joy new markets with 
the NEW Romco Space 
Saving series, curved 
top Aristocrat series, 
as well as a choice of 
standard desk models. 





For 10 Years Foremost Manufacturer of 
Economy Metal Furniture. 


ROMCO 


EQUIPMENT COMPANY 


358 Market St., Kenilworth, N. J. 
154 Nassau St., New York 38, N.Y., BEEKMAN 3-3922 
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advertising clinic 


Here Is Sound Advice 


On Using ‘Shopper’ Ads 


@ Problem: An office equipment dealer writes: “I have been 
approached by a salesman for a local paper to place my adver. 
tising in it. This paper is published every week, but does not 
have much news in it. In fact, most of the paper is made up of 
ads. The man from the paper claims it is delivered to every 
home in the area. 

“Would this be a good paper for me to use in my advertising 
program ? 

Solution: This type of paper is referred to as a ‘shopping 
newspaper” or a “shopper” by advertisers. The circulation 
is “controlled” or “free’’ rather than “paid’’ like most newspa- 
pers. There are many of these shoppers published and some 
perform a real advertising service for local advertisers using 
them. 


Some Questions To Consider 

Before making a decision to use or not to use this paper 

in your office equipment firm's advertising program, you may 
want to consider these questions: 


1. Who owns and controls the paper? 

Some of these shoppers are owned and controlled by one 
or more local merchants. These advertisers use large space and 
find it an effective way to reach people with their merchandise 
offers. And, by sharing the cost and not depending on the 
profits of the paper, local rates for other advertisers are some- 
times most reasonable. 

The danger with shoppers owned or controlled by other 
merchants is that other advertisers will pay higher rates to 
avoid poor placement of their ads. Check this point very 
carefully before you start a campaign in your local shopper. 

Other shoppers are owned by local newspapers. They use the 
shoppers to provide advertisers with wider and dual coverage 
of the local market. For instance, an advertiser in the daily pa- 
per has his ad reproduced in the shopper. Thus, he covers the 
entire area once and the subscribers of the newspaper twice— 
once with the shopper and once with the newspaper 


May Face Combined Rate 


When the shopper is owned by a newspaper, there is a pos- 
sibility that there will be a forced combination rate. The news- 
paper will force the advertiser to advertise in the newspaper if 
he wants to advertise in the shopper. For instance, one newspa- 
per publishing a shopper has a local rate of $1.50 per column 
inch in the newspaper and $2.25 per column inch if the shopper 
and the newspaper are used in combination. 

However, if the office equipment dealer wants to advertise in 
the shopper only, he is billed at $2.25 per column inch for his 
advertising. Thus, he is forced to advertise in both the shopper 
and the daily newspaper to take full advantage of the rates. 


2. Is the rate in line with the advertising value? 

In comparing the rates of your local shopper you will prob 
ably find the cost per thousand is less than for your local news 
paper. To determine a comparable rate per thousand, take the 
column inch rate and divide this by the circulation in thousands. 

For instance, a local newspaper with 15,241 paid circulation 
and a column inch rate of $1.50 would give a 10c per thousand 
cost ($1.50 divided by 15). Or, a shopper with a claimed cit 
culation of 40,000 and a column inch rate of $2.00 would give 
a Sc per thousand cost ($2.00 divided by 40) 

When you start to compare rates per thousand, there is one 
important point to consider. Is the shopper read by people re 
ceiving it? Because the shopper is given away some people do 
not pay much attention to it. On the other hand, since they 
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MORE 
PEOPLE 
BUY 


by JACK BEDFORD 





i 7 
e advertising consultant 
Is I Lf f vVspaper they feel they ild read it to 
ba Sor i t rs 1 ice the circulation of hopper in halt 
figure. Thus, in the example cited befor: 


opp ation would be reduced from 40,000 to 


0 ind vided into the $2.00 column inch rate for MARKING DEVICES 


s 


Will my ad attract attention? 





ising Off t alers with a limited a rtising budget 
space ads buried in t shopper. Depart 
ping nt stor hain stores using full pages are apt t 
tising scene in the shoppe 
Y Spa Another | for small space advertisit in a shopper is 
no editorial matter. Thus, a page may be 
Ising p of ight or twenty small space ads with no edi 
in the page layout 
. Newspa] the other hand, spread tl litorial materia! 
ider ut t r. This helps give small space ads som« 
ape ttentior tt feature on the pag [ les other small 
Is the appeal to price or quality? 
t f vill find the advertising approach 1s 
n bargains t price—is featured throughout the ads i 
an hop] K y, if ever, will you fin quality appeal 
1d IS€ tin " shoy per 
tr Sul st f iding a shopper a1 ing for money LOUIS MELIND COMPANY © 3524 NORTH CLARK STREET © CHICAGO 13 


s te THE SECRET IS IN THE PACK} 
LEEDALL 


ve ~ COPI-MATE 


s th ’ 
DOUBLE PACK TYPEWRITER RIBBONS 
Rate E: : CONVENIENT ZIP TAPE 
; oe = = moe MYLAR SEALED 
pos 4 *. . 3 3 ~ ry 
ews : r 2 f 4m.> 
er if > . J 5 ; ee. ae ‘ 
V Spa- 
lumn Dealers everywhere have already seen and are selling 
nell the new functional COPI-MATE Double Pack. Think of it . : 
Pps order only 1 assorted dozen and you can fit — SIDES TELL HOW AND DIRECTION 
every typewriter . . . standard, manual, electric, all TO INSERT RIBBON 
se if portables, old and new machines, domestic and 
r his foreign. Yes, a complete typewriter ribbon inventary all 
/pper in one compact dozen pack. . 
rates . ; ° . 
Look at all these Special plus features: 
b @ Mylar hermetically wrapped @ Prime quality COPI-MATE Ribbons 
pie and sealed. Assures‘ quality and inked for continuous action 
Cw added freshness. ; self-inking 
: Your machine is listed on . All double flange spools — 
anes one side or the other for direction eliminates messy ribbon -changes 
ation of ribbon insertion. es. —a 
sand One side of pack gives visual view 
1 cif: of ribbon spools. ®@ COTTON KING ® LEEDALL 
give 
Send for your sample dozen order today and receive 
FREE Copi-Mate illustrated chart. Perfect method of selecting the exact 
; one 
> a pack and spool for your customer. BOTTOM MAS FULL SIZE 
le do LEE DALL PRODUCTS MANUFACTURING CO., INC PHOTO OF SPOOLS INSIDE 
the Milltown, New Jersey 


INKED RIBBONS . CARBON PAPERS . DUPLICATING SUPPLIES 
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Brings Profits to 
Chair Mat Sales 


A few months back, chair mat sales were 

made as a customer service. That was 
before Floor Show ... the new transpar- 

ent chair mat that has become an integral 

part of tasteful office decor. 


This new mat lets the beauty of fine floors 
and carpet be seen... but it does much 
more... it actually lends an atmosphere 
of richness . . . @ touch of elegance that 
must be included in fine office decoration. 


Show Floor Show to your customers and 
you'll make sales. Show Floor Show to 
your prospects and you'll make customers. 
Call, write or wire today for dealer infor- 
mation. : 


As advertised in Business Week. 


PRODUCTS 


Box 1440 Fort Worth 1, Texas 
3214-Fort Worth: AN 2-1588-Dallas 
nch office and warehouse 
n Dr., Houston 20, Texas Phone WA 8-3494 
Representatives in principal cities 


*Patent Applied For | 
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aving bargains, you will need to feature price in your shopper 


advertising. And, to be most effective your price will need to be 
very ompetitive with other office equipment dealers advertis- 
ing in the shopper. 


5. Does the shopper have facilities for advertising help? 
Most newspapers have advertising aids and assistance avail- 
able for local advertisers. For instance, mat services which 
provide ideas and illustrations are furnished to local advertisers 
at little or no extra cost by newspapers. Ad layout and copy 


writing he Ip by experienced newspaper advertising men 1S an- 
other service furnished by daily and weekly newspapers to their 
advertisers 

Some shoppers can offer comparable services to local adver- 
tisers. But, office equipment dealers will find it advantageous 


to check the advertising aids available at the shopper before 
starting an advertising campaign in the local shopping news- 


paper 


Stationers Association of New York 
Again Headed by Carl Judkoff 


The Stationers Association of New York, Inc.. in recent an- 
nual election prevailed upon Carl C. Judkoff, Cantigny Printing 
& Stationery, to retain the presidency 

Harold Hein, Midcity Press, Inc., was 
named vice-president. Mannie Klein, The 
Klein-Hembinder Co., was chosen secretary 
and Irving Steinholtz, Cantigny Printing & 
Stationery, was elected treasuret 

Milton Goldhair, Harmill Office Supply 
becomes chairman of the board of direc- 
tors. Three-year directors are Ben Bailen- 
son, Penn Stationers; Morris Berg, Plaza 
Stationery & Printing Co., and Sol Wein, 
Esco Stationery Co. The two-year direc- 

Carl Judkoff tors are Louis Caracci, The Nor- Wood 

Co.; Robert Polon, Robel Press George 
Reichman, Mooney’s, Inc., and Philip Suchman, S. & S. Stationery 

One-year directors are J. S. Libien Libien Press, Inc.: Sam 
Rabinowitz, Sport Stationery & Printing, Inc., and Arthur Robin- 
son, Simax Stationery Co., Inc 

A new committee on activities was created, this headed by 
Morris Berg, Plaza Stationery & Printing Co. Inc., with Harold 
Hein, Midcity Press, Inc., co-chairman 

Hailing the success of the recent trade show, the association 





praised the co-operation of its co-sponsor, the Metropolitan Trav- 
elers Club, and named the following chairmen to start work on 
next years exposition: 

General chairman—Carl C. Judkoff, Cantigny Printing & Sta 
tionery 

Exhibits—George Reichman, Mooney’s, Inc 

Sales—Mannie Klein, The Klein-Heimbinder Co 

Publicity—Bob Reichman, Mooney's, Inc., and Irving Judkoff, 
Cantigny Printing & Stationery 

Budget—Irving Steinholtz, Cantigny Printing & Stationery 

Executive Secretary—Sophia K. Ehrlich, Stationers Association 
of New York 


Wholesale Stationers’ Association Offers 
Booklet Reporting on All Activities 

The Wholesale Stationers’ Association has recently published 
a booklet, “Why Your Industry Association Is a Money-Maker 
for You which is now available to anyone who wishes to 
obtain a copy 

The booklet constitutes a report on the activities of the 
association for the industry in both Canada and the United 
States during the past year and offers information concerning 
the forthcoming annual convention and merchandise exhibit im 
New York City next March 

[hose interested in obtaining a copy can write Donald Frey, 
secretary-treasurer, 1609 Sherm*n Ave., Evanston, II] 


Westin-Nielsen Opens N.Y. Showroom 

Westin-Nielsen Co. of St. Paul, Minn. has opened a New York 
City showroom at 55 W. 42nd St. Hugh T. Morgan is in charge 
of the new operation 
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Best way... 
to make a date with '58 is with 
STARK CALENDARS 


: EASY TO READ 
\ * EASY TO USE 


Ft. Worth 
Star-Telegra 
Photos 


f Ft. Worth, Tex nad a storage prot 


STARK .... 


ted momentarily; previous high was 84 a quality line of stands and pads featuring all popular 
verflowed the hospital’s bassinets and styles and sizes. Calendar pads are lithographed on high- 
neta ng: grade bond paper of UNMATCHED WHITENESS with 
the date in red and the monthly calendar in black. Fast 
regularly used to store inactive hos 2-color lithograph printing enables us to give you the 
ittle experimentation, the corrugated best in quality and prompt service. 


f babies. The nursery census jumped t 
rowed. An alert nurse suggested Banker 


with flaps turned in and well-padded write or phone for complete details 


ed in the nursery and put to use. Folger “IN CALENDARS THE QUALITY MARK IS STARK” 
f Bankers Box, said that customers fre T tai C L N ARS ] 
» Liberty Boxes and use them for storing S A A : D 7 
scaahite this oe die: tena A 100-112 BISSELL ST. * PHONE 28% + JOLIET, ILL 
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ANCO WOOD SPECIALTIES, INC. 













WHEN FIGURED 
“PER YEAR OF 
SERVICE” 
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OFFICE MACHINE 


STANDS 










»+egive your 
customers 
lowest cost per year of service 





Tiffany Stands last a lifetime... reinforced, heavy, all-steel con- 
struction holds up under continuous use for years and years. Another 
“plus” feature is complete safety for costly office machines. Vibra- 
tion-free, noise-reducing features make possible greater output by 
less strained, more efficient operators. 


These are the outstanding values that give your customers maximum 
return on their Tiffany investment. 





MODEL 5000 } 


4-cup open top. Casters retract with 
positive action. Drop leaf attaches 

to either side, flush with top, or low 
for posting tray. 

With 2 drop leaves—Mode! 5002. 








The extra-heavy-duty stand 
for today’s electric typewriters 
and bookkeeping machines. 
Absolutely vibration-free. 
With 2 drop leaves—Model 
8002. 





MODEL 3000 > 


The popular-priced stand with same con- 
struction as Model 5000, except for caster- 
retracting device. 2'2"’ rubber casters have 
metal brakes on 2 front legs. 


8000 and 5000 Series Stands are also 
available 352" high for stand-up work, 


7 





Mr. Dealer—National advertising pre-sells Tiffany Stands 
for you. For further information, write Dept. OA. 


? 


Y TIFFANY STAND CO. 


73.50 Forsyth St. Louis 5, Mo. 
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New Store Front . reveals attractive windows and interior 


of the new location. 
Oxley Typewriter Moves 
To Larger Quarters 


Fort Wayne, Ind. 





The Oxley Typewriter & Office Supply Co 


for more than 20 years active in the retail and wholesale held of J 


office equipment, supplies and machines, has moved to new and 
larger quarters at 126-128 East Wayne St 
[he new location offers a 35-foot frontage and a depth of 70 


downtown Wayne. It has rear 


feet in the No. 1 block in Fort 





loading facilities, a large basement for storage, and is now con- | 

sidered even more valuable since it was announced that the larg. | 

est department store in Northern Indiana is building a block-long ] 

store only one-half block away 

The attractive store front is light green and sandalwood, com 

plemented by a sign which has dark brown letters imposed on an | 
background. Inside the the sandalwood and white f 

decor is highlighted by fluorescent lighting and complemented by | 


IVOry store 






“NEW CONCEPT DESIGN” Group 1000 Series 
Magnificently conceived to serve the “modern 
minded” interior with complete flexibility 
in a multiple of ways. 







for Bigger Sales is made by... 
er) 


a) 
y ; 4% 





















CASE #817 TRADITIONAL DESIGN 
A superb version of the popular receding door 
bookcase. Sections may be added, as needed, 
always perfectly matched to add a smart note 
to any interior. 

HALE proudly presents masterpieces in 
the fine art of cabinet-making, combining 
craftsmanship, beauty and dependability to 
the highest degree. Send today for Cataloge. 


HALE INDUSTRIES, Inc. 


Division of F. E. Hake, MFG. CO, 


Herkimer, New York 
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COPY-RIGHT Copyholder 


for over 30 
years the 
“mostwanted™ 
copyholder .. . 
now manufac- 
tured by Curtis- 
Young Corpo- 












interior 





hl 
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ling door 
needed, 
nart note 


pieces in 
ymbining 
ibility to 
Catalogt 





Interior 
lighted by mist 
the shelving has 


finished in sandalwood and white decor, 
green shelving throughout 





ration. 





high- 
About one half of 
been designed for self-service 













FEATURES 














feather 
ction .-* ine 
ist green shelving throughout. About one half of the shelving . 2-Lever A ¢ moves COPY up lin 
aes touch spacer velvet plete 
as been set up for self-service 0 See = Cony, tiats 
: m 
The firm « ies over 5,000 items in stock, and it has long been paler lowers copy: to ony tect 
r . ° 
tive dea for Security Steel office equipment, Sturgis posture ted Knee-Action — reodibility. 
> 7 ™ a Paten e any weight 
hairs, R. C. Allen business machines, Facit calculators, and port Gripper holds 
ble typewriters manufactured by Smith-Corona, Remington Rand copy securely: holds 
Royal McBee and Underwood Corp Pa e Clamp, 
I . Turned 9 es 
[he compar ilso has a completely modern service department back finished pag Typewriter, Copy -mieht's 
i Slant Dotnet in aoe al lable for rs. TI Firmly to any Y avallaele ve 
vith the tates » x ice Equipment availaDie for Customers. ihe e Fastens cf ‘\ sizes te 
: ily. vo 
pa n 1 at the rear of the first floor quickly and easlly 4 
the company was located for 20 years at 824 S. Clinton St. in 
space offering 15 feet of frontage and 70 feet in depth. It was 
rchased by Edgar and Beatrice Nelson in 1948, and since then YUNG CORPO 
business wn steadily 
] Y) S necessary to occupy addition: rooms on the sec 






WITH THE BOLING 32900 SERIES 


You not only meet customer 
demand for comfort, long 
life and economy with the 
3200 series, but you capi- 
talize on the growing trend 
to smart, versatile modern 
styling. The 3200 meets 
every requirement for fast- 
moving, long-profit sales. 


Bending & Chair Company 
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These Appealing Features Can Make the 
3200 Your Best Seller: 


@ Sparkling new concept in styling and construction 
giving exceptional strength and long service. 


@ Cane backs for cool comfort. 

@ Lightweight, easy to move about. 

@ Styled to enhance contemporary desks and motifs. 
e@ Economical, yet pleasurable seating. 


e@ Upholstered seats for solid comfort, available also 
with wooden seats in the 2200 Series. 





Back View — | 








OUR 54th YEAR 


BOLING CHAIR 
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personal storage space for 


16 people in 6 ft. 


of floor space 


each with a locked compartment 





Equipto 610 Prairie Ave. 
Aurora, Ill. 


EQUIPTO-ROBE units help reduce person- 
nel turnover and increase morale by giving each em- 
ployee a personal locker compartment and adequate 
hanger space at low cost. Fits any location. For fur- 
ther details write for Equiptogram No. 207 


Equipto sells only through distributors — never direct. 

















Gesec- since YOO 


BETTER RECORD KEEPING E QUIPMENT| 
FOR EVERY BUSINESS REQUIREMENT| 




















i 
' THE C. E. SHEPPARD CO.. 44-07 2ist St., Long Island City 1. N. Y. 
r 
; Please send Catalogs on Cesco : 
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ond ft ot the old location to ” sed for equi} ent display 
and to provide additional storage space. Eventually the service 
department had to be moved to that floor to give more room on 


the main floors 


This was satisfactory for a while; however, the Nelsons soon 


realized the necessity of having the display of equipment on the 
first floor. The second floor had its shortcomings, too, for the 
service department, and it was costly keep the second floor for 
storage alone 

[his problem, together with the firm's desire to offer increased 


facilities to better serve the growing demand of their customers 


prompted the decision to find new quarters 


Connecticut Stationers Honor Hargen 

One of the largest gatherings r held by Connecticut 
Valley Stationers Association took place on November 20 in 
d Hargen of Yawman and Erbe Manufacturing Co 
and cocktail party was at the Hotel Bond in Hart 


} 


honor of Te 
The dinner 


ford, Conn. Approximately 100 friends and associates of this 
popular traveling man came to wish him well the eve of his 
retirement 

Ted Hargen has been district manager in New England for 
Yawman and Erbe since 1914. On December retired fora 
well-earned rest 

From his home in Worcester 1 has traveled the entire 
New England area, with the exception of Metropolitan Boston 
for the past 43 years. He has made scores of close friends dur 
ing hi ng stay in the territory 

Ve is presented with a beautiful Hi-Fi nsole at the 
meeting, a gift from his friends throughout New England 


District 13 Sponsors Shelf Filing Clinic 


District 13 NSOEA is sponsoring a sales clini 1 shelf filing 
to be held January 22 at the Hotel McAlpine, Broadway and 
44th St New York City, at 8 P.M., announ Al Pickar 


district 


rnor of the 


Now! FOR A LIMITED TIME ONLY 


WITH 
ey ley4ay 


Gumption 


THE ONLY CLEANSER THAT 
REMOVES 
ink, carbon, crayon, ditto, mimeograph, hectograph & etc. 
STAINS 
FROM LINOLEUM 
TOP DESKS 
w _— 
—"“ASH E 
— ro) -19) 4 
NOW! 
T Your Cost | Sug. Retail |Your Profit| 
| Per Doz Per Can Per Doz 


SPECIAL DEAL 


Your Cost Sug. Retail] Your Profit 
Per 5 Doz Per Can | Per 5 Doz 


- + 
Ki cle) | IR 
11 Doz. Free} 11.76 7.06 98 


Ps peer | 35,26 _ | 
F.0.8. N.Y.C "\aee FULL 100% PROFIT 
FOR. DOUBLE ORDERS — FREIGHT PREPAID 


IRVAL ASSOCIATES 
56 READE ST., NEW YORK 7, W. Y. > Barclay 7-8482 
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Architects See Herman Miller Line . . . 


-——-———~ — -— eee —~— --——S- + 7 


WOW- wit you Be man F IF YOU MISS THE 


PREMIER SHOWING 


EXCLUSIVELY FOR ARCHITECTS 
| HERMAN MILLER’S 









L j\ 








¢ a ) | MMG oesieueo sy “MINI-SPACE” 
Ss RK ha GLO. NELSON FOLDING TABLE 
Self-locking steel legs in aluminum-like finish, stainless steel mold 
| Meg Sena : . i ply topt, Strong ond 
NOV. 12-15-14 start at $33.90, max 
PLACE 


NEW! Folding 
LECTERNS! 


15" high, 12"x18" top, 
fold to 2" thickness. 


| JOHN A. MARSHALL CO. 
HNO W VY" ST. xec,ne. 














4:00 PH - 4:00 PM Natural birch finish. List 
, $36.00. Larger, 16!/2"'x- 
| SPECTACULAR 14"x19Y2" size, $38.50. 
ey Extra 10°/, discount 
COLOR FUL 
sample order, Jan. 
Th micue invitation wen beued by te tem A We sell thru dealers only. Low prices, prompt shipment, satisfaction 
wre C Keness Civ: Me. to qredtacic-in tie guaranteed. Send for catalog of tables, chairs, lounges, booths, 
, costumers, many other profit makers. 
area ng them to premier showing of the new 
Herman Miller MMG line of office furniture on Novem 
ber , 3 and 14. It was a showing exclusively for 
irchitects and drew a good response. The line exhibited re 





by George Nelson and first introduced late 






13 VINE STREET EVANSVILLE, INDIANA 









RABLE STEEL OFFICE EQUIPMENT 
IMPROVED LINE - FIRST IN THE LOW PRICED FIELD 


PRIME STEEL * ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS « PERMANIZED BAKED ENAMEL FINISH 













===) FAST SELLING! 

| cm SPACE SAVER! 

~~ |MODERN ISLAND BASE 
“= | SALESMAN'S DESK 


J Linoleum top (40”x2542”) 
il Desert sage, 


EXECUTIVE STEEL DESKS 
& SECTIONAL DESKS 

FILING CABINETS 

® BOOKCASES | =) yssps Sl _—Ciéivst green, ge 

SECTIONAL BOOKCASES “Sl NEW! PRICED TO SELL! adi 


s ROLLER FILES EXECUTIVE CONFERENCE DESK TOP vawue! ‘ 


© TELEPHONE CABINETS Desert sage, mist green, arty oe Red 













































© SPECIALTY CABINETS Linoleum top (507x24”) >>” 
: Desert sage, ~_ 
| mist green, grey S| 







| TERRIFIC BUY! 
_|| MODERN SALES DESK 
= OVERHANG TOP 


Linoleum top (53”x25%2”) IN 
Desert sage, mist green, grey 


WRITE FOR ILLUSTRATED CATALOG 4 31AND DEALER PRICE LIST. 


URABLE METAL PRODUCTS co. 

















38-42 REVIEW AVE., LONG ISLAND CITY 1, N.Y.- RA 9-3380 
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Midwest 


FOLDING TABLES 


*® Easy Folding! 
* Compact 
Storage! 


* DuHoney 20 
Safety Lock! 

* Beautiful Smooth 
Tops! 

* Double Bracing! 


5 year guarantee on 
all Midwest Legs 


Sa. 


A COMPLETE LINE OF jj (“ker 
FOLDING TABLES Nhearra 
ope : ii SS 
Wide range of styles and sizes iii <a teeta tellin 


—Choice of tops 
Midwest Folding Tables feature the 
exclusive Du-Honey 20 safety lock 
that secures the legs automatically 
in both the folded and the extended 
positions. Improved leg design gives 


added strength with greater comfort a 





All-welded construction. Extra strong 


y FOLDING 
under-bracing with tops laminated to | a PLATFORMS 


frame by special hot press glue proc = TABLE & 
ess. Reinforced recessed steel apron > CHAIR 
CADDIES 


Write for complete catalog 
SALES 


Me FOLDING PRODUCTS 223 
l(dwest }..: 58A. ROSELLE, ILLINOIS 

















ronounced No-Strr rt 


——— 


<> Thumb Tacks “<4— 


’ 
Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING- PIN TICKET CO. INC. 
E.-136th Street, New York, N. Y. 








Guest Book 


Cc. Fred 
the office 
by his father in Albany 
cember 2. He 


San Francisco 





Hoffman, who for the last five years has 


Operated 


furniture business established and formerly owned 
N. Y., stopped at our offices on De. 
sold his business in August and was enroute to 
thought of 


equipment field and locating in that general area. Mr 


with the re-entering the office 
Hoffman 
is a Salesman who specializes on complete installations includ 
goes with the 


requirement. He is a ski 


ring and drapes, and whatever els¢ 
fulfill 


With him business comes first, but 
called his fi 


ing floor co 


turniture to every fturnishing 


enthusiast gliding on the 


snowy slope might be vorite pastime 


New Zone Sales Manager 


Willis R. Dean has been named zone sales manager for the 
Fresno, Calif. branch of the Burroughs Corp. at 2146 Tulare 
St 

His appointment was announced by Kenneth T. Bement of 
Detroit, Mich., the general sales manager 


Stacor Equipment Moves to New Home 
located at 768 | York 


large 


Stacor Equipment Co., formerly New 
Ave., Brooklyn, N.Y., is now operating from its new 
factory at 285 Emmet St., Newark 5, N.] 





Wedding Bells 


Mr & Mrs 
announce that their son, Robert, was wed 


to Carol Gussak of Deal, N J 


Harry Zaret of Queens Desk Co., Jamaica 
on November 10 


N. Fa 
1957 


STEEL TRANSFER CASES 









25-R 
GRAY or GREEN oven-baked finish 


IMMEDIATE 
DELIVERY 


@ Brass finish cardholder and handle 









A Sturdy Recessed 
Base with Toe 
Clearance at Front 














@ Four rollers for ease of operation 


@ Index guide rod with brass knob 






® Self-locking follower available 


Top FLIGHT PRODUCTS 
Company, Inc. 


WAlbrook 5-7100 








6224 S. Oakley Ave. Chicago, Ill. 
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‘Office Automation Applications’ Is 
ee New Book of Actual Case Studies CONFERENCE TABLES 
Office Automation Applications” by R. Hunt Brown, president 


f Automation Consultants, Inc is now off the presses and avail by 


able 
D The large handbook, a follow-up of “Office Automation,” covers 
factual case studies and advanced techniques of offices with auto W oO r d e n of H re] | | a n d 
nation in actual use. It treats specifically more than 50 installa 
itman tions, all within industries. Each application is described and an 


yzed in detail. Pictures and flow charts are included 
[he case studies include a review of the organization's history 
h and products, the type of investigation undertaken prior to selec 

tion of equipment, personnel training programs, comparison of 
{1 and new systems, and related items of interest. Evaluations 
nd analyses of tangible and intangible savings are also discussed 
The case histories have been compiled by Mr. Brown. He has 
translated the technical language of the electronics engineer into 
rms which the businessman can understand and put to use 

[The volume is priced at $37.50, and is available from Auto 
ation Consultants, Inc., 155 Fifth Ave., New York 10, N. Y 





Governor Pickar Visits Stationers 12:30 Club Conference Table 
Corned beef and cabbage was the bill of fare at the Novem No. 476 
meeting of the Stationers 12:30 Club of New York. At ‘ : : 
eels moar relatives of the Seu adh ait dea eae A line of conference or directors room tables embodying 
ance warning of the main dish as Governor of Region 13 three style designs to fit all modern decor. A product of 
Al Pickar, Acme Printing & Stationery Co., Newark, N. J., and the highest quality in materials and workmanship. Special 
seph W. McCormick, Jr., Stationers Guild of America, Phil custom styles. Write for complete illustrated information 
elphia, Pa., showed up at the meeting and literature on our conference table line. 
[hey were welcomed by President Harry Sills, Commercial 
Stationery Cx N. ¥ 
Governor Pickar talked to the members about a sales clinic 
n open shelf filing to be held at the Hotel McAlpin, New the 
rk City, on January 22 and sponsored by Region 13, NSOEA WORDEN COM 
Y All dealers interested in this subject were urged to attend 
7 In keeping with the season, President Sills called attention HOLLAND Vitel titer 1. 
the Club’s traditional policy of making contributions to 





everal charitable causes 















UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 


Catalog on Request 





Distributors in All Principal Cities 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 








ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
J COMPANIES: (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
. 240 Fleet St. East, Toronto 2B, Ont. 
























This all-purpose 
automatic numbering 
machine is a “best 
seller."’ It moves fast, 
earns more profits for 
you — because it’s in 
constant demand for 
all general office 
numbering. 


& CO., Incorporated 


716 Nichols Ave 


Brooklyn 8, N.Y 


NEW YORK e CHICAGO « SAN FRANCISCO e MONTREAL 








| ice i 
™ Appliances 


' seueces 


LOOK IT UP 






BUYERS 
INDEX 
ISSUE 












This is your ANSWER BOOK 
to all your Buying Needs 


muayto-tee BUYING INFORMATION 


1. PRODUCT INDEX—over 1,500 products classified 

2. DIRECTORY OF MANUFACTURERS—over 3,000 with names 
and addresses. 

3. TRADE NAME—TRADE MARK INDEX—Over 6,000 with 
names of manufacturers 

4. MANUFACTURERS’ ADVERTISING—many use catalog-type 
advertising giving complete product information 

5. TRADE ASSOCIATIONS—City, State and Nationol—names 
and address of officers and meetings dates. 


Keep your copy handy-uwse it often 
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Customers, Suppliers Take Monthly 
Tour of Horder’s, Inc. in Chicago 


Horder’s, Inc., and its affiliate Associated Stationers Supply Co 
is known across the nation as a more than large retail and whole. 
sale dealer in Chicago. 

Just how large is now being brought to the attention of both | 
its customers and suppliers through a series of V. I. P. tours the 
company is conducting monthly. 

The idea initiated from a tour and luncheon meeting held 
short time ago for the Sales Executive Club of Chicago. The te. | 
action to the program at that time was sufficient for the company 
to carry out the idea on a more extensive basis 





Now, a typical group of customers, invited especially by the 
salesmen who handle the account make a complete tour of the 
main store and warehouse and enjoy luncheon in the company’s 
employee cafeteria. 

[he visitors first see the vast business office where advertising 
and the large catalog is planned. They visit the buying depart 
ment, the merchandising department, the visual stock control rec. 
ords department, the purchasing department, the store control de. | 
partment, the catalog and mail sales departments, the company’s | 
printing department, the telephone sales department, the credit | 
division, the customer service division and the order department, } 

All of these departments are hard at work just processing the 
paper work connected with an operation the size of Horder’s. The 
tour then continues to the area where the stock is kept for proc. 
essing each day’s large and small orders for both Horder’s and | 
Associated ' 

Here the visitors see the stock clerks moving up and down vast | 
aisles with their trucks, picking up the merchandise and getting | 
it ready for packaging and delivery 

The guests also see the spraying room for furniture repairing, 
the department where windows are designed, punch card and tab | 
rooms, the rubber stamp manufacturing department and the repair | 
room where all types of pens can be repaired for customers 

The entire Horder’s system of store control for its many out- | 
lets, the handling of merchandise and orders, and the systems de- } 








HASCO means... 
Big Stand Values—Budget Priced 







TOPPER 


No. 1900 
4-C 
$13.25 
Retail 


Enamel! finish 
Top sizes 16” x 18” — leaves 8” x 16” 
All welded construction 


2 locking casters 

Stained masonite tops — scratch proof surface 
Shipped set up 

ideal stand for rental purpose 


Write for complete details 


h. a. STEGER CO 


308 SOUTH FOURTH ST. ST. LOUIS 2, MO. 


———_ 











3” casters — free rolling 
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stock t and delivery are all explained to the visitos 


lay's t nds with a typical luncheon in the employee's 

nd a f words from President Harold W. Jacobsen 

( sitor has ned a great deal about the company that sup 
es him witl s stationery, office furniture, paper clips and 


rs 
Oxford Expands Dealer Salesman Training 
progra ntly concluded at the Oxford Filing Supply 
Che s New York City office, located at 93 Worth St., marks the 
t session of t y-instituted Oxford dealer salesman training 
The sch vill be conducted on a permanent basis with 
ons offered twice each year, in the spring and in the fall 
Separate meet re held for inside store personnel and out- 
alesmen. The program includes a complete product review 
| filing supply categories plus basic principles of filing and 
ag lexing. Participants are also taught methods of profitable sys 
<pe tems selling 
Although Oxi has made this training available to its dealers 
pany many years, the decision to conduct a formal school on a 
credit ermanent basis direct outgrowth of the splendid reception 
urtmen ed the s filing supply training school. These meetings, 
sing tl ich commenced in July and were repeated in August, offered 
r’s. TI r salesmen one-and-one-half hour meetings over a period 
veeks. 7] salesmen themselves as well as sales man 
S an rs and owner artily endorsed the program and urged that 
yntinu 1 regularly scheduled basis 
a order t commodate dealer personnel in Metropolitan 
gen ago, a simi program was offered for the first time simul- 
isly with the New York meetings, at Oxford's Chicago 
ng nch located at South Circle Ave., Forest Park, Ill. Dealers 
and tat e genuinely enthusiastic and responded by filling the sessions 
‘ pacity wi eir sales personnel. In view of these results 
rs xford officials anticipate that the Chicago dealer training school 
y ou bec permanent part of the sales-support program. 








new 
striking 
faces 


Regency offe ,aperior Heliograving* 


. 


(not to be used with engraving) 


greater sharpness and clarity of letters 


joined letters in the most favored scripts 
speedier production for prompt delivery 


FREE: Completely New Flower Wedding Line Catalogue features:— 


exclusive new scripts ® wide selection of ever-popular styles ® postpaid 


shipment within two days of order ® Jjheral discount 


) - For your FREE copy of the new Flower Wedding Line Catalogue, address your request on your business letterhead to: 





pay [yo 


MODERN 


No. 603 


AMERICAN CHAIR COMPANY 


_ SHEBOYGAN WISCONSIN 
Wide assortment of chairs and occasional tables. Write for catalog. 
permanent displays: CHICAGO—Space 1650, Merchandise Mart” 
NEW YORK—Decorative Arts Center, 305 East 63rd St. (9th Floor) 
MIAMI—3900 Biscayne Boulevard BOSTON—92 Newbury Street 
SAN FRANCISCO — *558 Western Mdse. Mart, 1355 Market St. 













with all these advantages: 


new effects with superimposed and angled letters 


superior craftsmanship at an amazingly low price 


“ae 
VENErig Matd EF bg 


Ce D2, 






itt, lA B 








M0. | REGENCY THERMOGRAP HERS, 28 West 23 Street, New York 10, N.Y. 
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PROWLES = Make Them 


| uit FINEST NAME IN Stop! Look! and Enter! ‘ 
7? HANGING CHALKBOARDS by LESLIE E. DUNKIN 








iD BULLETIN BOARDS @ “STOP! LOOK! AND ENTER!”, as the theme for your se 
5) window displays, will produce a greater sales volume if g a 
' ae little added planned touch is given to them. This public ad. di 

ss vertising space is too valuable not to give it your keenest at. 

tention 

How long would you bother to read your local daily news. 
paper, if it contained the same news and the same arrange. pl 
ment of it every day for an entire month or even for a week? us 
How can you expect the passing public to stop or even tur ty 
their eyes toward your window displays if they are the same pi 
every day for a month or even a week? O! 
A retailer divided his two display windows, one on each ar 
side of the door, into four units. ““A’’ and “B’’ were the main di 
parts facing directly toward the passing public. ‘““C’’ and “D re 

were the smaller parts leading on both sides of the entrance | 
from the sidewalk to the door. His display policy is to change th 
one of these each day, the last thing before closing time to | 
: catch the window shoppers at night and the public going to 1 
Framed in wood or aluminum, there's a one aed work in the morning. “i 

e—school, office, store, industria ° ° 

Steams Coatbecres are in See-GREEN or black; Window Variety Helps 
cork bulletin boards in tan. All Rowles bulletin By using the order of “A”, “C’, “B”, and “D” for changing ce 
boards and chaikboards have brand acceptance, and them, he alternates major-size and minor-size spaces. Each of th 
are priced right for quick turnover. Sell the line that these units is in for four days, but each day the passing public m 
sells itself—sell Rowles! F sees something new or different in the store’s window dis- in 

Many other styles available including boards with plays. 

easels and floor stands. Motion in the window is an effective way to catch attention af 


Get the facts—Write today for Dealer Catalog! so people will notice and then stop and look more closely te 


E.W.A. ROWLES co. Variety in this is necessary or the busy public will not bother di 






















lroof _ 
5 divisions 
quality + selection 
-+ economy 
There are no unknown 
quantities in this equation. | 
By establishing 5 divisions 


UNDER ONE ROOF, we 
enable our customers, both 





yg Oo r, *lectric fz different concealed loca- 
OOL EQUIPMENT to glance your way. An electric fan in different concealec 
ee a ra es 7 iil tions can provide eye-catching movement for a loose flag, th 
116 N. Hickory St. / Arlington Heights, Ill. 4 
= 3 — n 
errata 
‘PP ) p f a7 FOAM RUBBER | 
Pe? Sar os ————— 
| 


5 itd ri el 
Detuxe CONVERTIBLE . - » Foam rubber neatly 


upholstered with a rich corduroy on one side, fibre on the other. 2" 
thickness with boxed edges. Colors: Brown, Green, Maroon, Grey. 


‘ Sofseat STOOL CUSHION 


TRANSFORMS HARD, UNCOMFORTABLE | 


_ _ 3! dealers and users alike, to 
STOOLS INTO SOFT SEATS . E get top quality office 
Made of resilient foam rubber covered with Se machines—any make and 
sturdy material. SofSeat Stool Cushion is in- any model—at a tremendous ' 
stantly slipped on—to tas saving. It’s a solution that 
stay until removed. | atinetes proves worthwhile, everytime. 
Cloth and leatherette | The followi he 5 divisi ilabl , 
coverings. | The following are the ivisions available to You: = 
Colors: Brown, Green ] i, 
Stock sizes: 13", 14", TF < 
15" diameters = 
wie Sor ressograph Banking Addin leulati kkeeping Duplicati 
ys ty omy ~~ . Division . aaine Seen o Cite ’ Oivisien” 
Complete fad : : 
Information Apply this time proven equation to your office machine problems today! 
CALL OR WRITE DEP'T 0 


THE PERFECT RUBBER SEAT 
CUSHION CO. INTERNATIONAL OFFICE APPLIANCES, INC. 


York 7, N. Y. HA 27-6700 e Cable ADDBOOK 














6435 EDMUND STREET PHILADELPHIA 35, PENNA. 326 BroaHway, New 
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streamer or other objects easily moved. Moving display unit 


signs are effective if they are changed frequently in location Touch of Finger on Knob Swings 


and content 


Something strikingly different in the display contents is Door Open. Have Metal Receptade. 


ffective as an eye-catcher. A retailer borrowed a young-lady 

nite a ; vedi = CENTER PIECE = 

lifts out easily 
to empty 


mannequin from a neighboring department store to sit at the 
secretary's desk that was being displayed. Another time he used 
a male mannequin as the office executive for the equipment on 
display in a business-as-usual position 


Get Attention by Arrows 


Your window display should say, “Look!’’ to the passing 
public who have glanced or stopped. A retailer makes effective 





use of 


two of these are used in each display to point to something ot 


a variety of red cardboard and paper arrows. One or 
Door swings shut 
automatically, cut- 
ting off any offen- 
sive odor. 


Flexible Joint “\y 


particular interest. It might be the structure of an office chair 
or desk. It might be some other sales point. He changes the 
arrows every day so they point to something different in the 
display. Naturally the public is curious to see where the at 





row 1s pointing 


Another retailer makes frequent use of window cards to give 


the curious passing public who have stopped, something to Diam. Top ... 7” 

read while looking. He places the cards close enough to the Diem. Sase eerie 
4 Height eeseces 4 

front to catch attention and yet far enough back to make it Weight ..... 9'/, tbs. 





necessary to look more closely to read the advertising message. 


ct NO ODOR 
cessory items as a decorative feature for. the presentation of NOS. 90 & 90-C & 90-X NOS. 91 & 91-C 


the larger items. The interested or curious public will look 


Another retailer makes use of a few smaller displays of ac 


more closely to see what they are. He guards against “pack- 
ing’ the space toward a saturation point SWINGADORS _ 


Another retailer makes use of a focal point plan in the 


arrangement of the merchandise in the window display. Some Pictures & Pr i ces 9 os 0 1 
important ite! is used for this. In the evening a spotlight iS Products mailed on request 


directed upon it. Any other items presented, are either like 


the rings around the bull’s eye of the target or arranged to KADOR MFG CO INC N J 
the attention toward the key item, somewhat like a fun- SMO e " ad Bloomfield, je we 








rect 








nel pattern. The attention is caught. The curious person looks 















4} 





» es 
be 


ie al— eh COs BER Oe—s aoe y © 
BY JASPER CHAIR COMPANY 


The trend in today’s office is toward the comfortable, 
relaxed, yet elegant look. Contemporary decoration demands 
simple, clean lines—good taste throughout—in furniture and 
all accessories. The NORDIC group is designed for today’s 
office, meets every demand of contemporary decoration. 


WRITE TODAY FOR FREE CATALOG T0 






Ft) 0-1 am @ial- Ula @relaslel- tah ames -t_)ol-lemm laleil- tar! 


THE RIGHT CHAIR AT THE RIGHT PRICE 
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first at the centered item and then takes a second closer look 
at the contributing merchandise in the display 

Another retailer has found that a crowded window may have 
more merchandise to be seen, but it actually holds the atten- 


” tion of fewer people to look at it than if the merchandise is 
attractively spaced and placed. He once used two or three of 
the same card-index cases, but placed them at different angles 
so the public can see all the good points. Little other mer- 
chandise is necessary for such a display to get that longer look 

After the passing public has stopped and looked, the next 
requirement for the effective window display is to get the 
Extra Profit in Volume people to enter. One retailer instead of facing or centering his 


Sales and Repeat windows straight out toward the people on the sidewalk, slants 
Business! them slightly so the interested person has to stand toward 
the entrance to get a straight front view of the display. 


Stirs Interest on Price 


Another retailer never uses any price tags in the window 





1 


display. Instead of the figures, he has the reminders, ‘Priced 
Right Inside!” Within the store, the public has to ask a 


’ If you want . 
member of the sales force for the price of the desired mer- 


ECONOMY plus... 

stock “THE FAMOUS 
CROWN LINE!"’ 

Crown’s quality Daters 





chandise. This gives opportunity to a sales talk or explanation 
of the quality of the item. 

Impulse-buying items are used by another store to draw the 
interested public inside to buy. A line of these is in the fore- 


ground of the window space with a red arrow between each 
¥ 
are guaranteed to (Hi item pointing tow ard the door. The display space nearest the 


OUTPERFORM AND Dp fbvip or hers P door is devoted to these impulse-buying items. The sales re- 
OUTLAST anv ‘stee ; sistance is now at its lowest point and the interested person 


competitively priced 


enters and buys. 


Another store limits the window displays to only one model 
stamps on the market. of any item of merchandise on display. Then the magnetic 
reminder is used next to this one displayed model or size, 

Send for full announcing, “Other Models and Sizes Inside! 
particulars! One retailer gains a good public response from a window 
display that was only half in its place. A window card in the 
R. A. STEWART AND COMPANY, INC. unfilled half of the space explained Too Busy Selling To 

80 Duane Street - New York 7, New York Finish This Window Now! 





A proven way ATTENTION 


OFFICE SUPPLY DEALERS 


$ to accumulate 


















These Michaels products are always in demand, and 
it’s profitable business, too. 


e % 
>&<rrONG 
m STEES & STR Cast Bronze and Aluminum desk and door plates; 


name plates and plaques of every description; metal 


letters; ‘““Time-Tight” display cases in many styles, 
COIN HANDLING SUPPLIES standard units or custom-built 
All Michaels products are well-known for their 
Sold exclusively through Stationers and exceptionally high quality. Write for literature, and put 
yourself ina position tO get your Share of this profit- 
able business. 


Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey Change Trays 














CE MICHAELS 


Teller’s Moisteners * Currency Racks * Manual Coin N 
Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans PRI Si D E N T 


COIN WRAPPERS 
Old Style * Rainbow * Automatic * Duzitall 
Kweartet * Tubular * Gunshe 
BILL STRAPS 
Federal * Colored * Banding 
* 





Write for information! 











THE MICHAELS ART BRONZE CO,., Inc. 


HANNIBAL, MO. P.O. Box 668-OA Covington, Kentucky 
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Smith Corona Picks Suburban 
Site for New Research Lab 
f 10,000 Smith Corona, In 


ent boratory has been acquired in the 


Site [ \ > esearch and de 


THE 


Chicago area 


is an December 5 by Elwyn L. Smith, president 
The nev boratory will be located on 30-acre parcel in ihe 
Rolling M 1 Northwest suburb of Chicago. The parcel is 
part of t vy industrial community, Northwestern Industrial 
7 E 
Present plat all for construction to take place in 1958 
[he laboratory will be a modern one-story building with 20,000 Wy 
are feet of floor space. It will have a staff of 100 to 125 tech- 
personnel, with provision for further expansion 5 
Unde ection of Edward F. Kleinschmidt, vice-president 
research and development, the research laboratory will con- uy 
entrate on tl fields of printed communication and integrated 
oo 4 
The « Ss interest in these fields is an outcome of the 
acquisition izo of Kleinschmidt Laboratories of Deerfield, 3 
| and reflects recognition of the potential application of both 
nd the electric typewriter in these new areas s 
Office Ideas Available for 
Dealers in Olympia Typewriters c 
Olympia typewriter dealers have been informed of a new sales 
Offi leas’, a tailor-made magazine imprinted with name, he 
one numb« nd address of the dealer 
There wv six issues a year, each issue designed for type 

riter b f n the dealer's territory, those who are presently y.\ 
S ers wanted as customers 

The is for Olympia dealers only and has a space | 

n n display type at the top of the back page 

Ord publication are being taken by Harry Turner & > 4 
Ass es 1 Gage Blvd., Topeka Kan 








HE SITS IN IT ONCE... 
And HE WANTS IT! 


Write for dealer-details on 
lounge-back ‘‘Jurist’’ Model 


FRITZ-CROSS COMPANY 
300 E. 4th Street — ST. PAUL 1 


this 
1500-J. 
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STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 


Corner Posts, 11 Gauge or 13 
Gauge 7’3” high... 8’3” high... 
9’3” high punched on 1” centers. 
Finished in Baked-on olive green 
or office gray enamel. 





STORAGE CABINET 
No. 3678-S 


with adjustable shelves, finished 
in baked-on olive green or office- 
gray enamels with lock in handle, 
insulated doors. Shipped one per 
carton, K.D 


36” W x 18” x 78”H 
Weight 150 Ibs. 
MANY OTHER SIZES OF 
CABINETS AND SHELVING 
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THREE TOP SPECIALTIES 
of Superb Quality 





TYPEWRITER TABLE 


Size 264%2"H x 16"D x 22°W and 34°W 
overall with shelf extended. Finished in 
baked-on office gray or olive green enamels. 
2° rubber casters. Shipped K. D. one per 
carton. Weight 30 lb. 

List Price $15.00 


MIDWEST 


METAL MANUFACTURING COMPANY 
1818-24 North 18th St., St. Louis 6, Mo. 
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Hugh T. Morgan Sr. and Jr. C 
Open New Office Furniture Showroom 


Thursday, November 21, was a memorable day for Hugh T, 
Morgan, Sr. and Hugh T. Morgan, Jr., when they celebrated the 














opening of their new wholesale office furniture showrooms, in 
Suite 524A at 55 W. 42nd St., New York 36, N. Y nes 
The festivities began at 3:00 p.m. when cocktails and hors 
d'oeuvres were served, and lasted until well into the evening. det 
A steady stream of customers and members of the industry vd 
; = are 
throughout the Metropolitan New York City area came to offer 
aa tha 
congratulations and good wishes to Mr. & Mrs. Hugh T. Morgan on 
and Hugh T. Morgan, Jr., who were on hand to act as hosts for = 
the occasion he 
THE FAMOUS KOL SPECIAL The new showroom is well laid out and numerous settings of I 
’ ; office furniture and equipment in the newest mode are in evidence tred 
Universal dictating machine or add- throughout the suite which has a huge mural depicting the skyline six 
ing machine stand gs, : es : . . 
High quality 2'/.” soft rubber casters of New York City. hov 
Casters are non-marking, full-swivel, Firms represented are Anderson-Hickey Co., Princeton Up- tim 
roll quietly holstery Co., York Safe & Lock Co., Metalwal Jr., Westin-Nielsen The 
Sturdy, highest quality construction : Corp., Walter-George Corp., Interstate Metal Products and Foto beet 
No rattling! All joints brazed, no Murals of California to 
bolts or rivets am som 
Exclusive ‘NOISESTOPPERS’ for office true 
quiet 
Unconditionally Guaranteed! Victor Adding Establishes Branch = 
WRITE TODAY FOR OUR FREE CATA- | a 
LOG Victor Adding Machine Co. established a direct factory sales inst: 
and service branch in Providence, R. I., Vice-president A. F A 
| i f qi i= ¢ Bakewell announced in Chicago. E. B. Cogan was appointed man- Tor 
\ : /@ ager. The branch will be located at 230 Broad St year 
2323 ELLIS AVE. ST. PAUL 14, MINN. § Establishment of the new branch i8th in Victor's domestic find: 
, network was dictated by the rising volume of sales of Victor term 
automatic printing calculators, adding machines and cash registers men 
in Rhode Island, Mr. Bakewell said lems 
The branch will bring factory and home office know-how plea 
closer to both machine users and Victor dealer representatives arou 
in the area, according to the Victor sales executive emp 








Your Room Space 


is 
CEILING HIGH 


when you use 


Adjusto- 
Deck 


: BRACKET : | 
SHELVING 
Revolutionary sl 
New & Better we 





Will carry tremendous loads 


; build busi 
Expands storage space upward. 2-sided bracket shelving adjusts to any ie 
depth or width, clear to ceiling. Installs without special tools. Uprights Offering | 
take rugged hold of ceiling & floor without bolting or threading of pipe = 
Costs 30% less than steel shelving. Saves on freight rates. Standard pipe 
& plywood may be bought locally to suit needs. Depths 26” to 96”. Widths 
48” to 96”. 
Without shelving, ADJUSTO-DECK also makes perfect Hanging Racks 


Write Today for Full Information MORE: 
WALTER HAERTEL CO. ie Wor 


: ’ . . - . 
2840 FOURTH AVENUE, SOUTH 4 mG -PINELLAS INT. AIRPORT 
MINNEAPOLIS 8, MINN. SEM 0 SALES ST. PETERSBURG, FLORIDA 
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Canadian News 










Our Industry Across the Border 
th T By Special Correspondence 
d the 
’ eres how ¢ lians in the industry view the new year's busi 
S, in 
- <s rc spe 
, According to t personal opinion of Clyde E. Everett, presi UNDER-COUNTER 
nors 2 
lent A. Sheaffer Pen (¢ Canada 1., Goderich, Ont., 1958 ¢ 
ros | dent, “Pen Co. Canada, Ltd., Goderich ASH DRAWERS 
P ost certain to bring sales increases in most consumer goods 
lust 1s but whetl the increases will be lower, average or higher 
omer achieved during recent years may depend on imponderables 
Organ as Dusin onsumer conhdence. Statistically, accord 
s to g to Mr. | tt, the growth of consumer appetite remains 
engi COMPLETE LINE 
Zs of Eugene Charters, president, Charters & Charters Ltd., Mon 
> : in th trad ] . ; > 
dence treal pred cts ade s retail volume across ( anada for the hist 4 Populer Models 
Ky line six months of 8 would be somewhat less than last year This, 
wever, iS go since it gives one time to think and at no 
time has thinking, planning and reassessing been more necessary @ No stock to carry 
Up ing, | aio 8 — we will make 
ielsen he narrowing of the percentage margin of net profit that has drop shipment — in 
Foto een so evident over the last 10 years has been overlooked du« 24 hours. 
the ever-increasing volume of business. With business at a @ Full dealer discount. 
} ' nar roug 
ewhat sl pace this discrepancy will be brought into a 
: ‘ , , E : @ Finest product of 
focus. Wit vernhead costs increasing and competition be its type available. 
ing more keen, the stationer is faced with problems if he is to : 
in the satisfactory profit bracket. He must know his costs Model R - I 
sales titute personnel training and discourage price-cutting Has removable metai money y/ 
: : tray with lock-on lid 
A. I 4. E. Nelson, sales director, Barber-Ellis of Canada, Ltd 
man nto, anticipate another year of hard selling, much as last To sell indiana Cash Drawers all that is necessary is to display 
one. Your customers will like this high-grade product made of 
sy Competition in most lines will be keen with many firms Indiana hardwoods — with smooth finish inside and out. Quiet 
mestic § finding out how many salesmen they have literally, not in roller mechanism — warning bell that rings when drawer opens 
y \ — high-grade disc tumbler lock. 
Victor rms denoting 1 bers. Unquestionably there is more unemploy Write for bulletin. 
gisters entin Canada at present and this has eased personnel prob 
s. There seems to be a greatet desire on the part of staff to | N D | A N A C A S a D e A W E be C O ° 
how ease their employer and to stick with the job and stop moving ewe (0) ay ke; 
tives und. This pleasant change should benefit both employer and ' J 
ployee 


Shelbyville, Indiana 





James Preston, president, Preston-Noeling Ltd., Stratford 
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No. 1500 When you sell the VALCO line you can 


? 

. . * 
office accessories\ 
P Nobility be sure there won't be complaints and 
of beautiful 2 acca cin returns . . . or calls from irritated cus- 
° No. 408 \ jL,/ } tomers to “please come fix the darn 
spun aluminum Statesman it wi, thing!” VALCO accessories are lifetime!, 


They’re built to last forever. 


Costumer 











i i 4 
? _, ae j 
a a — — 2 . én . ti 
—_ ———————o a No. 17-€ ' 
=— : Monarch i} 
Costumer i / 


No. 1900 4 


WGR 


Bel Air Wall a , Pa Samra y= 


§ Garment Rack 


: ' 
{ = i 
: + 










No. 2§ 
Torchier 











ii. IMSS | 


No 5-S 











' Mod rn } 1 
No. 60-S Sand Urn 
Smoking 
Stand 


AVAILABLE 
AT NO COST 


Write today for the com- 
plete folder that contains 
all specifications and price 
data of the complete VALCO es 
Line. It’s designed to fit a 
standard file and includes ( 
separate reproductions of 


LIFETIME “"™ 


OFFICE ACCESSORIES 



















No. 56-S 
Regal Sand Urn 

















VALCO COMPANY e« 1311 ANN AVE. « ST. LOUIS 4, MO. 
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® Blueprints © Maps 
® Plans ® Drawings 
® Tracings ® Charts 


where 
you want them 


when 
you want them 


P 
w 


LANs 


Attractive 
available for referer 


compact 


Moves easily and 
LIBERAL bottom mak 4 
DEALER accessible 

Also comes in 60-t 


DISCOUNTS 


are available in both 
Wer 


295 Emmet Street, 








CASFHI I! 
on INCREASED SALES! 


THE REYBURN 
MANUFACTURING CO., INC. 


PHILADELPHIA, PA. 


WAREHOUSES: 
© 4048 POLK ST 
CHICAGO, ILL 

© 901 VICKERY BLVD. 

FORT WORTH, TEXAS 
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Ont xpects volume in stationery supplies to maintain existing 
levels because “there are far more offices and organizations now 
taking a more active part in inventory and purchasing of their 
= Lise] aa) products and details in selling.’ He predicts the office equipment 


STACOR 


with 


division of 


] 


the business to continue in line with previous years 








Retailers everywhere are finding that Rey- 
burn’s Self-Service features and dependable 
quality merchandise definitely stimulate con- 
sumer interest. Sales profits are sure to follow. 


By displaying our special sale tags prominently, 
you too will benefit by an increase in sales and a 
definite “cashing in” on profits. 








no reduction in prices but better service from manufacturers 
To maintain our present position Sales groups will have to work 
harder and sell their products properly not merely make calls 
and pick up orders,” he said 
According to Ralph M. Roger, vice- president, Apsco Prod 
ucts (Canada), Ltd., Toronto, the present go-slow policy in busi 
ness buying will likely continue for the first four months of the 
year, but an upswing in sales should become noticeable toward 
the lle of the year as the factors affecting the business econ. ‘ 
become more settled Major objective of business in 1958 f 
may be using expanded facilities to the fullest One of the \ 
problems facing the trade generally will be the manufacturer wh f 
akes special equipment for direct sale to business users. With a 
decrease in sales in sight, such companies must, and probably will 
concentrate more on selling the supplies that go with their equip. § 
ent, supplies which in many cases in the past have been sold n 
by stationers We will have to be better marketeers this year, \ 
& LIFETIME STEEL paying closer attention to supplying the market with a produd tl 
the consumer wants. Consumers will be searching for top values re 
this year and to meet and prosper in this atmosphere, top-notch 
: | personnel are a necessity, from management to store clerk Dp: 
J. S. Luckett, Sr., chairman of the board, Luckett Loose Leaf tr 
nit makes material instantly Ltd., Toronto, said he expects 1958 to be “another good year. We Fi 
or additions have the natural resources, the equipment, the people and are ac 
on ball-bearing casters. Stepped quiring more all the time What the world needs is calmness, Pe 
: stead seca’ yptimism, industry and common sense. Suppliers, in our industy Le 
y priced at $35.00 (without at least, are equipping themselves with modern machinery and Te 
ed tubes with metal caps and bases production methods, and straining every effort to keep down the mi 
al spiral increasingly high prices. Dealers will likely face a dif de 
“ f NOW f toidtadi ficult, more competitive condition this year, due to the easing of als 
STACOR EQUIPMENT CO supplies and the leveling off of boom conditions Co 
; W. A. Bordeleau, general manager, Villemaire Freres Ltee 
Newerk 5, MW. 5. © Bigelow 23-6600 Montreal, commented We are living in an era of prosperity 
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2 ve sno not be fooled by it. More than eve good me 4 é VE : id | 
nov wmmaisers al ed. We must be on the alert nd have an ade 7 17 AY A SMART MO - aero : aft 
f the wate contre f goods, avoiding over-production. There are plenty ’ = r—] . ’ —T 
¢ lers ahe but we must go after them. We should not be HEN Yov Séll ' x 
eat nfluenced by panicky news from the U. S. side of the border. If 
ret strong and powerful, friendly neighbor has reached the top 
are still bing in spite of the declining stock market 
eyes of t world are watching us be se many of the SMOOTH 
pes reside wit s. We cannot tail then 
Harry Siegel, neral manager, Saxon Office Equipment Ltd PERFORMANCE 
ronto, Said t easing of tight monies will not reflect too seri 
sly this ye nd will be more effective in 1959. “Because of 
Russia's advan in air missiles, there will most likely be a sub 
tantial allotment in monies, both by Canadian and U. S. Govern 
ents, to improve our position in this direction. These factors 
| play an rtant role in our sales volume for 1959. A con 
er wi cent attitud result in a lower sales volume for 1958 
W itl e 
W First of a of regional meetings being sponsored by the CUSTOMER 
equif Stationery & Offi Equipment Guild of Canada, Inc. under its 
een Si " embershiy ampaign program was held at Moncton SATISFACTION 
N. B. in November. An all-day affair, it presented members of 
du the Altantic Stationers’ association with an opportunity to heat 
ports of rrent trade trends and to elect a slate of ofticers 
p-not Appointed president was A. Lorne Colpitts, Moncton; vic« 





esident, Hugh Simpson, Charlottetown, P. E. I.; secretary 


treasurer, Marshall Urquhart, Saint John, N. B.; directors NATIONALLY 
\ Frank Yould, Truro, N. S., and Tom O'Neill, Halifax, N. §S 
Among t speakers were R. Edward Fugler, Esterbrook ADVERTISED 
n¢ Pen Co. Canad Ltd., Toronto; J. S. Luckett, Jr., I uckett Loos« 
if, Lt Guild secretary-manager, Fred R. Smart, 
onto; Howard A. Mann, Maritimes Transportation Com 
wn t ssion. Mr. Mann outlined how stationers and office appliance 
| dering and distribution costs. The group 
sing s\ sited t ntly self-serve-modernized store of R. R 
& Son, Lt Moncton 
° Mraow fas 
About bers of the industry in centers from Ontario ¥ nti ONE JUNIUS. STREET. 


UPHOLSTERED LEATHER FURNITURE 


\) 


No. 1970 Sofa 





From four distinguished collection... 


Sofas, sectionals and office chairs of every description . . . including side, 
arm, revolving and posture chairs. Outstanding modern and traditional 
designs superbly constructed of luxurious leather and fine woods. Buy 
Bright! The line that is styled, built and priced for solid sales appeal. 


Write for the BRIGHT CATALOG today! 
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7 AGATE CARD IN DEX TRAYS to the Maritimes attended the annual Quebec Stationers’ Oyster the 
‘ Party, held at Quebec City’s Berthelot Hall, Nov. 5. They ep. 
b joyed oysters in the raw, fried and stewed, some stag-party 
y entertainment; took home an excellent variety of prizes donated sin 
¥ by leading firms, both dealers and suppliers the 
° dic 
Clyde E. Everett, president, W. A. Sheaffer Pen Co. of ha 
Canada, Ltd., Goderich, Ont., mid-November reported earh gr 
Christmas orders from dealers as running heavier than the pre. Ca 
vious year. He said net domestic sales by the Canadian com. on 
pany for the first half of the current fiscal year ended August ' 
31 were up 23% over the same period of the previous year. sta 
ee mie 
Stationery and office supply dealers in Victoria, B. C. are lnk 
part of a dealer group pressuring the local civic authority for - 
control of door-to-door selling by charitable and service groups sul 
[hey claim such sales tactics takes trade away from tax-paying No 
store Operators 
e : 
N. E. Cottrell, Remington Rand Ltd Toronto, discussed “ 
nisconceptions and fallacies of electronic data processing” at - 
, t 
Neatly finished with traditional agate paper covering. | the mid-November meeting of Niagara Chaptet National = 
ac 
Each has 1,000 card capacity. Wonderfully well made Oftice Management Association J 
of heavy binders’ board, metal reinforced to last a long € ~ 
time. Has spring latch steel follower on metal rod. Norman Davies has opened a stationery and variety store on ( 
-7/_" , ses u 
Label holder on front. Length 11-7/,". | Yonge St. in North Toronto 
sal 
| . 
Stock No. For Cards Carton Pack | x try 
pe rl pte aA aapniimanbae = wnialiad - '« i P 
C135 3” high x 5” wide ‘2 Joe Fitts, formerly with Willson Stationery Co. branch at tec 
C146 4” high x 6” wide 12 Edmonton, Alta., and at one time with another firm at Calgary ‘ob 
c158 5” high x 8” wide 6 | was recently appointed manager of Willson’s Burnaby, B, C tia 
C169 6” high x 9” wide 6 | branch wes 
| C159 4%" high x 9” wide 6 . be 
4 
Appointment of a sales manager for Toronto and Montreal 
, he The "1 Beans _— 
‘ Ts Write for Prices and Dealer Discounts Today! branches o! the Thermo-Fax division, Minnes ta Mining & I 
jie Mfg. of Canada, Ltd., London, Ont., has been announced by lee: 
AMBERG FILE & INDEX CO division manager Harry Hallworth. He has named C. D, qué 
: MacKay at Toronto, and B. McAllister for Montreal. Both men Phi 
Kankakee, il. have been senior salesmen in their respective territories Since Phi 
-FRATED CALCULATORS 
SIMPLEX ELECTRIC CALCULATORS 
PLEX ELECTRIC 
b as jet : AL ATORS 
Duplex Electric Model 912 ED— (Illustrated) 
features extra ‘Memory’ Register, 
Automatic Accumulation, Subtraction 
and ‘Full Cent’ buf represents no 
greater investment than other 
ordinary single register machines. 
geeecseecesesesoce eee eee eee eee eeee See eee eee ee eee eeeeaneeeee 
H 
: Plus Computing Machines, Inc. ' 
: 5 Beekman St., N. Y, 38, N. Y. $ 
CONTROL SYSTEMS, Inc. 4 Without obligation i 
: 
H Please arrange free demonstration in my office ' 
PLUS COMPUTING MACHINES DIVISION ; | Please send complete literature on your line of ' 
: PLUS equipment ' 
5 Beekman Street, New York 38, N.Y. : Name ' 
. i 
Telephone REctor 2-0045 : Company ' 
| ' 
‘ Address ' 
. i 
: City Zone State H 
‘ ; 
ee auvcenedeuecsuaccecense —— 
192 OA-1/58] OA 


































Ovest I vision was established in January, 1957 
* 
VY ef 
2-party Associated t the writing instrument industry in Canada 
ne 08 tablished a pen manufacturing plant for 
L. E. Wat in Co. in St. Lambert, Qu Louis H. Juster 
' 3 year. Born and educated at Wood 
( ' aver N. ¥ oined Waterman's in the | S. aS a pen 
erinder, event y to become vice-president and director of the 
a Canadian company. Five years ago, he was honored by the firm . 
ot: the occasion of his 50th anniversary with the company Q | ty ad p ft 
A) P At that 0 Nas given special recognition for his out vail a ers a 
Augus . : . 
nding abilit esigning special pen writing equipment and C titi id | 
hanical d One otf his inventions was a paint brush ompe : ive rices: 
cai ke instrument f Chinese script. He also designed a special The Stationer's Complete Line 
Rp pen for persotr th crippled hands. Many of his devices were y 
i subsequently adopted for production in all Waterman plants in 
2) is North Amer! ° Scratch Pads 
? * Ruled Pads 
Station rs of Eastern Ontario held a regional meeting, spon * Legal Pads 
red by the Stationery & Office Equipment Guild of Canada * Add Rolls 
neston. Ont d g NO ibe he ard 4 Ss 
at Ki ) uring November. They heard a pre ° Steno Books 
ntation on t lue of store modernization by Guild Director o Mines @aed 
Jack Cloke, pt lent, Cloke & Son, Ltd., Hamilton, and took ~ 
; * Duplicator Bond 
rt in a foru scussion on current trade trends °T it Bo: d 
Dinner meeting speaker was Tom Hanson, sales manager ypowrrer Sen 
i Deaducte 13 ' ; “ * Second Sheets 
( s Produ I Cobourg, Ont. He stressed the need for , - 
inin ong retail sales personnel. He said the indus * School Supplies 
mass pr tion methods required mass merchandising 
' techniques, wit! ore manufacturers doing the major selling 
algary b for a product. He advised dealers to integrate their opera Special Quotations on 
B. ith that of the manufacturer. Today's dealer must main Board of Education 
his identity with a well-trained, efficient sales staff, he said Requirements. 
ause wl le has been made true customer service starts Send for Price List Today! ; . 
ntrea a 
nB a Fernand Pilon, president, Fernand Pilon Stationers, Inc., the MOHAWK TABLET COMPANY 
, urgest chain - tationery — in Eastern anada sts head Main Office—1703 East End Ave., Chicago Heights, il. 
, quarters in ntreal recently announced the election of 
a Phillippe Hurteau as a member of the directorate. President of Branches—3200 Main Street, Dallas, Tex. 
Phillippe Hurt & Co., Montreal, and a director of Editorial 1647 Blake St., Denver, Colo. 
é siienclaccameiniens iittala ‘a = 
' T 
ries.Une. 
— aborato ee : . 
en America’s Lowest-Priced Protection! 
Sell for 35% to 50% LESS than 
comparable labeled or unlabeled safes 
Here’s everything your Customers want 
in a personal safe—quality construction, 
modern design, and proved fire-and-theft 
resistant features. In fact, all new SENTRY 
floor safes carry the U.L. one hour 1700°F. 
fire test and 2000°F. explosion hazard test 
label. Yet you can sell these SENTRYS for 
35% to 50% LESS than labeled or unlabeled 
safes of comparable size and quality... and 
make your full profit. That’s because SEN- 
a) TRY specializes in mass production of ; ust 
We one basic type safe—with resultant savings. 
on 
no . 
pe f Every Home and Business a Prospect 
Ys ‘SENTRY STA DARD Every householder, professional man, SENTRY 
Big-safe Seaguees ineats Noguponis farmer and small businessman is a pros- 
— aomnee, Sow, a pect for a personal safe... yet only 5% Safe-and-Cabinet 
| bination lock, heavy duty bank vault own one. Why not cash-in on this virtually Exclusive! Genuine African mahog- 
7 type lock bar, baked enamel finish. untapped market? Write today for full any cabinet (also available in walnut 
imensions: Outside—2414” x 1742 details or blond) conceals safe ... makes a 
i. x 17%"; Inside—15” x 12” x 13” 4 handsome end table, night stand, 
‘ (2340 cu. in.) Weight: 260 Ibs. TV sase, Some ay Fe most 
| JOHN D. BRUSH & CO., I ee 
| Suggested List $79-95 e o7 nc. S$119-95 
Standard discount plus adv.aliow. 545 West Ave., Rochester 11, N. Y. Suggested List 


Standard discount plus adv. allow. 


SENTRY MAJOR—Same as above but 18% * deep inside—$1 13.95. 
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*Zooming Operating Costs 
—_—————-> THE OBJECTIVE: 
Build the department that’s a “natural” for high unit profits 
and minimum service! 
—_——+) THE STRATEGY: 
Get the inside track on LUGGAGE AND LEATHER 
GOODS .. . new trends new styles . . . new merchan 
dising ideas . . . right contacts . all in one trip! 
a —— F008 Tae: 
February 16-19, 1958 
——) THE PLACE: 
Palmer House, Chicago. 
SEE COMPLETE LINES OF: 
Luggage, trunks, briefcases, personal leather goods, travel 
accessories, leather novelties 
Sponsored and managed by: 
LUGGAGE & LEATHER GOODS MANUFACTURERS 
OF AMERICA, INC. 
220 Fifth Avenue, New York 1, N. Y. Jack Citronbaum 
Executive Vice President 
distinctively styled 
by DESIGNCRAFT... 
DESKS, TABLES, OR 
MODULAR UNITS 
Md 














ey ye UT 
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Associates Ltd., Montreal, Mr. Hurteau is a public relations 
consultant and professor at the School of Commerce, University 
of Montreal. Pilon Stationers, Inc. recently celebrated: the firm’s 
Sth anniversary ‘ 

¥ 

More than 20 Canadian suppliers were exhibitors at the re. 
cent two-day office equipment show arranged by the Halifax. 
Dartmouth chapter, National Office Management Association, 
held at Halifax, N. S. About 400 members and guests attended 
a preview dinner arranged to open the event 

. 

Moore Business Forms, which started life as a tiny manufac 
turer of salesbooks back in 1882, recently celebrated 75 years 
of continuous operation. The company originated in Toronto 
by Samuel J. Moore, world-famous Canadian industrialist, has 
grown to be the world’s largest manufacturer of manifold 
d the United 
States. Moore, who died in 1948, is recognized today as the 


copy forms. It now has 28 plants in Canada at 


founder of the business forms industry 

After first producing the sales book in Toronto, he successively 
established plants at Niagara Falls, in the United States, England, 
Germany, Australia and Austria. Moore Corp. Ltd., a holding 
company, operates Moore Business Forms, and continues to main- 
tain head offices in Toronto. Seventy-five per cent of the company 
stock is owned in Canada, although the majority of business is 
transacted in the U:S. 

According to T. §. Duncanson, president, the business world 
today is placing increased’ emphasis on streamlining the front 
oftice. He said there is not‘a large company today which has not, 
or is not, investigating office procedure and doing something 
about it. He said it was the policy of his company to stay out of 
the business machines industry and to concentrate on forms 

7 

Wholesale Stationers’ Association will hold meetings in 
Winnipeg, Man. January 20; in Toronto during July, and 
Montreal during the early fall. All will be directed by Donald 
S. Frey, the group’s executive manager from Evanston, III. 

« 
Alvin F. Bakewell, president, Victor-McCaskey Ltd., Galt, 


Designcraft Engineering 


provides complete modular desk-office 
systems of limitless application. 
Unique arrangements are simply and easily 
organized to meet office traffic work flow. 
st magnificent way to attractively utilize 
reatest amount of space in a heretofore 


ras 


\L DECORATOR SERIES with formica tops— 
and component parts for interior designers. 
Write for illustrated catalog and price list. 


/ 
designcratt =a Vey -V 10] Vena] -1]\leiele)-1-9 


ae, CC ee SECT REET 


BROOKLYN 32, NEW YORK 
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Galt 


Ont., celebrat s 30th anniversary of service with the parent 


pany, Vict Adding Machine Co., Chicago 
n Dd iding up Victor's domestic and foreign sales 


recently. He ts 


rganization omprising 55 specialist-staffed direct fa 


ry sales and branches, over 500 franchised dealers 
thout 6,000 non-exclusive retail outlets in the U.S and Can 
listributors in 59 foreign countries. He is vice-president 


anager of Victor Adding Machine Co 


gene ral sal 


[he Stationery & Office Equipment Guild of Canada, Inc., 
nto. has released a volume trend survey report of dealer sales 
957 for t period ending August 31. While total sales by 
lers were said to be down 8.5%; office furniture and equip 

ent sales down 18.9%; stationery and office supplies down 4%; 


printing sales b ilers were up 9% 


* 
Commercial Stationery, Reg'd., Val D'Or, Que. is now located 
1 new quarters 
° 
New trade group in Canada is the Calgary Stationers & Of 
Suppliers’ Association. Heading the Alberta group as pres 


nt is James W. Clark of the firm of Alberta Stationers & 
ice-president, Donald W. Trivett, Keith Sta 


Office Suppliers 


yners Ltd tary-treasurer, George A. Cubbon, Lewis Sta 
ry Ck 
a 
David Miller, Western Press Ltd., Moose Jaw, Sask., has re« 
tired after 64 ars in the stationery and printing industries 
He got his start in the trade in Scotland in 1893, emigrating 
Canada With two partners, he started his own firm 
n 1911, ne and operated by his son, Allan Miller. 
Jack Sader manages the plant and stationery division. 
os 
Mr. & Mrs. Gregory Ward, Robert Duncan & Co. Ltd 
Hamilton, Ont. recently celebrated the arrival of their second 
laughter 
a 
A former pre: nt of the Stationers’ Association of Mon 
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Here is the 
NEW LOOK 
that will bring Markwell 
Dealers increased sales 
and profits 


SUPER-OBRO 
$7 complete 
with 1000 SO staples 





Markwell Premium 
Quality Office Staplers 
— designed, styled 
and priced for every 
stapling need 


a, 


» Markwell Office Staplers now furnished 
complete with Staples 


) New lower Dealer prices on Markwell Staples 


>» New lower Consumer prices on Markwell Staples 
> New and exciting Sales Aids 









































Single 
door 
Safe 

1850-C 

Special 

Cabinet 

No. 14 








Today's Fire & Theft Risks call for 
Maximum Security . . . SELL SCHWAB PROTECTION 





VERTICAL LETTER VAULT 





1419-C T29 1622-C 120 


1316-C T20 


SCHWAB SAFES — BURGLAR PROOF 
CHESTS — VAULT DOORS Carry Un- 
derwriter’s Class A, B, and C T20 La- 
bel and re-locking device label for 
that extra measure of protection. 
Our product insurance protects your 
customer. 


Write for information 


SCHWAB SAFE CO. 


Lafayette, Indiana 
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< treal, Angus C. Barwick, president, Barwick & Son Ltd., Mon. 
PRECISIONEERED* Ss treal, died recently after a lifetime career in the industry. He 
é was also a former president of the Employing Printers’ Asso. 
to give ou \\ — ciation of Montreal. 
y \ 





es 
Alfred Gilbert, head of the firm of Alfred Gilbert & Sons 
Ltd., London, Eng., loose leaf manufacturers, was a recent 
visitor to Toronto. Although 90, he still plays a vital role ip 





the company’s activities. 





Credited the largest producer of business appliances in Europe, 
Olivetti of Italy is playing a constantly-growing role in exports 
to Canada. A Canadian company, Olivetti (Canada) Ltd., Toronto, 






















has set up a large sales and service organization to develop the 
Canadian market. Olivetti has branches in Toronto and Hamilton, 
ey : eh Sit Sn * ECONOMICAL hopes to open more branches shortly. It has 41 dealers, with ap 
or any type of paper records additional 23 dealers for certain lines at present in Canada 
CORRESPONDENCE e¢ INVOICES e 


VOUCHERS * LOOSE-LEAF COVERS 
MANUSCRIPTS © SALES SLIPS, ETC. 


Result of a disastrous fire which gutted the company’s mid- 
town Toronto location, Everest Office Machines Co., Ltd. are now 
situated in new and larger quarters on Davenport Rd. in that city 





*NEW, IMPROVED precisioneered construction o 
ean th oe fety first fea- . 
SEND no Rogge: Posy - 0 py Bins fal pet James Brodie has been appointed Toronto and Eastern On. 
gives it the decided edge over other prong- tario sales representative for Canada Stamp & Stencil Co. Ltd, 
for type paper fasteners. nail 
Get steady repeat business and reap big e 
LATEST profits from the fastener that leads the field é ; 
in consumer preference. A new branch has been opened by Vari-Typer of Canada, Ltd 


CATALOG an affiliate of Addressograph-Multigraph of Canada, Ltd., Toron- 


Made of highest quality grade steel with non- 








FEATURING easvadive Gnich. Avallakie with centlaccus base to, in Vancouver to serve the entire Vancouver area as well as 
Sucre Bh’ Co Yo te 6” eee Sizes: the Alberta territories of Edmonton and Calgary Sydney 
PRESTO P Reynolds has been appointed branch manager, Michael Mudri 
as service manager. 
SCREW POSTS © EXTENSIONS * LOOSE-LEAF SECTIONS e 








CHARLES LEONARD, INC. Granger Freres Ltee. new headquarters are now located in the 
| firm’s new plant on Cremazie West in Montreal. Firm's president 
acturers GF Mmonety Spe ciate : | is C. Leslie Robertson, a vice-president of the Stationery & Office 


79-1 1 ‘Cooper Ave., Glendale 27, N. Lf Equipment Guild of Canada, Inc 


eelerait... 





10 Roller bearing heavy duty FULL SUSPENSION cradle 
@ Full 26” filing space in every drawer 





® Symphonic, lusterous, permanent finishes of olive 
green or modern grey 

Rugged construction with multiple reinforced uprights 
Beautifully designed with solid aluminum hardware 
Positive follower block . . . easy to operate 

Made of heavy gauge steel for lifetime service 
Available with thumb latch upon request 


All models available in letter or legal sizes and with 
plunger locks 


Puzzled on how to turn shoppers into customers? . . . Then feature MODERN STEELCRAFT—the profit mak- 
ing line. Made by a company specializing in files for over half a century. Built with features that clinch sales 
and priced to give your customers maximum value . . . not to mention maximum profit for you. 

Write for catalogue showing our full line of easy 
selling, high profit office furniture. 








modern steelecraft ine. 
2973 Cropsey Ave.- B’klyn.14,NLY. 
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Business Leaders Hail 
1958 U. S. World Trade Fair 


Leading businessmen are looking forward to the 1958 United 
States World Trade Fair, to be held May 7-17 in New York City’s 
giant Coliseum, according to an independent survey conducted for 
the international exposition’s management. 

The survey covered businessmen representing over 6000 depart- 
ment, variety and chain stores, other retail outlets, national buying 
wrganizations and manufacturers who, together, constitute a broad 
cross section of industry in the Western Hemisphere 

The consensus is that the U. S. World Trade Fair, within its 
first year, has succeeded in fulfilling the long-standing need for a 
najor market place of this type in the Western Hemisphere 
Glowing optimism concerning the Fair's rising importance is based 
ym the fact that the 1958 exposition will outdo its first edition in 
scope, in the number of new products to be introduced in this 
market for the first time, and in the number of nations whose 
goods and services will be represented. 

Office equipment will be on display 

Industry leaders regard the U. S. World Trade Fair as an estab 
lished, important, new market place for the efficient purchase of 
the world’s best industrial and consumer commodities, the survey 
revealed. The Fair also represents great savings in time and travel 
to Western Hemisphere businessmen since it is possible for them 
to do all of their buying at one time and in one place rather than 
sending large numbers of people abroad. 

The survey further reveals that the U. S. World Trade Fair is 
widely held as a boon to smaller manufacturers and retailers who, 
because of the expense or time, are unable to have their men covet 
foreign markets on a sufficiently broad and consistent scale. 

As a result, businessmen predict that the 1958 Fair will stimu 
late a substantial increase in buying, a consequent rise in imports, 
and a valuable growth in world trade generally 

Supporting this outlook, executives point out that the 1958 show 
is well timed, in early May, when most retailers are in the market 
for their important fall and winter buying 


one stroke 
and 
it’s sold 


with the 


MARSH 77 


FELT-POINT PEN 


Counter Test 


When customers try it, 
they'll buy it. Heavy 
consumer advertising makes 
it profitable for you to 
stock the swift-selling 
Marsh 77 ... with smaller 
inventories, easier ordering. 


Send today for 
FREE sales information. 


Instant-dry ink @ 
Marks ANY surface ® 
Ten ink colors @ 


MARSH 


Marsh Co., 83 Marsh Bidg. 
Belleville, III 
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OA REPRINTS 


The following reprints are available at §.25 each: 


1S—Electric Typewriter Rental Plans and Office Machine Leas- 
ing Opportunities. 

16—Office Furniture Nears §1 Billion Status. A special analysis 
of census data by OA's Research Bureau. 

17—Booming Potential in Furnishing New Olfice Buildings. 
Study by Ken White Associates of new office market and 
how it should be sold 

3—Dealers Are in the “Packaged” Office Business. A special 
research project determining the extent to which dealers 
are furnishing designing and decorating services 


4—Developing a Sales Management Program. Four down-to- 
earth articles on sales management. 


5—How to Select an Office Equipment Salesman. Outstanding 
material on the selection and training of both inside and 
outside salesmen. 


6—Tested Sales Training Ideas. An excellent booklet to check 
your own sales development program 


7—Incentives for Office Equipment Salesmen. Several studies 
of special incentives that make salesmien tick. 

The following are available at §.15 each: 

13—Basic Color Guide. For dealers and salesmen selling the 
complete office interiors. 


1—School Equipment and Supplies. Four excellent case his- 
tories showing how to penetrate this big market. 


2—Self-Selection. Three approaches to the problem of dis- 
playing merchandise for visual selling. 


14—Discount Selling Spreads Its Tentacles. 
The following booklets are available at §.50 each: 


18—Today’s Best Buy—Oilfice Machines. An extensive study 
by OA‘s Research Bureau comparing the big price in- 
creases in general consumer items with the lesser rise 
in office machine prices. Excellent sales ammunition. 


9—How to Develop Creative Selling Habits. A twenty-four 
page booklet reprinting twelve excellent special articles 
all of which your salesmen should study carefully. 


The following booklet is available at $1.50 each: 


l1l—The Salt Lick. A compilation of 47 brief but intensely 
practical essays written fer salesmen by a successful 
salesman, L. R. Addington, Vice President of Art Metal 
Construction Company. 


+ 
Special prices are available upon request for quantity orders. 


+> 


Circle the number of the reprint and enclose this coupon with 
the exact amount in coins, stamps or check. 








Service Bureau, OFFICE APPLIANCES 
600 W. Jackson Blvd., Chicago 6, Illinois 


Enclosed please find $————— to cover the cost of the 
booklets circled below: 


1 2 3 4 5 6 7 o 
11 12 13 14 15 


Name 
Position 
I ica silicate intentiscibaeniensasconsnccigusiaisinaiintaiaaaannel 
Address 

City eibhh: cadlicees Zone 


: _... State 
© Check here for quantity prices on items circled. 
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NO MORE MESSY BLACK INK! 


INKLESS 
MIMEOGRAPHING 


coming your way soon with 


DIAGRAPHY 










COMPOUND 


Anothe Jutstanding Product of 


THE PRINT-O-MATIC CoO., INC. 


ivo ® CHICAGO 6. ill 





You can earn good 
commissions selling 
our complete line 
of passbooks, pocket 
check covers, coin 
savers, and other 
forms to financial 
institutions. 


PASS UP THOSE 
EXTRA 
COMMISSIONS 





Write for Information 





Write for Dealer 
Literature & Prices 


HARDBOARD FasricaTors, inc. 


59 BRANCH ST ee i oe ES mee ae 











a ty e o 
Wf, Ougiual 
SINGLE FLUID 


N STAIN REMOVER 
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STENCIL DUPLICATING ® 





| Your Customers Need Income-Tax Aid: 
e BEACH'S 


‘‘Common Sense’’ 


EXPENSE BOOKS 
Recommend and sell 
the LEADER 
shipped in this handy 
| carton tor attractive 


Counter Display§ 


BEACH 
PUBLISHING CO. 









19829 W. McNichols, Detroit 19, Mich. 


BEE: 


@ Patented Knee-Action Grippers 
Hold All Copy Securely 





THE VERY BEST VALUE 
IN COPYHOLDERS 


-YOUNG CORPORATION 
ders Duplicatin g Supplies — Corbons Ribbons 
New York 11, N.Y Cable: CURTYOUNG 





ee 


et 


OFFICE FURNITURE 
Reaps Kingly Profits 







In constant demand 
and fit fora king... 
attractive, smart 
Royal Office Furniture. 


ROYAL METAL 
MANUFACTURING CO. © 


Dept. 3-B, 1 Park Avenue, New York 16, N. Y ft 
Dealers and Showrooms Coast to Coast 


ada: 949 
Royal Metal Manufacturing Co, Limited, Galt, Ontario © Model 1242 


wW- ) Sxee- Pacut 
ais! LEAD POINTER 


For Perfect Lead Points 
BLUNT TO HAIRLINE 
Standard Model gives you points 
up to %” long without breaking. 
Just insert lead and rotate lid. 


Preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 


WRITE FOR LITERATURE AND DEALER PRICES 









Variable Taper Model 
lets You Dial the 


taper you want 












— 
<i 


SHORT 










cls 


—— BTR uve ttl ti temas 


BAKER STREET, COLOMA, MICHIGAN 


LONG 


OR IN 
BETWEEN 
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CASTERS* 


*U.S. Patent No. 2539108 





Your customers will like the style, 
beauty, design and mobility of 
Shepherd Casters. They roll easily over 
carpeting and protect against surface 
wear. 

Shepherd's new caster concept does 
away with conventional yoke and ex- 
posed axle. Totally enclosed, perma- 

Model 111 metal tread mently lubricated and guaranteed not 
retail priced from to clog or jam. 

$7.95 in sets of 4 Build your sales volume with the 
fast turnover of Shepherd Casters. 
Available in a variety of standard 
adapters and in three decorator fin- 
ishes: antique copper, satin chrome 
and bright brass. Write or wire, today, 
for full facts on how you can qualify 
as a franchised Shepherd Caster dealer. 


Model 171 rubber SHEPHERD CASTERS, INC. 


tread retail priced P.O. Box 472, Benton Harbor, Michigan 
from $8.75 in sets of 4 (1 Canada: sutasiunn en On a 











_ROLLING STORE — 


ROLLING LADDERS—Made from 
Oak or Birch. 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

A” and LIBRARY TYPES—-require 
no track and are mounted on wheels 
with Automatic Safety Brakes. 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 





SF freely when no one is on it. When 
| |. you step on the ladder the rubber 
=" tipped legs rest on the floor and 


prevent rolling. Made in 1 to 13 
step heights, and 4 widths. 





Send for Circulars 42-OA (Wood) & 56-OA (Steel) and Dealer Discount. 
Manufactured by 


. D. COTTERMAN “°° “.tseuvget ** 


CHICAGO 40 





Keep Klean Imprinted 
Typewriter and Business Machine 
Covers help you sell more! 


Keep your old customers ‘Dealer Con- 
scious’ and bring in new ones — by 
sending out your trademark and mes- 
sage with every machine you sell! 
Tough, durable gray plastic, gray rub- 
ber and black rubber. Write today for 
prices, discounts, etc 


KEEP KLEAN PRODUCTS CO., INC. 
4077 PARK AVE., N.Y. 57, N.Y. 













Loose-leaf envelopes, punched: card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes: stamp containers, etc. Made o 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details, 


Markilo 


902p S. Wabash Ave. Chicago 5, Ill 






Ne: only for a high- 
quality line... but also 
Jor those little extras and 
“breaks” that mean extra 


profit... stock WRITE. 









CARBON PAPER 
TYPEWRITER RIBBONS 


TYP-ROL Type Cleaner 
and Roll Finisher 


incorporated 420 Lexington Avenue, New York 17, N. Y. 








Factory: Bridgeport, Conn. 















= ful 2 


Modernize those typewriter key- 
boards with the spring-cushion type-I] 
writer key with the new shaped top./ 











* . . 


ORDER TODAY! 
ADD THAT EXTRA PROFIT! 


MASTER SPEED KEYS | 


| 
order | 
with the NEW LOOK specifying make and model of typewriter } 


SPEED KEY CORPORATION 202, ' Cnauncey Street If 








THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 





Ames Supply Company 


ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy 
CHICAGO NEW YORK 

564 W. Randolph $1. 37 Murray St. 

DALLAS SAN FRANCISCO 

1232 Crampton St. 545 Mission St. 


AGENTS IN ALL PRINCIPAL CITIES 
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Where Do 


Great Ideas Come From? 


From its beginnings this nation has been 
guided by great ideas. 

The men who hammered out the Constitution 
and the Bill of Rights were thinkers—men of 
vision—the best educated men of their day. 
And every major advance in our civilization 
since that time has come from minds equipped 
by education to create great ideas and put 
them into action. 


So, at the very core of our progress is the 
college classroom. It is there that the imagina- 
tion of young men and women gains the in- 
tellectual discipline that turns it ta useful 
thinking. It is there that the great ideas of 
the future will be born. 

That is why the present tasks of our colleges 
and universities are of vital concern to every 


American. These institutions are doing their 
utmost to raise their teaching standards, to 
meet the steadily rising pressure for enroll- 
ment, and provide the healthy educational 
climate in which great ideas may flourish. 


They need the help of all who love freedom, all 
who hope for continued progress in science, 
in statesmanship, in the better things of life. 
And they need it now! 





If you want to know what the college crisis 
means to you, write for a free 
booklet to: HIGHER EDUCA- 
TION, Box 36, Ties Square 
Station, New York 36, N.Y. 


"4 
\ 
\- HIGHER EDUCATION 


KEEP IT BRIGHT 














Sponsored as a public service, in cooperation with the Council for Financial Aid to Education, by 


Office Appliances 
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Solve the problems 


of “inner-space’ travel, too! 


How @&_ Steel Partitions help control 
the traffic in your office 
ether it’s a trip to the moon or just to the stockroom in 
ice, J ed traffic makes it easier. 
nside your office area and divide it by 
ns to avoid “swarming” congestion. You 
distinctive aisles, or reroute it around 
ke your office controlled in its effort 
ncrease in production—as well as morale 
workers privacy and quiet. Distinc- 


Neutra-Tone Gray, Surf Green or Drift- 


wood Tan give them a pleasant atmosphere in which to work. 

Get “Y&E” Steel Partitions at low cost. They're complete- 
ly movable, too, for repeated revisions of office layout to 
meet new needs and expansion. 

They come in 3 different heights and 11 different lengths. 
Panel inserts are available in clear glass, textured glass, 
acoustical steel, insulated steel, pegboard, corkboard, and 
chalkboard. 

“Y&E” Steel Partitions, together with the complete line of 
“Y&E” coordinated office equipment, are available at your 
authorized “Y&E” dealer. Call him this week. 


—| Yawman & ERBE MEG. CO., INC. 1015 JAY STREET « ROCHESTER 3, N.Y. 
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in spirit duplicating 





WITH 
Heyer all-purpose 
ART MATERIALS 


WITH NEW HEYER LETTERING GUIDES 


Anyone can do beautiful lettering 
quickly and easily on Spirit Mas- 
ters with Heyer's newly redesigned 





0.2% ©5780 


PROFESSIONAL frre: 


: ee cocten 
; 


WITH THE LETTERING “Per ecmenciont ] Heyer Lettering Guide Pens, Work 
aS equally well on stencils. 
OUTSTANDING 


CONQUERORS WITH TEN HEYER SHADING PLATES 


. ATTRACTIVE 
Heyer unquestionably put new 
spirit in spirit duplicating with the SHADING 


new Mark Il Conqueror duplica- 











These ten different Plastic Shading ‘| 
Plates give variety, tone and texture to 
Spirit Masters as well as Stencils. Place 

beneath Master or Stencil and rub sur- 
face with Heyer S-9 Stylus or smooth — 
blunt instrument. ’ 







tors. The automatic electric 





models priced at little more than 
hand operated machines have 








brought push-button duplicating 
within reach of everyone. All Con- 






CARTOONS 


Eighty-five pages printed one side with — 
hundreds of lively, easy-to-trace sub- © 
jects in simple line technique for effective 
duplicator reproduction. Letter Size and — 
Miniature Editions in handy book-type 
boxes. 






queror models offer ease of oper- 


ation, outstanding features and AN D DEAS 
superior performance, 







Higher Quality 
Products Since 1903 wiTH HEYIER PORTABLE CLEAROSCOPE — 






The Heyer Clearoscope provides 7% 
an ideal drawing or writing sur- 7 
face. Metal clamps hold Spirit or 
Gelatin Master or Stencil securely, 
leaving both hands free. Adjust- 
able light makes tracing easy, copy 
preparation more professional. 









The Heyer Corporation RORRECTIONS 


1852 S. Kostner Avenue 






WITH NEW SPIRIT CORRECTION FLUID © 


New Heyer Spirit Process Correction 
Fluid makes spirit corrections fast and 
simple. Just brush over carbon erroron — 
Master and retype or redraw. Works ~ 
with same ease as Heyer Stencil Cor- 
rection Fluids. 





Chicago 23, Illinois 





